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Rouge and rubber help make 
the world’s biggest glass eye 


A typical example of Goodrich development in rubber 


hema honeycomb design in solid 
glass is the back of a curved mirror 
the size of a small skating pond. 
Nearly 17 feet across, two feet thick, 
it weighs over 20 tons. When finally 
in place acting as a lens in the big 
Palomar Mountain telescope, it can 
make the man-in-the-moon sit in your 
lap, and will bring information about 
the universe that science never had 
before. 

Cast three years ago, they've been 
grinding its surface for more than two 
years, with a delicate, complicated 


mechanism and a grinding paste made 
of rouge, which some think is the same 





as lip rouge, but isn’t quite. There 
have been ezght rubber problems here: 
an air-cell cushion to hold the glass 
during grinding, a way of attaching 
the cushion to a metal base, seals to 
protect the machine from the grinding 
compound, hose for drainage, belt for 
handling, seals to close the “honey- 
comb” in the back of the mirror, 
rubber cushions in wheels of the dome 
mounting, weather seals for the dome 





ones because the investment in the big 
mirror and other parts of the world’s 
largest telescope is close to $6,000,000. 
Goodrich engineers were consulted on 





all these problems — and _ all 
solved. 

Don’t forget Goodrich is 
serious about improvement in 
products as in the hundreds of 
portant new ones. Goodrich pri 
must be improved every year, 
offer your plant genuine cost sav 
It’s our way of making it worth 
while to specify Goodrich. The B 
Goodrich Company, Mechanical R 
ber Goods Division, Akron, Ohio. 


Goodrich 
a” aati’ aaa IN RUBBE! 
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LONG DISTANCE hits 
the MARK in 
your MARKET 








Long Distance telephone 


service is quick, direct, two 





way. It hits the mark... 
and the market too. 





When youw’re canvassing sources of Personal, direct, precise and clear, it’s 
supply, remember! — Long Distance an effective method for purchasing men. 
**finds ’em fast’’. . . allows detailed Try using Long Distance systemati- 
discussion of product quality, price, cally, and find how cheap its friendly, 
delivery terms, and credit arrangements courteous service proves in far 
e» - secures immediate commitments. the light of results obtained. ‘Bh 
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Yours on Request 


Purchasing agents will find it well worth their while to read the publications 
reviewed on this and the following pages. 
they have been selected by the editors as having greatest interest and utility value 


From among the many submitted to us, 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 














84 THIN PAPERS. When you know the correct 

» grade of thin paper to specify for various office 
and factory uses, you'll save time and money and get bet- 
ter results. Valley Paper Company’s “Thin Paper Eff- 
ciency Chart” which you can place under your desk glass 
or hang on the wall, gives you this complete information 
in a handy, easily-referred-to form. 


84 WEIGHT CALCULATOR. For rapidly deter- 

« mining the weights of forged square, round, 
hexagonal and octagonal flats and bars, forged rings and 
blanks, the Kropp Forge Co. has prepared a handy cal- 
culator on the slide rule principle giving a direct reading, 
without computation. It is necessary only to know the di- 
mensions of the forged shapes covered by the device, which 
is a helpful time saver for all uses of forgings. 


85 UTILITY TOOL. “The Tool of a Thousand 
« Uses” for pulling, pushing, spreading, bending 
and clamping, useful with spoked and plate center wheels, 
pulleys and gears, is shown in Bulletin P & P40 of 
Templeton, Kenly & Co., with numerous illustrations 
showing the tool at work in various typical applications. 


85 WOVEN WIRE SCREENS. Catalog No. 82 

* of the Ludlow-Saylor Wire Co. is a complete 
treatise and reference book on wire cloth and woven wire 
screens in all grades and weaves, of all commercial metals 
and alloys, and for all purposes. Its 72 pages, conveniently 
assembled with plastic spiral binding, contain a wealth of 
information on the selection and characteristics of stand- 
ard and special constructions, illustrations, and dimen- 
sional tables. Featured is Super-Loy, an economical steel 
for heavy-duty applications. 


857 SAFETY EQUIPMENT. A comprehensive 
* 106-page 814"x11l” loose-leaf catalog recently 
issued by Pulmosan Safety Equipment Co. covers virtually 
all industrial safety equipment requirements. Some of the 
numerous products illustrated and described are respirators 
of all types and for all purposes, hoods, helmets, masks, 
goggles, gloves, welding shields, safety ladder shoes, leg- 
gings, aprons, inhalators, fire-fighting equipment, first aid 
kits and supplies, safety shoes, foot guards, safety belts, 
salt tablets, etc. 


858 SHIPPING CONTAINERS. In a 16-page 
*« booklet that is literally “packed with packaging 
ideas,” the Hinde & Dauch Paper Co. illustrates and de- 
scribes twelve typical examples of successful “profit pack- 
ages” which are defined as “any container that helps to 
increase the sales of a product.” The booklet is devoted 
to pointing out how attractive packages are important to 
good will and increased sale of merchandise. 
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863 CASTINGS. An attractive 24-page booklet 
* which purposes to acquaint manufacturers with 
the company’s facilities for producing castings of any size, 
shape or quantity, has been prepared by The Forest City 
Foundries Co. The booklet pictorially tells the story of 
the foundry, showing by means of actual photographs the 
operations in the making of castings. 


86 PRECISION GRINDER. Detailed information 
* on a precision grinder for tools such as bits, 
dies, cams, bearings, screws, jigs, gun parts, etc., is found 
in a well illustrated folder just issued by The Dumore 
Company. This tool which is accurate to .0001”, has many 
applications, several of which are illustrated. The many 
outstanding features of the grinder such as wick and tape 
thrower lubrication, spindle speeds from 6,600 to 38,500 
r.p.m. and automatic belt adjustment are described in the 
interesting folder. 


866 GUMMED TAPE. Unusually attractive, con- 
* venient and informative is the Central Paper 
Company’s booklet, “Safetex—Geared to the Box,” a hand- 
book on gummed tape and its application. Mounted on 
plastic ring binders, with stiff cover to lie flat, tne booklet 
has a colored and cut-tab index giving instant access to 
12 concise and well illustrated sections. 


87 SAFETY STEEL STAMPS. A new circular 

* of the M. E. Cunningham Co. illustrates a va- 
riety of holders and interchangeable type for marking flat 
and curved metal surfaces, hot billets and slabs, cold bil- 
lets, heavy castings and rolls, etc. The line is featured by 
design and analysis to provide safe and serviceable stamps, 
that will stand up under heavy duty without spalling or 
mushrooming. 


876 MATERIALS HANDLING. The new “Junior 
« Catalog No. 639” of Barrett-Cravens Co., in 172 
pages of “vest pocket” size, illustrates and describes 176 
different materials handling devices, including lift trucks, 
portable elevators, container storage systems, and the new 
Barrett Torpedo electric hoists. 


87 GATE VALVES. A four-page circular, No. 311, 

* is being released by Crane Co., describing its 
new line of 200 pound brass gate valves made with wedge 
disc, union bonnet and rising stem. Complete information 
is given on the valves, known as No. 422 and No. 423. 
They are identical except for the body, No. 422 having 
seats cast integral with the body and No. 423 having re- 
newable body seat rings. The valves are intended for wide 
application, according to the circular, and are recom- 
mended for steam, water, oil or gas lines. 


89 FASTENERS. The Continental Screw Co. is 
« distributing a new catalog shuwing Holtite 
screws, bolts and special parts for every industrial fastening 
job, furnished in standard slotted, cap and wing nut de- 


signs, or with the Phillips recessed head. 
90 WELDING. A new 16-page bulletin entitled 
* “101 Welding Ideas for Low-Cost Maintenance,” 
which illustrates and describes a wide variety of money- 
saving repair, fabrication and structural applications of arc 
welding, has just been published by The Lincoln Electric 
Co. It shows, by case studies of 101 actual maintenance 
jobs, just how general repair work on worn and broken 
parts, also fabrication of replacements, piping, jigs and 
fixtures, has been accomplished, working on various types 
of steel and non-ferrous metals. 


(Additional listings on pages 8 and 10) 
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YOUR WAREHOUSE IS READY 





...and it won’t cost you a cent! 


Wouldn’t this mean a saving to you: 


Complete stocks of all the electrical 
products you are likely to need... 
constantly maintained for you with- 
out any cost to you? Requiring no 
investment on your part! Involving 
no worries about obsolescence, in- 
ventory losses or price changes! 


Such a stockroom exists — the Gray- 
bar warehouse in your vicinity. 


The stocks it contains have been care- 
fully built up for years to meet just 
such needs as yours. Graybar’s ac- 
tion service . . . including speedy 
truck delivery ... brings you the 
needed items promptly. 


By making full use of Graybar’s ser- 
vice of supply one large electrical user 
has been able to cut its own ware- 
housing cost 15%. 


OFFICES IN 83 PRINCIPAL CITIES 


Other savings and conveniences are 
possible. Graybar supply specialists 
..» Men whose average experience is 
more than 24 years... will be glad 
to offer you the detailed facts you 
need to buy wisely and economically. 
Behind these men stands Graybar’s 
70 year reputation for satisfying its 
customers. 


When you buy from Graybar you 
get extra value for every dollar you 
spend. Why not investigate—today? 








A FEW KEY PRODUCTS 
available through GRAYBAR 


BOXES—ALL TYPES 


CONDUIT—HEAVYWALL, THINW 
FIBRE, ETC. 


CONDULETS 

FITTINGS—ALL TYPES 
FLEXIBLE CORDS—ALL TYPES 
FUSES 

INSTRUMENTS 

INSULATING MATERIALS 
LAMPS AND LIGHTING 

METAL MOULDING 

MOTORS AND CONTROL 
PANELS AND CABINETS 
SIGNALING EQUIPMENT 
TAPE—RUBBER AND FRICTION 
TOOLS 

TRANSFORMERS 

UNIT HEATERS 

VENTILATING EQUIPMENT 
WIRES AND CABLES—ALL TYPES 
WIRING DEVICES 





e EXECUTIVE OFFICES, GRAYBAR BUILDING, NEW YORK, N. Y 
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to purchasing agents. 





Yours on Request 


Purchasing agents will find it well worth 
reviewed on this and the following pages. 
they have been selected by the editors as having greatest interest and utility value 


From among the many submitted to us, 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 


their while to read the publications 




















902 PAPER PULLEYS. Booklet No. 860 of the 
» Rockwood Mfg. Co. is a 16-page catalog and 
price list of Rockwood paper pulleys for industrial use, 
featuring end-grain fibre construction that contributes to 
exceptional belt grip and power transmission. There are 
several different types of pulleys for special applications 
and conditions of use, which are described as an aid to 
proper pulley selection. A complete list of stock sizes, 
available for immediate delivery, is also included. 


903 TRUCK, BUS AND DIESEL BATTERIES. 
« The B. F. Goodrich Co. has issued two new 8- 
page catalog sections covering truck batteries and bus and 
Diesel batteries respectively. They include a detailed de- 
scription of construction features, tests, specifications, pic- 
tures of the products, and a service cost comparison. 


904 MATERIAL HANDLING EQUIPMENT. 
» The handsome new catalog of the Yale & Towne 
Mfg. Co. illustrates and describes a complete line of elec- 
tric industrial trucks, hand lift trucks, and skid platforms. 
A wide variety of models offers a design specifically 
adapted to virtually every industrial need and all sorts of 
products. Literally hundreds of illustrations show these 
models in detail and in actual use in scores of industries. 


905 FLUORESCENT LIGHTING, AND WIRING 
» SYSTEMS. The Wiremold Co. is distributing 
a new folder entitled, “New ways to speed work, reduce 
rejections, cut costs.” It covers the rapidly growing indus- 
trial use of fluorescent general and supplementary lighting, 
and convenience and operating economies effected through 
the use of multi-outlet systems, overfloor wiring systems, 
and surface raceway wiring systems for telephone, signal, 
control and similar auxiliary wiring. 


90 CASTINGS FINISHING. A new folder pre- 
» pared by New Wrinkle, Inc., pictorially presents 
a case study in finishing castings by the new Dipspray 
process. The example shown is a water heater door. 
finished in three simple operations—dipping, racking and 
spraying—which doubled previous output to a rate of 200 
per hour, eliminated rejects which formerly ran 20%, and 
reduced the cost of finishing materials by 25 to 40%. 


90 HYDRAULIC VALVE. Bulletin H-209 of the 

» Yarnall-Waring Co. presents a new line of 
single-pressure hydraulic valves for pressures up to 5,000 
pounds, and two-pressure valves for pressures up to 4,000 
pounds. Construction details and dimensional tables are 
supplemented by a color illustration of the product and 
cut-away diagrams of the various models for two-way, 
three-way and four-way applications. 
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908 FACE SHIELDS. A new 4-page catalog section 
» prepared by the Boyer-Campbell Co. illustrates 
seven new models of face shields, specially adapted to a 
variety of industrial operations. Complete interchange- 
ability of parts makes this equipment more than ordinarily 
adjustable to particular conditions of use. 


909 INDIRECT AIR HEATERS. Bulletin 74 of 
.» the Despatch Oven Co. is an 8-page illustrated 
folder on heavy duty indirect air heaters, gas or oil fired, 
for use with baking ovens, space heaters, dryers and de- 
hydrators, and curing ovens and kilns. The equipment is 
designed so that it may readily be adapted to existing oven 


installations. 
910 SHIPPING SUPPLIES. A 48-page catalog, 
.« aptly designated as the “Shipper’s Handy Help- 
er,’ is being distributed by the Diagraph-Bradley Stencil 
Machine Corp. It presents a complete line of stencil cut- 
ting machines, rocker stamps for sheet steel marking, label 
pasters, oiled stencil paper, stencil and marking ink, foun- 
tain stencil brushes and markers, and miscellaneous ship- 


ping room supplies. 
91] BRONZE BEARINGS. A convenient slide rule 
. prepared by the Johnson Bronze Co. provides 
quick and accurate reference to more than 800 sizes of 
standard stock bronze bearings, indicating the inside and 
outside diameters, length, and part number. Furnished for 
desk use of designers and buyers, it eliminates the neces- 
sity of frequent catalog reference in the selection of the 


right baring for the job. 
912 DIESEL ENGINES, HYDRAULIC 
» PRESSES. The current issue of Baldwin- 
Southwark Corporation’s quarterly publication contains in- 
formative articles on Diesel-steam combinations providing 
heat and power balance, the pressure method of producing 
abrasive wheels, recent developments in the design and 
construction of hydraulic presses, and the use of fatigue 


tests for materials. 

913 EXECUTIVE FILE. A 4-page folder of the 
» Automatic File & Index Co. graphically illus- 

trates the convenience and efficiency of the desk-high per- 

sonal executive file, featuring visible indexing and the V- 

shaped file opening which facilitates filing and permits easy 

reference without removing material from the file. 


914 PIPE VISES. The Ridge Tool Co. presents an 
« 8-page folder, printed in three colors, illustrating 
a comprehensive line of pipe vises in bench, stand, and post 
models, with yoke and chain type vises; also pipe 


wrenches. 
915 LIQUID COLD GLUE. A 12-page pocket size 
« booklet of J. J. Siefen Co. describes Nuglu, a 
controlled adhesive for setting up polishing wheels, belts 
and discs, with complete instructions for its use. It comes 
ready for use, contains no free silica, asbestos, or harmful 
impurities, and will not burn. Provided in various grades 
for polishing any metal on any type of wheel. It has been 
used successfully for coarse roughing with No. 24 grain, 
and for oiling out on flour sizes as fine as No. 540. 
916 GEAR FINISHING. A 16-page booklet dis- 
» cussing the various methods of finishing gears 
has been issued by Michigan Tool Co. Edited for the shop 
man as well as for the engineer and purchasing agent, it 
covers rotary and rack-shaving finishing methods; also the 
new “curve shaping,” which is discussed in detail, with 
uses as well as limitations. Sketches are included of tooth 
bearings produced by various means, with explanations of 
their bearing characteristics. 


(Additional listings on pages 6 and 10) 
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cET THE CRANE MARK IN PAPER BE YOUR GUIDE 


Grames 


FINE PAPERS 


MADE IN DALTON, MASSACHUSETTS, SINCE 1801 
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My letters on Crane's Paper 


carry through to the 


right people 


“Writing a letter and playing golf are not so unlike as you 
may think. The ‘carry through’ of the club-head gives you 
distance and direction. The ‘carry through’ of the paper on 
which you write gains you attention and commands action. 
That is why I rely on Crane’s Paper to carry my words to 
the right people. Crane’s has the crisp quality which speaks 
for me with confidence. It has the character to recommend 


me and my proposals for careful consideration.” 


Young men on the lower rungs of the ladder — men who 
have reached the top — business houses of first rank — all 
profit by the character and quality of Crane’s Fine Papers in 
all their correspondence. And for every business need there 
is a fine paper by Crane—Crane’s Bond, the original “bond” 
paper...Crane’s Japanese Linen...Crane’s Post. All Crane’s 
Papers are made, as they have been made these 138 years, 
from cotton and linen fibres alone, the only materials from 
which lasting, living paper can be made. And every sheet is 
marked with the name of Crane—a mark of our pride in its 
making —a mark for your assurance in buying and using. 
Your printer, lithographer or engraver will gladly present 


samples, or write to Crane & Co., Dalton, Massachusetts. 
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917 “ALUMINUM LADDERS FOR EVERY 
« REQUIREMENT” is the title of the new 24- 
page catalog of the Aluminum Ladder Co. It illustrates 
and describes 18 standard types of ladders and stages for 
building, painting, roofing, cleaning, repairing, storage, 
filing and other work in industrial plants, warehouses, 
stores, offices and public buildings. The ladders range 
from a 20-inch two-step model stepladder to a three-section 
extension ladder 6714 feet in length. An interesting feature 
is a page describing special ladders made to customers’ 
specifications, including equipment for circus aerial ar- 
tists, high divers, etc. 


91 OILLESS BRONZE BEARINGS. The com- 

« plete new catalog of the R. W. Rhoades Met- 
aline Co. describes the various types, standard and special, 
of oilless bronze bearings and demonstrates their flexi- 
bility in meeting unusual requirements such as bearings in 
equipment that must avoid oil drippage, inaccessible loca- 
tions, heavy duty and under-water service. and operation 
at variable and excessive temperatures. Included are tables 
of sizes and specifications, instructions for installation, and 
a history of the product extending well over half a cen- 
tury. 


919 OIL HOSE. Four types of dock loading hose, 
« three types of barge loading hose, and one of 
sea loading hose, are described in a new 4-page catalog 
section published by The B. F. Goodrich Co. It covers 
hose for cargo handling in refineries and distributing ter- 
minals, on tankers and barges, pontoon work, and many 
other services where flexible connections are necessary. 
Data listed includes number of piles, net weight in pounds 
per foot without fittings, and outside diameter. 


92 THIN PAPERS. Samples and printed ‘speci- 

.« ments of light weight papers are available from 
Esleeck Mfg. Co., demonstrating their adaptability for air 
mail, branch office, and foreign correspondence; letterheads, 
copies, records, forms, and advertising literature. Reduced 
costs of typing, mailing and filing are made possible by 
their use. 


921 GIFT MERCHANDISE. Purchasing agents 
« who have been using the L. & C. Mayers Co. 
annual catalog will welcome the new 1940 (28th annual) 
edition, just published. This handsome 396-page book 
illustrates more than 6,000 articles suitable for Christmas 
gifts for customers and employees, as well as for year- 
round needs such as sales and sport prizes, company 
awards and presentations, etc. Diamonds, watches, jewelry, 
silverware, electrical appliances, clocks, leather goods, 
radios, smokers’ articles, and trophies are among the articles 
shown. Also available is the new edition of the company’s 
interesting booklet, “How to Choose a Diamond.” 
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922 PIPING MATERIALS. Bulletin 305 of the 
. Pittsburgh Piping & Equipment Co. is a com- 
plete catalog and price list covering all necessary materials 
for fabricating piping, covering such items as_ bands, 
flanges, valves, welding fittings, bolts and gaskets. 


923 VALVES. The new Catalog No. 78 of The 
« Lunkenheimer Co, lists and describes a com- 
plete line of bronze, iron and steel valves; boiler mount- 
ings; lubricating devices; oil and grease cups, whistles, 
cocks, fittings, etc. 136 pages, handsomely printed and 
bound in semi-flexible cloth. In addition to the technical 
and dimensional data directly relating to the products, there 
is a tabular section on the thermodynamic properties of 
steam, and a table of shipping weights for each item. 


9924 TYPEWRITER PAPER. The Millers Falls 
- Paper Co. is offering a generous size “Prove It” 
kit of their new Ezerase bond and onion skin paper, dis- 
tinguished by surface quality that makes it possible to 
erase a word or a complete line of typewritten matter with 
the lightest touch of an ordinary pencil eraser, without 
leaving abrasion marks. 


y) RECORD STORAGE. The “Manual of Record 
9 >. Storage Practice” prepared by Bankers Box Co. 
presents in practical and concise form a summary of 
business practice in regard to the retention of more than 
fifty different kinds of records; a simple indexing system 
for the storing and locating of filed records; and sug- 
gestions for efficient planning of storage rooms. 


926 CUTTERS. Catalog No. 303 of H. K. Porter, 
. Inc. is a 36-page illustrated booklet presenting a 
comprehensive line of metal cutting tools embodying the 
principles of multiple leverage for efficient service in heavy- 
duty industrial usage, with a minimum of power applied 
by the operator. It has been carefully planned to assist 
in the seelction of the proper tool for the job, according 
to the type of work and the hardness of the materials. 


LETTERHEADS AND FORMS. The title “A 
927. Source Book of Bond Paper Ideas” accurately 
describes the new 30-page loose-leaf style portfolio issued 
by The Nekoosa-Edwards Paper Co. It deals with letter- 
heads, sales letters, order blanks, collection letters, invoices 
and statements, general business forms, and envelope en- 
closures, ingeniously combining helpful text material and 
actual samples of the stationery and forms discussed. 


LUBRICATION. Fourteen reasons for auto- 
92 « matic lubrication of machines are listed in Bijur 
Lubricating Corporation’s Bulletin J, a pocket-size primer 
for quick reference on the subject of centralized pressure 
lubricating systems. 


MOTORS, SWITCHES, PANELBOARDS. 
929. The Westinghouse Electric & Mfg. Co. has just 
published the first issue of the “Quick Selector,” a 60-page 
condensed catalog of safety switches, Nofuze circuit break- 
ers, multi-breakers, panelboards, motors and controls, with 
marginal index for quick reference, and containing essential 
information on dimensions, capacities and prices. It will be 
issued twice a year to keep the material up to date. 


930 A new booklet isued by the Inland Steel Co. 
« describes 4-way floor plate, with the raised 
projections scientifically designed to provide maximum non- 
slip safety properties in every direction, uniform traction, 
and ease of sweeping and drainage. Illustrated are many 
typical applications—for factory flooring, hatchways, ramps, 
stair treads, service station lifts, walkways, decking, and 
the like. The material is readily bent, cut or formed. The 
cover of the booklet is embossed to simulate the actual 
design. 

(Additional listings on pages 6 and 8) 
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THERE ARE 


5 MILLION 







re 


TODAY, 


Underwood Master 
Typewriter Serial 
No. 5,000,000 


Five MILLION standard office-size typewriters . 
five million machines that do not include Underwood's 
tremendous production of portable typewriters! What 
better means of establishing the quality and the per- 
formance of the Underwood! What better reason for 
deciding upon the Underwood now as your typewriter 
choice! 

Underwood has reached this high-water mark figure 


of typewriter production only because Underwood 


Typewriters have established their absolute ease of 


operation, their fine writing qualities, their rugged 
durability and their dollars and cents economy from 


the point of view of maintenance costs. 


Copyright 1989, Underwood Elliott Fisher Company 


UNDERWOODS 


Back of the Undewwod = yim 


For additional products 





see Buyer’s Directory, page 93 


The Underwood Master represent 
achievement of the typewriter leader 
It offers Champion Keyboard, Dua 
ing, Sealed Action Frame and ma 
standing features. Its modern strea 
Suggests the top typing speed that ha 
all Underwood Typewriters. 


Bul 


te good! 


Nothing but outstandin 
writer performance co 
made possible today’s 
mand 


for Underwoo 
American bus 
bought more Underwo 
cause Underwoods have 


more in speed, accurat 


writers. 


bility and typing ease 





Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters . . Carbon Pa Ue 
+.» One Park Avenue, New York, N. Y a 


Sales and Service Everywhere, Underwood Elliott Fisher Speeds the World’ s- Busine 


- Accounting Machines . . . Adding Machines . 


Ribbons and other Supplies 
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eevict 


DISTRIBUTION... 
the story of Norton 


plants and warehouses 


#293 \Saa \an: 


|vre8 


V4 
Mey 


Over Half a Million Wheels Fai cc), Rom =n 
in Five Branch Warehouses Regge == Tee [ 


Each of these branch warehouses is a vital 
nerve center in the Norton distribution sys- 
tem —a connecting link between customer, 
distributor and the Worcester plant. With 
their large stocks of grinding wheels and 
other abrasive products, their highly trained 
personnel, their special equipment for alter- 
ing wheel sizes and shapes they bring real 
meaning to the words “Norton Service.” 








And supplementing these five strategically 
located Norton warehouses there are Norton 
distributors in 151 key cities of the United 
States alone with thousands of wheels on 
their shelves. 


NORTON COMPANY “~~ NORTON ABRASIVES | 


_ —$  ——— 


: Fe 3% 


esegrerisiittt 
githihEEii LEE 


Oe eee 
MAIN OFFICES AMO PLANT 


WORCESTER. MASS..US.A. 
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-.. look 


FTEN, a big reason for high-cost 
piping is misfit or misapplied 
valves. This does not necessarily mean 
that the valves are not of good quality. 
It means that such valves, because of de- 
sign or materials, or both, are not fitted 
to the flow-control jobs to be done. 


Valves, like other industrial equip- 
ment of specialized function, are de- 
signed for specific application. Every 
variable of working conditions must 
be fully considered to assure econom- 
ical performance and long valve life. 

The extra maintenance required by 
misapplied valves, individually, may 
not seem important—is easily over- 
looked. But, considered in terms of 


CRANE 


CRANE CO., GENERAL OFFICES: 836 S. MICHIGAN AVE., CHICAGO | 


VALVES + FITTINGS + PIPE + PLUMBING - HEATING - PUMPS 


for 


all the valves in a piping system... in 
terms of total interruptions in plant 
operations per year... it may reveal 
astonishing facts. 

The best means of combating high- 
cost piping in your plant are valves 
that match your service needs exactly 
—in both design and materials. 

You can get such valves from 
Crane. Crane’s successful background 
in solving industry’s flow control 
problems, Crane’s 84-year manufac- 
turing experience, and Crane’s un- 
paralleled research and production 
facilities have resulted in a line of 
valves that provides the right one for 
every industrial use. 


I 
| CRANE CO. 


NATION-WIDE SERVICE THROUGH BRANCHES AND WHOLESALERS 


836 So. Michigan Ave., Chicago, IIl. 


Gentlemen: I want a free copy of your bulletin, ‘Service Char 
istics of Globe Valves and Gate Valves.”’ 





..- when your piping costs run high 


Valves” 


How to Avoid Misfit Valves 
Crane’s folder, “Service Characte 
tics of Globe Valves and Gate Valves 
with its Valve Selection Guide g 
you the facts that help to avoid cos 
misapplication. It makes it easy 
you to choose the right valve always 
And whatever your needs may 
you'll find them among the 38,0¢ 
items in your Crane No. 52 Catalo 


If you do not have this Valve S« 
tion Guide, ask — 
your Crane Rep- 
resentative fora 
free copy — or, 
mail the coupon 
below for one. 


suavict CHARACTERISTICS oF 
giuaa Yau 
ears Vy 


How 


10 Pick THE 
mW RIGHT OWE 
EVERY TIME 














IN ALL MARKETS 
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A 


NEW CROP 
of 


UNCERTAINTIES 


WE HAVE—~Jjust published in Bulletin B-138 a feature 
story entitled: “New Crop of Economic Un- 
certainties.” 

SOME OF—the points discussed and appraised from the 
standpoint of their significance in commodity 
price movements, are as follows: 


SHORT OR PROLONGED WAR? 
NO PEACE—WHAT THEN? 

DOMESTIC ECONOMIC STATUS 
COMMODITY PRICE OUTLOOK 


BESIDES—this important study, market forecasts are con- 
tained for all important basic commodities. 





A COPY—will be mailed to you—gratis—if you will send 
us your request to the address below. 


No cost or obligation involved 


v 





McGILL COMMODITY SERVICE - Auburndale, Mass. 





EFFICIENT BUYING IS THE KEY TO PROFITS TODAY 
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A valve that will stand back of 
all you tell the Engineers about it 


This Reading-Pratt & Cady valve met 
standards set by oil men working 
against time drilling wells miles deep 


That is the story of the new 431-P, 350 Lb. Bronze 
Globe Valve—originally designed for oil field 
boiler feed water and steam lines—superheated 
steam to 550° F. 

| STole hime bole ME) (-beeMNo)0(-) Mop d-T-1(-) ab d-1-)1-]¢- belor-TE (olor) « 
rosion. Disc and seat are of a new, extremely hard 
alloy, practically scar proof. As a result, the 431-P 
cuts valve maintenance costs to the bone. 

Write for data. We will make recommendations 
that you can pass to your Engineers with com- 


plete confidence. 





FULL PLUG 
TYPE DISC 
AND SEAT 





CERTAINLY DISCS AND 
SEATS THAT STAND THIS 
TEST WILL LAST LONGER 










FIG. 431-P is another achievement resulting from the 
close contact of our organization with industry since 
1878. Bar Stock Valves; Asbestos Packed Cocks and 
many other productions that originated with R-P&C 
suggest that it is good business to write for our rec- 
ommendations whenever valves are needed. 








READING- PRATT & 





READING:PR 





AMERICAN CHAIN & CABLE COMPANY, Inc. 


To prove the hardness of the 
alloy used in the disc and seat 
ofthe 431-P, the disc was brought 
to a close with steel wire across 
the seat. The wire was removed. 
The valve tested.air tight. 


ATT 6 CADY 


om BRIDGEPORT. CONN ECTICUr 
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AMERICAN CHAIN DIVISION ¢ AMERICAN CABLE DIVISION * ANDREW C. CAMPBELL DIVISION © FORD CHAIN BLOCK DIVISION ® HAZARD WIRE R 
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Typewritten Errors 
Disappear Like Magic! 
goes the error 


66 e 93 
Zip when the slight- 


est touch of an ordinary lead 
pencil eraser is applied to type- 
written errors. It’s all done in a 
twinkle—no_ unsightly abrasion 
marks—no wasting of time or 
stationery—no more tension dur- 


ing rush periods. 


The Amazing-New 


EZERASE 
BOND AND ONION SKIN 


e A fine “crackly” rag- 
content paper for letterheads and im- 
portant forms . . . sells for less than 
most high-grade papers, yet saves 
time, money and temper! Made in 
13, 16, 20, 24 lb., white only, boxed 
or in flat. sheets. 


SEND FOR GENEROUS SIZE 


“PROVE IT” KIT 
Let your Typist try 
EZERASE BOND 


— then watch the 
sparkle in her eyes 
when she erases! 


Gentlemen: 
Kindly send your 
“Prove It” Kit to: 





MILLERS FALLS, MASS. 
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F. 0. B. 


(Filosofy of Buying) 


T’S a part of the purchasing 

agent’s job to protect the in- 
ventory, but not many buyers 
are called upon so literally in 
this respect as was Foster Cole, 
P. A. for Miami University at 
Oxford, Ohio, who made news 
when he personally rescued a 
P.W.A. sign from two students 
who were planning to use it as 
fuel in the course of an under- 
graduate demonstration a couple 
of weeks ago. The Hamilton 
Journal-News, reporting the in- 
cident, gives Mr. Cole a citation 
as “one of the minor heroes of 
the evening.” 


& * 
The assist on this one goes 
to Dr. Heinz Luedicke, 


speaker at the New York 
Association’s October 
meeting: If all the econo- 
mists were laid end to end, 
they still wouldn’t reach 
reach any conclusion. 


E have frequently heard 

the expression, “The sales 
fraternity,” and regarded it only 
as a pleasant figure of speech 
until a few days ago, when we 
received a communication from 
Beata Quota Fraternity, Inc., 
with executive offices at Spring- 
field, Ill., established in the 


spring of 1938 as a non-profit 





Fabricated Piping Materials 


BENDS - FLANGES + VALVES 
WELDING FITTINGS 
BOLTS AND GASKETS 


A complete price list of all necessary 
materials for fabricating piping. 


WRITE 


PITTSBURGH PIPING & EQUIPMENT CO. 
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organization that “honors su- 
perior salesmanship as Phi Beta 
Kappa honors high scholastic 
standing.” The letter announced 
the rules governing its second 
annual National Award for Dis- 
tinguished Salesmanship, a 
handsome sterling silver cup for 
the salesman showing the great- 
est courage, resourcefulness, in- 
itiative and ingenuity in doing 
a selling job during the current 
year. Possibly no one is in a 
better position than the pur- 
chasing agent to suggest suit- 
able nominations for such a 
trophy. If you're interested, 
F.O.B. will be glad to pass along 
additional information, or better 
still, complete details may be 
secured by addressing the Reg- 
istrar, Beata Quota Fraternity, 
Springfield, I[11. 


The Budget Committee of 
the State of Virginia was 
momentarily stunned last 
month, when Director 
Pearne E. Ketron of the 
State Division of Purchase 
and Printing requested a 
biennial appropriation that 
cut a cool $71,665, or 24%, 
from his previous allot- 
ment. However, it was 
principally a matter of ac- 
counting detail: depart- 













FOR BULLETIN 305 












10 FORTY-THIRD ST., 
PITTSBURGH, PA. 
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mental printing bills will 
hereafter be charged direct 
instead of through the 
Purchase and Printing Di- 
vision. 
@ * 
HE desk-bound purchasing 
agent is pretty definitely a 
phenomenon of the past. At the 
other end of the scale, the 
leather medal, with palms, for 
the title of “Travelingest P. A.” 
probably goes to E. Van Vech- 
ten, Purchasing Agent of the 
United Air Lines Transport 
Corp., Chicago. Witness the 
following five-week itinerary, 
all in the line of business duty: 


Miles 
Sept. 21 Chicago to Denver 912 
Sept. 22 Denver to Cheyenne 97 


Sept. 24 Cheyenne to Chicago 895 
Oct. 5 Chicago to San Fran- 


| 
| 
| 


cisco 1,916 | 


Oct. 7 San Francisco to 
Los Angeles 327 
Oct. 10 Los Angeles to San Fran- 


cisco to Chicago 2, 243 | 


Oct. 21 Chicago to New York 723 
Oct. 25 New York to Hartford 115 
Oct. 28 Hartford to New York 

to Chicago 838 


TOTAL 8,066 





And those are straight-line air 
miles, brother. Are there any 
other contenders for the record? 
If our calculations are correct, 
that leaves just eighteen days, 


including Saturdays, at the of- | 


fice in Chicago, which is mighty 


good under the circumstances, | 
possible only with the speed of | 


air travel. Or perhaps it is true, 
as some one has suggested, that 
Van carries his office in his 
pocket. 
os * 

N the city of Decatur, IIL, 

Finance Commissioner Chris 
Albert had an idea that some- 
thing was wrong in the buying 
set-up. So one day he dug 
through the city records and 
found no less than 37 officials 
and employees with the author- 
ity to “order or purchase” ma- 
terials and supplies for the city 
government as needed. The list 


included five persons in his own | 


department of Finance, seven 
persons in the Health Depart- 


ment, one in the Fire Depart- | 











FATIGUE REDUCED, EFFICIENCY UP... 


Light-Conditioned Yijices i 


i ‘% a —— 


, 





¥ bag ouar - 


BEFORE Wilson Brothers’, makers of men’s furnishings, light-conditioned their 
offices at 528 S. Wells St., Chicago, a Light Meter check-up showed that lighting w 
inadequate for comfortable, accurate seeing. The average intensity was only | 
footcandles, and the distribution of light was spotty. 








i 


AFTER the offices were Light-Conditioned with G-E MAZDA lamps in indirect 
modern fixtures, every desk was provided with plenty of light for easy seeing. En 
ployees say that the new lighting has helped reduce office fatigue and that it is 
effective aid in increasing office efficiency. For a free copy of a valuable booklet 
“Light for Seeing in the Office,”” write General Electric Company, Dept., 166- P_K 
Nela Park, Cleveland, Ohio. 





Light Sensitive Cell 





{sk your electric service company 
to measure the lighting in your 


they stay i ciel ay —o one of these G-E Light 


brighter longer 











G-E MAZDA LAMPS 
GENERAL @ ELECTRIC 
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FOR YOU 


The latest APEX 


Reference Manual 





Sent free on request 


Illustrated, it contains important 
information on APEX-Phillips 
Power Bits and Hand Drivers for 
Phillips Screws; APEX Power Bits 
for Slotted Head screws, and 
special Bits and Drivers for elec- 
tric, air and spiral drivers — the 
most complete reference book of 
its kind. 


Users of Phillips Recessed Head 
or Slotted Head screws will find 
this catalog helpful. 


APEX 
POWER BITS 
and 


HAND DRIVERS 


APEX Power Bits and Hand 
Drivers will prove helpful, too. 
Made of special shock-resisting 
steel with maximum hardness, 
toughness and wear resistance. 


Complete line of Power Bits for 
both Phillips and Slotted Head 
screws. 

Hand drivers for Phillips Screws 
are of two types—General Purpose 
and Super Service, the latter for 
self-tapping screws. 


Economical 


APEX-Phillips Bits can be reconditioned 
time after time, at a substantial saving 
over the first cost. Each reconditioning 
shortens the Bit approximately 14.” 


Send for your copy of the 
catalog today! 


The APEX MACHINE & TOOL CO. 


Dayton, Ohio 








ment, three in the Street Depart- 
ment, three in the Engineering 
Department, one in Sewer Con- 
struction, five in the Police De- 
partment, two in the Legal De- 
partment, three in the City Hall 
Department, three in the Water 
Department, two in the Lake 
Department, and two in the 
Electrical Department. “The 
trouble with our present system 
of buying,” the Commissioner 
concluded, “lies in the fact that 
supplies are purchased by too 
many people,” and he forthwith 
introduced a resolution asking 
the City Council to set up a cen- 
tralized purchasing department, 
with a request for early action. 


P.S.—The resolution was de- 
feated in the Council by a 
single vote 


N response to several re- 

quests, F.O.B. is glad to re- 
print one of the classic defini- 
tions of our art: 

An Engineer is said to be a 
man who knows a great deal 
about very little, and who goes 
along knowing more and more 
about less and less, until he 
finally knows practically every- 
thing about nothing. 

A Salesman, on the other 
hand, knows very little about a 
great deal, and keeps knowing 
less and less about more and 
more until he knows practically 
nothing about everything. 

A Purchasing Agent starts 
out knowing practically every- 
thing about everything, but ends 
up knowing nothing about any- 
thing, due to his association 
with salesmen and engineers. 


Maybe it has happened too 
often to rate as news, but on 
October 30th the DuPont Com- 
pany announced the twentieth 
successive reduction in the price 
of cellophane, which is now 
quoted at only 12% of the figure 
originally charged when do- 


mestic manufacture of the pro- 
duct was started in 1924. 
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Wire Form 
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REAL LTS 


ABRASIVES 


TRADE 


ALUMINUM OXIDE 
SILICON CARBIDE 


CORUNDUM 
(AFRICAN) 


TURKISH EMERY 


MARK 


Refiners and Makers 
of 


ABRASIVE GRAINS 
AND 


FLOURS 


AMERICAN ABRASIVE COMPANY 
WESTFIELD, MASS 
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ee, we 


AMERICAN 
PLUS SCREWS 





There’s a tip for every manufacturer in the fastening pered driver fits snugly into the screw 
device selected by Gillette Safety Razor Company for cess. No danger of the driver slipping. F 
its new Dry Shaver. driving tools are safe to use.) 

Herbert W. Bryan, Foreman of the Dry Shaver Division, “They’re not easy to tinker with.” (A: 
says American PLUS Screws with the Phillips Recessed portant feature for a product of this kind 


Head are ‘‘better than any others’’ for these reasons. 

“‘They seem stronger than most screws 

ably due to even pressure all around wit 
cessed design — no screws break.”’ (The s 
and size of recess in American PLUS Screw 
are the result of hundreds of tests 
termine the recess which would utilize 


“They hold tighter, more lastingly.’”’ (That’s 
why Gillette uses American PLUS Screws in 
the mechanism assembly. Vibration will not 
loosen them.) 





“They assemble faster — the driver catches driver’s maximum turning power without 
quicker than with slotted screws.’’ (The ta- rifice of strength in the screw head.) 
On all kinds of products — from aircraft to furniture — Amer- Tell your purchasing department that 
ican PLUS Screws are providing stronger, more attractive and higher price for American PLUS Scre 
lower-cost assemblies. Reports from our customers indicate that is more than offset by far-reaching sa\ 
they save an average of 50% in assembly cost by changing over in assembly costs. 


from slotted to American PLUS. 





AMERICAN P| S SCREWS 


WITH THE PATENTED PHILLIPS RECESSED HEAD 
GAIN TIME GUIDE DRIVER GUARD WORK 


Copvarent 30 By 


AMERICAN SCREW COMPANY: PROVIDENCE, R.!. 


Chicago Office and warehouse: 219 W. Randolph St. Detroit office & warehouse: 1847 W. Bethune St., Detroit, Mich. 
Pacific Coast Representative: Osgood & Howell, Los Angeles, Seattle, San Francisco 













Reading Screw Company, Norristown, Pa. (division of American Screw Co.) 


U. S. Patents on Product and Methods Nos. 2,046,343; 2,046.839; 2,046,840; 2,082,085; 2,084,078; 
2,084,079; 2,090,338. Other Domestic and Foreign Patents Allowed and Pending 





slotted Head ond Phillips Recessed Head WOOD SCREWS MACHINE SCREWS SHEET METAL SCREWS STOVE BOLTS and a complete line of allied fastering devices 





For additional products see Buyer's Directory, page 93 






















PAGE 2U PURCHASING 


24 Times Around the Earth! 


e@ If all the corrugated board produced 
by The Stein-Hall Process since its intro- 
duction in 1935 had been made up into 
standard construction boxes measuring 
12 x 12 x 8 inches and laid side by side, 
they would form a continuous band 24 
times around the earth at the Equator—a 
=x total distance of approximately 597,648 
miles. That is certainly enough mileage 
< —_ eet to indicate the degree to which board 
makers, box makers, and consumers have 








welcomed this superior Process. 




















CERTIFIED! 


This is to certify that I have 
audited the books of Stein, Hall 
Mfg. Co. and certify to the ac- 
curacy of the above statement. 


DOM waihs 


AUDITOR 








Subscribed and sworn to 
before me this 29th day of 
August, A. D. 1939. 


NOTARY PUBLIC 





THE STEIN-HALL PROCESS 


CORN PRODUCTS REFINING CO. CLINTON COMPANY PENICK & FORD, LTD., INC. 
17 Battery Place, New York City Clinton, Iowa 420 Lexington Ave., New York City 
STEIN, HALL MFG. CO. A. E. STALEY MFG. CO. STEIN, HALL & CO., INC. 





2841 S. Ashland Ave., Chicago Decatur, Illinois 285 Madison Ave., New York City 
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a zensational friumph of rypewsnter desis, 


a0 executive's ideal ot economy and Hicie, 


_a secretary’s (], 


C7 


j 
nie. 
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SUPERBLY DE- Tomorrow's typewriter—today! A step bey ond 
SIGNED FROM 
EVERY ANGLE! Yet 
there's more to the new a step ahead in mechanical refinements ant 
LC Smith than its - al 
ern appearance. re 
ohn Reson <itie ond Yet, basically this new model retains all th: 


all others in modern, efficient designing , 


typing aids. 





...the new Automatic 


siinghte~ sound, trustworthy principles which hav: 
Margin Set... not a " 


FAST. EFFICIENT gadget, Lute simpler, made the Super-Speed 4 Smith the choic« 
ADSI, aE sie ‘ . 

MORE COMPLETE ORENEE Wy NO OOS MENGES. of exacting operators and successful busines 
THAN EVER! Other executives everywhere. 


features of the 1940 
Super-Speed model are 


the new Type Bar Seg- 
ment Lock ... new Line 


THE NEW 1940 Signer reed 


LC SMITI 


Far demonstration call any LC Smith branch or dealer. Booklet on request. 
L C SMITH & CORONA TYPEWRITERS INC. e DESK 11, 189 ALMOND STREET, SYRACUSE, NEW 


Space Indicator ... new 
Card I lolder. ..new Over- 
head Bail...new Touch 


Selector and improved 





Tabulator Mechanism. 
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205 East 42nd Street 





Mr. Purchasing Agent: 


Your Sales Manager and Advertising 
Manager will be interested in the articles 
on page 30 and page 36 of this issue, de- 
scribing how $100,000,000 worth of 
materials and supplies annually are 
bought by General Electric Company, 
and how millions will be spent in this 
country for British war purchases. 


They will also be interested in the fact 
that this issue of PURCHASING shows 
a 79% increase in advertising volume 
over the October issue of last year, com- 
pared with an average increase of 10% 
by all the 77 industrial publications as 
listed in the Industrial Marketing 
compilation. 


There’s a reason for this growth. Let us 
: + és 
give you additional details. 


PURCHASING 


A CONOVER-MAST PUBLICATION 





Since 1915 the national magazine for purchasing agents 


New York, N. Y. 
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on TRE! 


insulation is doing its important part 
selection is further confirmation of 


K & M’s authority in the field of 


insulation. Since its founding in 


in the conservation and control of 


heat. Included in the installation, 


besides some 5000 linear feet of Air 1873, Keasbey & Mattison has 
Cell pipe covering, are K & M’s Du- expanded to a position of being 
plex Woolfelt and Asbestos Cement. trusted insulation consultants to 





industry on a national scale. 
Specializing from the start in Mag- 

nesia, and later in Asbestos products, 

K & M has been an innovator of im- 


proved materials, advanced methods 





and scientific application during the 





whole of its long life. 


ASBESTOS & MAGNESIA PRODUCTS 
KEASBEY & MATTISON &, ~ 


COMPANY, AMBLER, PENNSYLVANIA 


Keasbey & Mattison’s long experience in providing industrial plants 
with high efficiency heat insulation for specific conditions has kept us 
closely in touch with the problems of the buyer. The policies of K & M 
Distributors are coordinated with those of this Company to insure your 
maximum satisfaction. Emphasis is placed upon a constructive insula- 
tion service to meet your needs, in which the high quality of K & M 
materials plays an essential part. For dependable products and intelligent 
service, you can rely uvon your K &M Distributor. 
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K « Mi insulation conserves heat. 
in Sears, Roebuck’s Baltimore Building 


In the Baltimore building of this You may be sure that K & M in- 


efficiency-minded company, K & M sulation was selected only after 


considerable “looking into.”’ Its 






SEARS, ROEBUCK AND CO. 
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...and Set Finer Parts at Lower Cost! 


Columbia Steel Company, San Francisco, Pacific Coast Distributors \ 


HE AMERCUT tag on Cold Finished Steel 
Bars is a symbol of quality. You can 
specify AMERCUT and get any of a wide 
range of carbon steels and alloys which can 
be machined into an amazing variety of parts. 
The uniformity of these bars is characteris- 


tic of all the many products manufactured 


AMERICAN STEEL & WIRE 


y —~ 


Cleveland, Chicago A 
{ 





PURCHASING 


ardize on AMERCUT 





by the American Steel and Wire Company. 

AMERCUT Cold Finished Steel Bars are 
available in any type or grade you need and 
can be produced in the shape or finish you 
require. Our engineering staff will be glad to 
furnish you with technical assistance at any 


time. Send for our complete catalogue. 


COMPANY 


and New York 


i lie sie ails Li 
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United States Steel Products Company, New York, Export Distributors 
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SEND FOR FREE BOOK 


You'll get plenty of ideas 
from “Package Engineer- 
ing.” Describes notable suc- 
cesses in the field of pack- 
aging. Free for the asking. 














Here’s Real Inside Protection For Your Products 


Each year transportation companies pay out staggering sums 
for losses described as “concealed damage.” Each year manu- 
facturers lose even more in customer good-will. How can you 
reduce hidden damage? Turn over your packaging problem to 
the H & D Packaging Laboratory, where materials and engi- 
neering skill are blended together in the construction of 
shipping boxes designed to give maximum protection to your 
products in transit. Send for booklet, “Package Engineering.” 


The Hinde & Dauch Paper Co., 3923 Decatur St., Sandusky, O. 


Factories in Principal Cities 


HINDE& DAULE S- 






For additional products see Buyer's Directory, page 93 
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Ryerson Has Thousands of Tons 
In Stock for Immediate Shipment 


Especially now, when steel deliveries are somewhat 
uncertain, it is good to know that Ryerson has large and diver- 
sified stocks of certified steel on hand for quick shipment. 


Thousands of manufacturers in every line are daily drawing 
on these stocks to meet current requirements. Ryerson imme- 
diate warehouse shipment forms cheap insurance for the 
protection of your production schedules. 


Check up and play safe on your steel requirements. ‘Ten 
large Ryerson plants, carrying more than 10,000 kinds, shapes, 
and sizes of steel and allied products, stand ready to meet 
both your regular and emergency needs — and you will get 
Ryerson certified quality at no extra cost. If you do not have 
the current Ryerson Stock List, we shall be glad tosend a copy. 


Joseph T. Ryerson & Son, Inc. Chicago, Milwaukee, 
St. Louis, Cincinnati, Detroit, Cleveland, Buffalo, Boston, 
Philadelphia, and Jersey City. 


RYERSON 
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NE of the healthiest results of the 

present business expansion is the neces- 
sity of extending inventories to more 
reasonable proportions in industrial, whole- 
sale, and retail fields. For several years 
there has been a growing tendency to push 
the responsibility and burden of carrying 
inventory farther and farther back in the 
industrial process. In so doing, manufac- 
turing consumers have shirked their fair 
share of a risk that legitimately belongs to 
all business enterprise. To an even greater 
extent, many so-called distributors have dis- 
regarded one of their basic functions—the 
carrying of stocks—and have acted only as 
brokers or selling agents, a role that scarcely 
justifies their position and their toll in the 
distribution picture. 

The flexibility of our productive machinery 
has made this possible, so long as operating 
rates were relatively low and a wide margin 
for expansion existed. But that very flexi- 
bility implies the ability to contract as well 
as to expand. Producers cannot economically 
continue to manufacture for stock, and even 
minor variations in demand were swiftly 
exaggerated into wide and disastrous fluc- 
tuations. Equally significant, producers have 
been constantly vulnerable to the pressure 
for lower prices. Confidence and stability 
would have been greatly enhanced by the 
common interest of a reasonable investment 
in materials. 

Buyers are not altogether blameworthy. 
Control of inventory costs, rapid turnover 
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of stocks, the constant search for better 
values, and most of all the necessity of keep- 
ing their companies on a comparable and 
competitive basis with others in their field, 
are all a part of their function in business, 
just as it is their function to assure adequate 
supplies now that whole industries are 
operating at or close to capacity and it is 
no longer practicable to depend on producers’ 
stocks. 

Wartime business conditions have forced 
the issue. The basic question, however, con- 
cerns not a war boom but the steady business 
growth that was under way before the out- 
break of hostilities and which must be the 
backbone of lasting recovery. Today’s buying 
movement is essentially concerned with 
coverage for expanding operations rather 
than with speculative inventory profits. 
Much serious thought is even now being 
given to the second quarter of 1940 and what 
lies beyond. If the new balance in stocks, as 
between producer and user, can be main- 
tained, it will be a most potent factor in 
consolidating the price advance which has 
long been a national economic need and 
ovjective. For these new inventory invest- 
ments must be conserved. 

Now is the time for producers to assert a 
conservative but courageous price policy, 
that will not encourage speculative over- 
buying nor force purchasers to hedge against 
inventory depreciation. The present gains 
can be held, but not on any hand-to-mouth 
policies of buying or selling. 
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Fig. 2129 
Single Wedge Dise 
Non-rising Stem 


LUNKENHEIMER 


125 |b. S.P. 
BRONZE GATE VALVES 


These two valves offer more economical and 






















satisfactory service on the numerous low-pressure 
applications around industrial plants. 





Their advanced design provides unusual strength 
and ruggedness-- machining is to close tolerances -- 
materials exceed accepted standards. We invite 
direct comparison with any 125 lb. S.P. bronze gate 
valve you may now be using. 


On your next order for 125 lb. S.P. bronze gate 
valves, specify Fig. 2125 for the Double Wedge Disc, 
Rising Stem type or Fig. 2129 for the Single Wedge 
Disc, Non-rising Stem type. You will profit from the 
excellent service you will get from these fine valves. 



















For detailed design 

and construction 

features write for 
circular 544. 










ESTABLISHED 1862 


THE LUNKENHEIMER &: 


QUALITY = 


CINCINNATI, OHIO. U.S.A. 
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CARRIED IN STOCK BY LUNKENHEIMER DISTRIBUTORS 
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ARTHUR BLAIKIE PURV!s 


Director-General 
of 
British war purchases 
in the United States 
through the Canadian 
Supply Board 
(November 7, 1939) 


ere 
DIRECTORSHIPS: 


Bank of Montreal 

Bell Telephone Company of 
Canada, The 

British American Oil Com- 
pany Limited, The 

Canadian Investment Fund 
Limited 

Canadian Lastex Limited 

Canadian Pacific Railway 
Company 

Canadian Safety Fuse Com- 
pany Limited (Pres. also) 

Consolidated Paper Corpo- 
ration Limited 

Dunlop Tire and Rubber 
Goods Co. Lid. (Vice- 
Chairman) 

General Motors Corporation 
(United States) 

Liverpool and London and 
Globe Insurance Co. Ltd. 
North American Telegraph 
Company, Limited, The 
Northern Electric Company 

Limited 
Royal Trust Company, The 
Sun Life Assurance Com- 
pany of Canada 
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Chairman, National Employ- 
ment Commission (April 
1936 to January 1938). 


Governor, McGill University 


Trustee Member, Royal In- 
stitute for the Advance- 


ment of Learning PURVIS, ARTHUR BLAIKIE: industrialist; b. 
Boasd of Governors, Froatier London, England, March 31, 1890; son of Wil- 
College liam Blaikie Purvis of Perth, Scotland, and 
eye Annie Marie (Baker) Purvis of London, Eng- 


land. Junior with Lynch Brothers, London, 





— ’ England, 1905; held various positions with 
 foete Mauet Sevats Nobel's Explosives Co. Ltd., Glasgow, Scot- 
pre Golf ee ee, land (now Imperial Chemical Industries 
Rideau (Ottawa); Bath Limited, London, England), 1910-24; became 
(London, England); York President and Managing Director of Cana- 
(Toronto). dian Industries Limited in January 1925. 
ADDRESS: Married Margaret Jones, daughter of Cyrus 


Emory Jones, Jamestown, New York, Feb- 


Office, CI-L House, Mont ruary 14, 1918; has one son. 


real, Quebec. 
Home, 1020 Pine Avenue 
West, Montreal, Quebec. 
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PURCHASING PROJECT 


Ottawa, Ont., Novem- 
ber 11.—Recent an- 
nouncements carry few 
details of the opera- 
tions of America’s larg- 
est purchasing project, 
the British-French-Ca- 
nadian war supply buy- 
ing program. Surround- 
ed with official secrecy, 
imposed through rigid 
war-time censorship, 
the plans of Canada 
and Great Britain par- 
ticularly have been 
withheld from the gen- 
eral public and only 
sufficient information 
has been released to in- 
form the Canadian citi- 
zens that the British ' “ 
war aims are being mi, or 
supported by a tremen- 
dous purchasing pro- 


New York Office 


While the British 
purchasing in Canada 
will be continued under the War Supply Board in 
Ottawa, Ontario, the British Supply Board in 
charge of British purchases in the United States has 
opened an office at 25 Broadway, New York. This 
office will purchase supplies for both Canada and 
Great Britain under the direction of Arthur B. 
Purvis, Canadian industrialist and economist who 
will act as Director General of the United States 
purchases. All inquiries of manufacturers should be 
addressed in writing to Mr. Purvis. 

He will have a staff of experienced purchasing 
executives associated with him according to the 
general belief in Ottawa, and his system is expected 
to parallel the Canadian War Supply Board which 
drafted the services of a number of the key Canadi- 
an purchasing executives including the Vice-Chair- 
man of the Board, R. C. Vaughan, Vice-President 
of the Canadian National Railways in charge of 
Purchases who was loaned to the government be- 
fore the war actually began. J. R. Eaton, a pur- 
chasing executive in the Canadian Pacific Railroad, 
is also associated with the War Supply Board as 
General Purchasing Agent, thus placing at the serv- 
ice of the board the combined experience and abil- 
ity of purchasing executives from two of the largest 
industries in Canada. 


Pace 30 





~~. “ 
ag 


Lord Tweedsmuir (center), Governor General of Canada and Commander- 
in-Chief of the Dominion’s armed forces, dons the service uniform as the 
gram. Empire goes to war. Shown with him are Air Vice Marshal, G. M. Croil, 
Canadian Chief of Air Staff (left), and Wing Commander R. J. Grant. 


Similar developments 
might be expected in 
the United States if 
this country should at 
any time be forced to 
enter the war because 
experience has shown 
that where speedy and 
efficient purchasing is 
required, political ap- 
pointments cannot sub- 
stitute for capable in- 
dustrial experience. 
Other experienced pur- 
chasing leaders in Can- 
ada have donated their 
time generously to as- 
sist in handling the 
many problems of mo- 
bilization of the com- 
plete resources of Ca- 
nadian Industry for 
wartime production. 

The problems of the 
War Supply Board in 
Canada have been com- 
plicated by the sudden 
rush of American man- 
ufacturers to Ottawa 
immediately upon re- 
peal of the embargo by Congress. Not less 
than five hundred American manufacturers or their 
representatives immediately came to Ottawa with 
visions of bonanza orders for war materials. The 
large majority of the manufacturers were doomed 
to disappointment because of the establishment of 
the policy of the War Supply Board to place orders 
with Canadian manufacturers wherever possible. 

The Board was highly praised for its efficient and 
prompt attention to the American industrialists, 
however. As far as is known, not one single Amer- 
ican manufacturer failed to receive a friendly wel- 
come and an interview, despite the large burden 
which this responsibility for maintaining friendly 
and cordial relations placed upon the representa- 
tives of the Board. It is expected that with the 
announcement of the official plan for purchasing 
American supplies in New York, the stream of vis- 
itors to Canada will subside so that the Canadian 
purchasing executives can concentrate upon their 
principal tasks of handling rush orders exclusively 
in Canada. 

The arrangement for purchasing American prod- 
ucts in New York was partially necessitated by the 
extreme import-export regulations imposed by Can- 
ada and the difficulties which might arise from a 
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By Hartley W. Barclay 


IN AMERICA 


failure to properly coordinate the problems of han- 
dling currency exchanges. The Canadian dollar 
has depreciated officially 10%, up to the present 
time, although it is stated that as high as 15% dis- 
count can be obtained on the “black” or bootleg 
exchanges for what might be described as “blocked” 
Canadian dollars. One immediate effect of the de- 
cision of the War Supply Board to favor Canadian 
manufacturers has apparently been a rush of Amer- 
ican manufacturers to establish Canadian plants and 
to rearrange the corporate organization of their 
Canadian affiliated companies. 


Types of Products Purchased 


An indication of the types of products purchased 
and the territorial extent of construction work is 
provided in the purchase tenders received by the 
Defence Purchasing Board which was replaced by 
the War Supply Board. Tenders were requested 
for the following: Supply and delivery of materials 
for Seaplane Hangars at Alliford Bay, B. C., Coal 
Harbor, Vancouver Island, B. C., Ucluelet, B. C., 
Patricia Bay, B. C., Dartmouth, N. S., Sydney, N. S. 
Supply and delivery of materials for a steel chain- 
linked fence, at Dundurn Camp, Saskatchewan, sup- 
ply and delivery of materials for a complete heat- 
ing equipment installation at Camp Borden, On- 
tario, materials for con- 
struction of civil engineer- 
ing project at Seal Cove, 
Prince Rupert, British Co- 
lumbia. Naturally, other 
tenders covered such items 
as food, clothing, airplanes, 
ordnance materials, ma- 
chinery, tools, shop sup- 
plies, trucks, and a wide 
variety of other items. No 
announcements are made 
of successful bidders and 
complete secrecy blankets 
the location of manufactur- 
ers engaged in handling 
war orders. It has been 
estimated that orders ag- 
gregating $30,000,000 per 
week are being placed with 
Canadian manufacturers. 
Special importance is said 


Recruiting posters in Canada stress 
the industrial aspect of modern 
mechanized warfare. 
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DRIVERS. MECHANICS MACHINISTS, CLERKS, ISSUERS. 
CARPENTERS, ELECTRICIANS, 


gets under way 
as Britain 
girds for war 


to be attached to purchasing of food-stuffs ré 
quired by Great Britain. A special organization 
headed by the Agriculture Minister James Gardine: 
is now planning delivery of British food requir: 
ments in an uninterrupted stream. Great Britain 
has already taken charge of the complete output 
Canadian wheat and apples. Other food crops ar: 
expected to be nationalized promptly. 

Supplementing the work of the War Suppl) 
Board are two other important official bodies: the 
Foreign Exchange Control Board, headed by Gra 
ham F. Towers, Governor of the Bank of Canada 
and the Wartime Prices and Trade Board headed 
by Hector B. McKinnon, tariff commissioner. 

The War Supply Board cannot operate entire] 
independently of these two other boards. The F 
eign Exchange Control Board is in charge of the 
licensing of all imports and exports, includin 
money and securities—to determine the rates at 
which foreign exchange may be bought and sold s 
that supplies may be conserved for the use of Can 
ada and her allies and to prevent supplies from 
reaching the enemy. Violation of the provision: 
for foreign exchange control are punishable by s« 
vere penalties involving forfeiture of commodities 
or securities plus fines and imprisonment. 

The Wartime Prices and Trade Board was es 
tablished to control the prices for food and fue 
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and to prevent profiteering and to require the equit- 
able distribution of goods through usual trade chan- 
nels to consumers. Purchasing executives have a 
substantial interest in the operations of this board 
because it was established to assure reasonable 
prices and to maintain adequate data regarding in- 
ventories of goods and volume of production. If 
demanded in the public interest, the board has 
power to install a complete permit or licensing sys- 
tem for control of production and distribution and 
may fix prices. 

The economic importance of these controls, in 
terms of American companies can be appreciated 
when it is realized that slightly less than one-third 
of the capital employed in Canadian manufacturing 
is owned by American manufacturers. Since the 
total amount of capital employed in manufacturing 
in the Dominion is only three and a half billion, the 
prospective expenditures of as much as two billion 
dollars tends to have a tremendous inflationary ef- 
fect—and to stimulate rising prices in real estate 
and capital goods. However, there is also sub- 
stantial liquidation of certain types going on to 
provide necessary working capital and foreign ex- 
change and this has a tendency to decrease prices, 
so that these two opposing factors tend to keep 
prices more or less in a state of equilibrium. 


The American Purchasing Office 


Operations of the United States Purchasing office 
of both the British and Canadian purchasing boards 
have begun under the direction of A. B. Purvis. 

When Mr. Purvis became President and Manag- 
ing Director of Canadian Industries Limited, he 
was thirty-four years of age and had already repre- 
sented the Nobel interests in South Africa, South 
America and the United States. In the autumn of 
1914 he was slated to go to Australia but upon the 
outbreak of war these plans were changed and he 
was sent to the United States to buy acetone which 
was badly needed by the British Ministry of Muni- 
tions for the manufacture of cordite. Three years 
later, after an enforced rest due to ill health, he 
was back in America purchasing munitions for the 
British Government. In 1918 he was sent to Chile 
to arrange for the erection of a munitions factory 
and in 1919 he returned to New York to open an 
office there for the Nobel interests. His work in 
the United States brought him in close touch with 
the du Pont Company with which he has been 
closely associated ever since. As the American 
representative of the English Company, Mr. Purvis 
had a seat on the Board of Canadian Explosives 
Limited, and in this particularly advantageous po- 
sition, with his knowledge of the United States and 
Canada, backed by his experience in Great Britain 
and abroad, he was the acceptable choice for the 
Canadian position when it fell vacant at the time 
of the resignation of Mr. Lankford, Vice-President 
and General Manager, in 1924. 


New York Functions 


The functions of the New York Purchasing of- 
fice are expected to follow the general rules under 
which the Canadian Board operates. Since the 
New York office is expected to receive the coopera- 
tion of American governmental sources of informa- 
tion, it is possible that a substantial amount of in- 
formation has already been placed at the disposal 
of the purchasing commission. Such data as sur- 
veys of plant operations, production methods and 
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details of the technical qualities of products are as- 
sumed to have been made available to those as- 
sisting Mr. Purvis. It is also believed that the 
form of procedure will involve the sending of re- 
quests for bids on specified types of products to 
manufacturers who are on a more or less approved 
list and that these manufacturers, if they wish to 
bid will then be able to obtain complete plans and 
specifications from the New York office. 

Contrary to the established belief that offers will 
be accepted or rejected at the amounts specified 
in the bids, it is regarded as probable that the pur- 
chasing office will offer to place orders with the 
manufacturers which they regard as best suited to 
production of their requirements. It is believed 
that the lowest bid will not always be successful 
because frequently location of plant, types of work 
in the plant, and other factors may be of more im- 
portance in manufacturing war material than in 
making other types of products. It is definitely 
known that purchases will include diesel engines, 
airplanes and airplane engines, munitions, and cer- 
tain limited types of products not available in suf- 
ficient quantity in Canada. 

In brief, it is expected that the purchasing com- 
mission will not care to have its New York office 
jammed with salesmen, although they are expected 
to cordially greet and interview any manufacturers 
who wish to call attention to their specialized man- 
ufacturing facilities. Whatever routine is devel- 
oped will be conducted on a basis of complete 
secrecy, in the opinion of qualified industrialists, 
because no information will be given out which will 
be of value to the enemy. Such information could 
be classified as: names of products, prices of prod- 
ucts, quantities of products, location of manufac- 
turer, name of manufacturer, plans for forwarding 
finished products, and final destination of finished 
products. 


Recommendations 


Manufacturers who have already contacted the 
Ottawa office of the War Supply Board suggested 
the following recommendations for manufacturers 
who wish to contact the commission. Americans 
should write to the New York office, addressing let- 
ters to Mr. Purvis. Letters should contain a brief 
and yet adequate description of production facilities. 
Requests should be made to receive notices of tend- 
ers, whenever they are available in lines which are 
suitable to production in the inquirers’ plant. It is 
further suggested that it will be a substantial as- 
sistance to the purchasing executives if manufac- 
turers will cooperate as fully as possible so as not 
to overburden the purchasing office with unneces- 
sary detail in answering questions. 

There is the general impression in Ottawa that 
the purchasing office will be able to promptly get 
in touch with the manufacturers whose facilities are 
most important in connection with filling immediate 
demands. Until some system of organized pub- 
licity has been provided, it is expected that there 
will be no further news than such brief announce- 
ments as are necessary to carry on the principal 
activities of the board. Although no official con- 
firmation of the report is available, it is expected 
that this office will perform the largest high-pres- 
sure purchasing activity that the United States has 
seen since the last war, with prospects for immedi- 
ate expenditures which will eventually reach a total 
of between one and two billion dollars. 
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HY should one chassis reach the body build- 

er fitted with driver’s cab, running boards, 
front fenders, hood over the engine; a second with 
no cab but with all the other parts just mentioned ; 
and a third with an open front end and none of 
such parts? 

This is not a hypothetical question. The three 
kinds of chassis are called for, depending upon the 
particular type of body to be installed. 

Bare or open-front chassis are specified when a 
panel or van design of body is fitted around the 
radiator and encloses the entire space over power 
plant and frame. The flat-face cowl, in some cases 
with windshield and front pillars as well, but lack- 
ing the cab; this describes a chassis ready for in- 
stallation of body in which driver’s and load com- 
partment comprise a single, integral structure. Such 
a chassis and body are shown on the assembly line 
in the accompanying view. Finally, when the 
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Typical of new models exhibited 


National Truck Show this month 


“Retailer” of the Mack-Internationa 
Corp., shown above. Designed ! 
to-door deliveries, it embodies man} 


features mentioned in this art 


chassis is furnished with cab, hood and other | 
at the front, the body builder contributes mer: 
separate load compartment at the rear of 


vehicle. 


Production or Custom Bodies 


For installation on these general types of ch 
one may secure, either a made-in-quantity 
or one of the made-to-order or custom variet 

Production bodies are usually distinguish: 
the fact that the design is standardized, dimen: 
and other details of construction are set fort 
printed specifications, and the finished or sen 
ished bodies are kept in stock by the manufact 
or possibly by his branches and dealers. 

In this class are to be found the popular pa 
and pickup bodies, mounted on light chassis 
as are offered by manufacturers engaged prin 


in passenger-car production. 


Many other des 











have developed a large enough market to permit 
standardization and quantity production; such as 
the bodies for multiple-stop or house-to-house de- 
livery vehicles; the dump-type bodies for handling 
loose materials in bulk; tanks for hauling milk, 
petroleum or other liquid products; and the work- 
truck bodies developed as an aid to mechanization 
in construction and maintenance by public-utility 
companies. 

The custom body is more likely to be of the 
heavier stake or platform type, turned out by an 
independent body plant. Each design is built for 
a particular purchaser, and in most cases, for in- 
stallation back of the cab that comes mounted on 
the chassis. 


Prefabricated to Order 


Even in the made-to-order field, there are wide 
variations in methods of construction. Many of the 
larger plants prepare working drawings of each 
body, from specifications furnished by the chassis 
manufacturer. Using these drawings, the body work 
is scheduled so as to permit mounting with prac- 
tically no delay when the chassis arrives. At the 
other extreme are the smaller body shops, which 
do very little work in advance, and lay out the con- 
struction on the chassis, thus adding to the delivery 
time for the complete vehicle. 

The feasibility of prefabrication depends on the 
structural material, as well as on the size and or- 
ganization of the body builder’s plant. All-metal 
bodies are easier to handle perhaps, whereas those 
with wood structural members may tend to warp 
when assembled for later mounting on the chassis. 

To satisfy his customers’ demands, the custom 
body builder has become virtually a jack-of-all- 
trades. The buyer calls upon him to furnish and 
install not only the load compartment, but, on oc- 
casion, rear fenders, tire carrier, ventilators, inside 
and outside lighting fixtures, advertising or sign 
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boards; in short, whatever is required to prepare 
the vehicle for actual operation. At times the body 
plant may rebuild the chassis, to adapt it to the 
required body design. In furnishing panel or van 
bodies, the steering wheel and control pedals may 
be moved forward, thus converting a conventional 
into a cab-over-engine design. 


Body-Mounting Data 


Most chassis manufacturers furnish to the cus- 
tomer or body builder, drawings containing the 
dimensions essential to building and mounting the 
body structure. Shown herewith is such a drawing, 
as included in the specifications of the Mack Model 
BX chassis, with dual-reduction drive. Complete 
dimensions are furnished for four different wheel- 
bases. On the Model BX chassis, the drawing in- 
dicates, the rear wheels are the only part projecting 
above the frame members. Height of wheelhouse 
above the frame is shown in the side (lower) view, 
for the vehicle loaded, thus enabling the body 
builder to provide adequate clearance between the 
wheelhouse and the rear tires. 

Distance from rear of cab to center of rear axle 
(CA) is particularly important, for proper location 
of the wheelhouses. Another essential dimension 
(AP) gives the length of frame or overhang back 
of the rear axle. The total of (CA) and (AP), or 
(LP), is the approximate maximum length of body 
for the particular chassis. 

Uniformity of cab-to-axle dimensions is extreme- 
ly desirable, to permit the design of a given-size 
body for mounting on chassis of different manu- 
facturers. The use of a limited number of uniform 
(CA) dimensions also benefits the fleet operator, 


Below: Working drawing of a truck chassis 
(Mack Model BX) showing complete dimen- 
sions for four different wheelbases 
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At right: Light chassis of 
open-cowl top, as received 
at the body plant 


in case the body outlasts its original chassis. Trans- 
fer of the body is greatly simplified, when the new 
chassis has the same cab-to-axle dimension as the 
old. 

As a means of promoting uniformity, the Society 
of Automotive Engineers recommends nine cab-to- 
axle dimensions. The 39 and 48 inch S. A. E. di- 
mensions are found on commercial truck designs 
up to around 1 ton capacity, the 60, 72 and 80 inch 
dimensions in the 2 to 4 ton class, and the other 
four (102, 120, 138 and 156 inch) on 5 ton and heav- 
ier models. The last four, it will be noted, are the 
(CA) values given for the heavy-duty chassis 
shown in the drawings. 

The Society recommends that for three-axle (six 
wheel) chassis the cab-to-axle dimension be shown 
as a hyphenated figure, the first part representing 
the distance between the rear of the cab and a line 
midway between the second and third axles, and 
the second part the distance between such axles. 
In addition the Society has established 34 inches 
as the nominal outside width of motor-truck 
frames. 


Direct from Body Builder 


When it comes to buying the body, whether of 
standard dimensions or otherwise, the fleet opera- 
tor may make a deal for it separately, including in- 
stallation on a chassis purchased from another 
source. Or in the case of the lighter vehicles he 
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At left: A production line 
of panel: bodies for mounting 
on open-cowl chassis. (Pho 
tographs by courtesy of 
Fitzgibbon & Crisp, Inc 


may buy the complete unit, as assembled 
chassis manufacturer who either builds the 
or secures it from a production body builde: 
For the heavier vehicles the fleet operator 
erally prefers to deal directly with the body buil 
er, in the belief that the cost of the complete vehic! 
is less, also because the operator is in a bet 
position to make his needs known and to sex 
are satisfied during all stages of construction 
This is not always the case with the sm 
operators. Some of them find it expedient to | 
even the heavier trucks complete, in order to sin 
plify their time payments. This advantage, 
thought, more than offsets any handling cha 
paid the chassis maker or dealer for securing t 
body and assuming the resulting credit risk 


Recent Advances in Construction 


Weight reduction, increased loading space, | 
use of the driver’s time, greater use of striki 
colors: these are some of the more recent imp! 
ments in body construction. In part these 
been introduced to keep pace with advances 
chassis design; they also represent the experie! 
and contributions of the truck owner, the 
builder, and of the vendors of body materials a 
fittings. 

Less weight along with the requisite strengt! 
durability has been secured by the increasin 
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quirements for so large an dfar-flung an or- 
ganization as the General Electric Company 
is a major responsibility. It involves the expendi- 
ture of more than 100 million dollars a year under 
normal operating conditions. It embraces thou- 
sands of items, infinite in variety. These materials 
are destined for use in a score of plants in widely 
scattered locations. They range from staple mer- 
chandise and standard materials to highly technical 
items that must meet the most exacting engineer- 
ing requirements. Quality is of paramount impor- 
tance and receives first consideration in all purchas- 
ing negotiations. 


P suisements the material and supply re- 


Centralized Purchasing Authority 


The organization and method that has been set up 
to perform this function is relatively simple, for it 
is based on the principle of centralized responsi- 
bility and centralized authority. That principle is 
carried out consistently and thoroughly. It has re- 
sulted in a purchasing department that is unique in 
many ways, especially in that it exists for the sole 
purpose of purchasing and is not complicated by di- 
rect responsibility for many of the related functions 
often associated with purchasing work. Under the 
existing system, such activities as specification writ- 
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ing, inventory control, expediting, etc., are logically 
assigned to other centers of responsibility at the 
individual works or in the general organization, 
though the purchasing department does aid in an 
advisory capacity. 

Conversely, there is no question of any encroach- 
ment on the province of buying authority and pre- 
rogatives. The purchasing department has the 
complete and final responsibility for selection of 
vendors, contact with vendors’ salesmen, negotia- 
tion of contracts, and relations with suppliers. It 
is an unusual conception of purchasing in that the 
purchase orders themselves do not emanate from 
this department. The Purchasing Agent and his 
staff are utterly free from the designation of “order 
signers,” for with a few negligible exceptions they 
do not issue or sign the orders. That is a responsi- 
bility of the Order & Stores Supervisors at the 
various works, where the requirements originate 
and inventories are maintained. Orders are placed 
only in accordance with definite ordering instruc- 
tions of the purchasing department, which set forth 
in complete detail the material to be ordered, the 
firm from whom it is to be ordered, and the prices 
and terms of the transactions. Purchasing, as dis- 
tinguished from ordering, is taken to mean the 
process of selection of sources of supply, negotia- 
tion, and making the arrangements that assure a 
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COMPANY BUYS 


satisfactory delivery of merchandise of required 
quality at the most economical price. 

The setup makes possible a compact staff of 
specialists in purchasing at the Schenectady head- 
quarters of the company, devoting their entire 
attention to matters directly related to buying. It 
further makes possible a staff on which each buyer 
is a skilled specialist in certain materials and their 
markets, for the purchasing assignments have been 
made in accordance with a very definite commodity 
classification. Thus for the purchasing phase of 
management as a whole, and within each group 
of related items used at any point in the organiza- 
tion, there is a constant overall knowledge and 
control that is invaluable from the policy viewpoint 
as well as from such practical considerations as 
familiarity with market conditions and sources of 
supply, standardization, the consolidation of require- 
ments common to several operating departments, 
volume purchasing, flexibility of inventories, and 
the like. 

It is obvious that the success of such a system 
depends to a great extent upon cooperation and 
coordination, for the procurement of materials 
affects many other departments of the company— 
manufacturing, engineering, sales, and finance. The 
coordination of these interests is perhaps the great- 
est single responsibility of the Purchasing Agent 
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as executive head of his department. Harmo 
cooperation is a characteristic of the company as 
a whole. It is particularly exemplified in the 
sonality and talents of the Purchasing Agent, Har! 
L. Erlicher, and in his philosophy of the purchasi: 
job. Any system, in any phase of managem« 
must be worked out in terms of individuals 

in this case the combination of system and 
sonality is a very happy one. 

The purchasing plan works. It has the unqua 
confidence and endorsement of the engineeri' 
operating departments. The purchasing depart 
ment is recognized as a logical clearing hous: 
information on materials, and other divisio: 
the company regularly call on the departms 
such information. It has compiled a 
creditable record of accomplishment ove: 
years, and is constantly improving upon that re 
And it is efficient, operating at a cost of only 
of 1% of the purchase budget. 


The Purchasing Staff 


In the general company organization, th 
chasing department is a division of the Genera 
Manufacturing Department. It is located at th: 
headquarters office in Schenectady. The Purchasin 
Agent is directly responsible to the Vice President 
in charge of manufacturing. He does some buying 
chiefly in the purchase of raw copper supplie 
in connection with the more important contracts 
but his function is primarily executive in nat 
as suggested above—directing the purchasing staff, 
formulating and carrying out pu 
chase policies, and coordinat 
the work of his department v 
other branches of the organizati 
In the latter capacity, he pra 
cally “lives with” the manufact 
ing divisions so that he may 
all times completely apprised 
material performance, inventory 
conditions, product plan 
manufacturing schedules, the necessary guid: 
an intelligent program of procurement. 

He is likewise responsible for vendor relationsh 
and maintains personal contact with all principal 
suppliers, a potent force in building good will 
the company as well as contributing mightily 
an efficient and healthy service from supply source 
As the direct point of contact with thousands 
sales representatives, the day-to-day operatio! 
the department is a vital factor in the establis! 
of proper commercial relations. 

The departmental staff comprises seven 
and six assistant buyers; the exceedingly important 
group of analysis clerks, whose work will be 
cussed later; and the necessary clerical, sten 
graphic and filing assistants to carry on the depart 
mental operations and records. The complete stafi 
engaged in purchasing work at Schenectady num 
bers fifty-five persons. 

At each of the works served by the purchasi 
department, there is an Order & Stores Supervis 
who issues the actual purchase orders. and | 
complete department for the receipt and I 
of material stores at that point. He comes unde! 
the jurisdiction of the local Works Manage: 

is responsible to that official in respect to stor 
and supplies, but is responsible to the Purchasi: 
Agent in respect to the procurement of thos: 












VICE PRESIDENT 
IN CHARGE OF 
MANUFACTURING 
W. R. Burrows 













































































PURCHASING 
AGENT 
H. L. Erlicher 
Cmier CLERK suveR | suvER suvER suUTER suvER suvER BUYER 
| | 
7 * Messier | F J. Sewell | @ £. Carter tf. Crowe T. P. Higgins A. L. Wagoner 4. 8. Bowmen R_ E. Nivison 
o \ | L l L \ 
a dé ASSISTANT ASSISTANT ASSISTANT ASSISTANT ASSISTANT | ASSISTANT 
oc 
- — ‘ suveR suvER sUYER BUYER BUYER | BUYER 
es 
bans | | W. C. Buck £. C. Frieberg F. J. Jutres 1 P Walsh 
+. W. Livermore @ F Simmons 
| Clerical | | 













































































Order & Stores Departments 





Lynn, Mass 
River Works 


st Lynn Works 


Ft. Wayne, Ind 
Works 


Erie, Pa 
Works 


New Kensington, Pa 
Works 


Pittsfield, Mass 


Bridgeport, Conn a Bloomfield, N. J 
Works Works Works 


} 


Ontario, Cal Ookland, Cal 
Works Works 





The purchasing organization of the Apparatus Division embraces the buying 
staff at Schenectady and the ordering departments at twelve manufacturing points. 


plies. This dual relationship works out very satis- 
factorily for it consistently recognizes the centraliza- 
tion of functional responsibility, which is vested in 
the Works Manager for operating conditions and 
inventories, and in the purchasing department for 
procurement. Authority to purchase some items, 
used in limited quantity and usually procurable 
from local sources, is specifically delegated to these 
supervisors, but these purchases too come under 
the review of the Purchasing Agent so that the 
extent of this policy is at all times under control 
and subject to revision as conditions may warrant. 


Classification of Purchases 


As noted above, the purchasing assignment is 
divided among the buyers according to well de- 
fined commodity groups, each buyer being respon- 
sible for certain classes of material. 

F. J. Sewell, Buyer, assisted by J. W. Livermore, 
purchases fabricated copper, brass, bronze, nickel 
silver (except ingot), lumber (including poles, ties, 
etc.), packages and packing materials (wood, 
cleated corrugated, bobbins, reels, etc.), wood work 
(turned or contracted), and patterns. 

R. E. Carter, Buyer, purchases all refrigerator 
hardware and accessories, asbestos, rubber and 
rubber parts, molded parts, glass (including globes 
and lenses), hose, pipe covering, name plates, and 
non-ferrous metals except copper. 

L. F. Crowe, Buyer, purchases mica, mercury, 
polishing and grinding supplies, textiles, rope and 
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twine, springs, leather and leather products (includ- 
ing all kinds of belting). 

G. F. Simmons, Assistant Buyer, purchases paper 
and paper products (except carbon and abrasive 
papers), transmission appliances (including bear- 
ings, gears, etc.), hardware (except refrigerator 
items), refrigerator insulation, gaskets, packing and 
fibre. 

T. P. Higgins, Buyer, purchases large tools and 
machinery, automobiles, jewels, and coal. 

W. C. Buck, Assistant Buyer, purchases steam, 
gas and water supplies (except hose, gaskets, pack- 
ing and pipe covering), oilers and lubricators, small 
tools, brushes and brooms. 

E. C. Frieburg, Assistant Buyer, purchases oils, 
greases and petroleum products, furniture (in- 
cluding typewriters, comptometers, tabulating ma- 
chines, etc.), roofing materials (except paper), 
steel shelving and racks, and partitions. 

F. J. Jutras, Assistant Buyer, purchases electri- 
cal supplies (including clocks and meters), instru- 
ments, carbon brushes, and painters’ supplies. 

T. P. Walsh, Assistant Buyer, purchases screw 
machine products, stampings, bolts, nuts, washers, 
rivets and screws, hospital supplies, stationery and 
printing, and office supplies. 

A. L. Wagoner, Buyer, purchases steel (sheet, 
strip and stainless), aluminum (including wire 
and all forms except ingot), monel metal, and 
nickel. 

J. R. Bowman, Buyer, purchases pig iron, cast- 
ings, ferro-alloys, chemicals, foundry supplies, fac- 
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The contract record provides essential in- 
formation at the purchasing office and at the 
plant. 


tory supplies (except coal, oils, greases 
and petroleum products), sand, gravel, 
and clay. 

R. E. Nivison, Buyer, purchases iron 
and steel (except sheet, strip, pig iron 
and castings),.nails, forgings, railway 
supplies, iron and steel wire, packages 
and packing (except wood and corru- 
gated material), and tanks. 

Miscellaneous materials not specifi- 
cally listed within any of these classifi- 
cations, are assigned to the buyer han- 
dling related commodities as the case 
arises. The division is such as to enable 
buyer to become a specialist on a par- 
ticular group of materials, both as to the 
material itself, its characteristics and its 
use in the company, and in regard to 
market conditions and sources of supply. 

T. F. Nessler, Chief Clerk, is in 
charge of clerical operations, is respon- 
sible for the records, files and catalogs, 
directs the staff of analysis clerks, and 
coordinates the work within the depart- 
ment. He reports directly to the Purchasing 
Agent. 

The salesman coming to the Schenectady office— 
and there are about 10,000 of them in the course 
of a year—is received in a comfortable and attrac- 
tive reception room occupying a small building 
directly at the entrance gate. If he is a regular 
caller he probably knows just which of the buyers 
he wants to see. If not, the experienced receptionist 
knows, from the type of product he represents, to 
whom he should be referred. If there is any doubt 
on this score, a phone call to the Purchasing Agent’s 
office will quickly bring this information. Sales 
representatives are interviewed at all hours and a 
salesman rarely has to wait more than fifteen min- 
utes for an interview, for promptness and courtesy 
are the rule in this respect. He may not get the 
order, but he is assured of a fair hearing and an 
opportunity to present his story to the buyer 
directly responsible for procuring that class of 
product. 


Contracts 


Before tracing a typical purchase transaction 
from requisition to order, it should be noted that 
approximately 85% of all materials (by value) are 
covered by contracts made by the purchasing 
department. The making of such contracts does not 
wait upon any specific requisition from the works. 
They cover the majority of standard materials and 
supplies, in regular or recurring use at one or more 
of the works, and it is a responsibility of the pur- 
chasing department to see that such requirements 
are anticipated and covered according to market 
conditions at any given time. 

The contracts are generally of the “requirements” 
type for a specified period of three months or 
longer, rather than for stated quantities. Approxi- 
mate quantities can of course be estimated from 
past experience and from current manufacturing 
schedules. The period of the contract may vary at 
the discretion and judgment of the buyer. Con- 
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sequently there is no concentrated “contract season 
resulting in peak loads for the buying department, 
and no loss of flexibility through rigid commitments 
over a long period, but a constant supervision of! 
the supply situation. 

The purchasing department does suggest to 
works officials the advisability of building up o: 
curtailing inventories of a certain material under 
existing contracts, and has the authority to mak: 
actual quantitative commitments and to 
deliveries if markets indicate such a policy to be 
for the best interest of the company. Basically 
however, it is the buyer’s function to insure that 
the supplies are available under a definite contract, 
subject to the orders issued by the various 
works. 


The contracts are numbered consecutively as the) 
are made, the number serving merely as an iden 
tification symbol for reference. Each contract is 
then entered, in essential detail, on a white card 
which is filed according to commodities in a visibl 
file and becomes a part of the active contract record 
Since the buying itself is done according to com 
modity classifications as detailed above, this method 
of filing naturally segregates the items for which 
each buyer is responsible. Thus, as a matter of 
practical convenience, though the complete file is 
kept with the central records of the department 
it is possible to place the buyer’s name as well as 
the commodity name on the label of each file tray 
a convenience in reference. 

The contract record card shows the identifying 
number of the transaction, and also the number o! 
the contract which it supersedes, the latter card 
being removed from the active file when the new 
one becomes effective. A description of the prod 
uct or item, and the calendar period covered by 
the contract, are noted at the top of the card 
This is followed by the entry “Order of,’ which 
gives the name and address of the vendor with 
whom the contract is in force and to whom orders 
for that item are to be issued. There is a space 
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No order can be issued without first getting in- 
structions from the purchasing department, 
which decides where to buy and on what terms. 


for typing in the price and other pertinent data, 
and for noting the date of the contract, the date 
of the quotation on which the contract is based, 
the terms of payment and delivery. In other 
words, it provides the authorization and the 
complete ordering instructions for that particu- 
lar item. 

The requirement may be for a single plant, or 
it may be common to two or more plants. There- 
fore another block of entries shows the symbols 
of the works, the service shops, and the district 
offices which are to order under this agreement, 
also any additional copies which are to be sent 
out for any purpose, and finally the name of the 
buyer handling the transaction. The visible 
section of the card shows the commodity de- 
scription and the contract number. 

This master card is printed in hectograph 
ink, and the typing is done with a hectograph 
ribbon. At the time of making the entry, there- 
fore, sufficient copies are made to supply each 
of the works or departments served by the con- 
tract, this information being available to the 
clerk from the card itself. The copies are sent 
out and are placed in a duplicate contract file 
maintained at each plant, but covering only those 
items which that particular plant uses. By re- 
moving the card which the new contract super- 
sedes, these files are kept constantly up to date. 

So far as the purchasing department itself is con- 
cerned, the contract is now only a matter of record. 
It is not an order or an authorization for shipment 
of merchandise, but all purchase orders issued by 
the various works for this material must be in con- 
formity with these ordering instructions, and copies 
of each purchase order are checked against this rec- 
ord. When the contract card is filed, a tickler entry 
is also made for the buyer, bringing the item to his 
attention six weeks prior to the expiration of the 
agreement. The contract may then be extended, or 
negotiations may result in a revision as to the 
vendor or in the price or terms. If a new contract 
is drawn, revised ordering instructions are issued to 
each interested plant, superseding and cancelling the 
previous arrangement. 

Correspondence, quotations and acceptance, and 
other pertinent data relating to each contract are 
collated in a manila file folder bearing the contract 
number, and these are filed numerically for ref- 
erence. An interesting detail in this connection is 
the practice of using a backing sheet with the fold 
and binding edge along the narrow side. When 
these are placed in the file drawer, they are alter- 
nated with the binding edge to the left and to the 
right, distributing the bulk evenly and materially 
increasing the capacity of the files. 


Placing the Order 


When the Supervisor of Order & Stores at one 
of the plants receives a requisition for material, or 
when his stock reaches the ordering point, he con- 
sults his file for ordering instructions. In the ma- 
jority of cases he finds an active contract covering 
that material, telling him where to order, and on 
what terms. He can therefore issue the purchase 
order direct on the vendor at once, usually on the 
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same day that the requirement becomes known—a 
factor of great benefit in maintaining low inventor- 
ies. In determining the quantity to be carried, it is 
necessary only to give consideration to the period 
required for manufacture and transportation, plus 
an adequate safety factor. A copy of the order goes 
to the purchasing department at Schenectady for 
reference purposes. 

If there is no contract covering the required item, 
the Order & Stores Department fills out a form 
known as the “Request for Ordering Directions.” 
This is exactly what the title indicates, a letter 
with the printed heading: 


EE See ee ee ee 
PURCHASING DEPARTMENT: 

Please advise us where to order the following 
material: 


The Supervisor fills in the top half of the sheet, 
giving a description of the material desired, or 
giving a standard parts number, and sometimes 
stating where the last shipment was ordered. As a 
guide to the purchasing officer he also enters the 
the quantity which will be required weekly, and 
any special shipping requirements. The lower half 
of the form is left blank for the use of the purchas- 
ing department. 

The original of this form, together with a yellow 
duplicate and a pink triplicate, is sent to the pur- 
chasing department at Schenectady. A fourth copy 
is retained in his own file at the works as a record 
pending the receipt of the requested information. 

In the purchasing department, the request is 
referred to the proper buyer, who promptly insti- 
tutes the necessary negotiations, either by reference 
to the prvious transaction or to other market infor- 
mation, by calling in salesmen, or sending out a 





PURCHASING 














request for quotations. When he has made the pur- 
chasing decision, he fills in the lower half of the 
sheet, stating where the order is to be placed, at 
what price, F.O.B. point, and terms of payment. 
The date of the quotation is entered, also any ship- 
ping promise made by the vendor, and other re- 
marks. The original is then returned to the works, 
where the order is issued, the duplicate copy goes 
to the works cost department, and the triplicate is 
retained in the purchasing department. In the case 
of rush requirements, ordering instructions may be 
wired to the works and then confirmed on the 
regular form. 

For purposes of record, and as a guide to other 
similar requests, a card is made out similar to the 
form used for active contracts except that it is on 
yellow stock. The card record of these “deals” (so- 
called to differentiate them from the contracts) is 
kept in the same file with active contracts, so that 
a complete record of all ordering instructions is 
available at all times. They are readily distin- 
guished by the difference in color. 


Some Purchase Policies 


A few matters of policy should be noted at this 
point. There is a definite policy of standardization 
in the organization, a standing committee being 
maintained to promote uniformity of materials, and 
so far as possible the buyer will see to it that re- 
quisitions conform to these accepted standards. As 
a clearing house for all material coming into the 

organization, the purchasing department is in a 
strategic position to make such suggestions, at the 
same time improving its own buying position by 
the consolidation of similar requirements. 
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The request for bids invites 
the vendor’s suggestions and 
cooperation. 


Negotiations and contracts made in the purchasing 
department become the authorization for purchase 
orders issued by the various works. 
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Many of the materials, and in constantly increas 
ing number, are covered by company specifications 
which so far as possible conform to commercial 
standards. These are drawn up in the Works Lab 
oratory. They are of course observed in the pro- 
curement of the materials so described. But in 
development of a specification, the purchasing 
partment contributes its knowledge of commercial 
practices, and sees to it that specified materials con 
form to industry standards and are kept out of th 
“special” class so far as possible. 

Quality is the first consideration; no vendo! 
shares in the business unless his product is such as 
to satisfy the engineers and his facilities are such 
as to satisfy the buyers that he can give the ré 
quired service. The buyers also have the privile 
of questioning any specification which limits 
sources of supply unduly, as well as to suggest 
substitutions or changes whenever it seems to 
them that some other size, grade or quality would 
serve the purpose more advantageously 
nomically. 

It is the policy of the purchasing department 
to enlist the advice and recommendations of sup 
pliers at all times. The open-mindedness of the 
buying staff on this point is graphically illus 
trated by the wording of the standard inquiry 
form requesting quotations: 

“Please quote us by return mail on the follow 
ing material (changes or suggestions offering cost 
economy are solicited) ....” 

In similar vein the department observes the prac 
tice of inviting competent sales representatives to 
study and review the application of their materials 
and the conditions under which they are to be used, 
a policy which has brought forth many excellent 
suggestions contributing to greater efficiency in 
manufacture as well as in direct financial savings 
The system is such 
that it is futil 
a would-be sup 
plier to try and go 
around or over the 
purchasing depart 
ment. Much 
important, 
quite unnecessary 
to take such a 
course, for if other 
contacts are desir 
able, the purchas- 
ing department is 
an open door 
rather than a buff 
er or barrier to the 
engineer or supe! 
visor whose judg 
ment and decision 
may be essential to 
the selection 
trial of a new 
terial. And _ the 
buying is still 
done in») the put 
chasing depart 
ment, with the 
knowledge and 
confidence that it 
is better done 
cause of those con 
tacts. 
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Checking the Orders 


After a purchasing order has been issued, the 
Order & Stores Department has the responsibility 
for follow-up, receipt of material, and approving the 
vendor’s invoice for payment through the Works 
organization after checking with the price informa- 
tion furnished by the purchasing department. As 
noted above, one copy of the purchase order is sent 
to the purchasing department as issued, and a copy 
of the vendor’s invoice is also sent after it has been 
cleared for payment. 

The invoices are again checked in the purchas- 
ing department for correctness of price. This rather 
unusual practice is a duplication of work, and comes 
after the payment has been made, yet it has more 
than paid for itself in adjustments secured as a 
result of this second review. The magnitude of the 
purchasing operation not only increases the possi- 
bility of occasional error and oversight, but mag- 
nifies its dollar importance, so that the practice in 
this case is well justified. 


Analysis of Purchases 


Of greater interest from the purchasing stand- 
point, is the analysis of the purchase orders as they 
are referred to the department. This is done by 
a special staff of analysis clerks, operating under 
the direction of the Chief Clerk, and constituting 
one of the most important units in the entire pur- 
chasing organization. These men have been re- 
cruited from time to time for this work, from 
manufacturing departments, selected for special 
aptitudes in the development of methods, in the 
elimination of waste and spoilage, and in other 
operating economies, each one a practical expert 
in materials and their uses. 

As the order copies are received they are dis- 
tributed among the analysis clerks according to a 
material classification that roughly parallels the 
division among buyers. Even more than the buy- 
ers themselves, whose attention has been focused 
on the negotiations and consummation of con- 
tracts assuring a supply of materials, they are in 
a position to get an overall picture of the actual 
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use which is being made of those con- 
tracts from day to day, to detect incon- 
sistencies and inefficiencies in ordering 
methods, to note trends of use 
throughout the organization, and to 
envision opportunities for better prac- 
tice. All of these findings and sugges- 
tions are passed along to the manufac- 
turing departments and do result in 
surprising improvements and substan- 
tial savings. 

Their work is in no sense a reflec- 
tion upon that of the buyers, but sup- 
plements the latter most effectively 
as a result of the completely different 
viewpoint and the different data with 
which they work—the delivery and ap- 
plication rather than the initial require- 
ment. They cooperate closely with the 
buyers, and the logical suggestion has 
not been overlooked that a reorganiza- 
tion might be made so as to have each 
analyst work with the buyer of the 
materials which he checks. Upon ma- 
ture consideration, however, it has 
been deemed more advantageous to 
maintain the group as a separate unit with a dis- 
tinctive approach to the procurement problem. 

A few examples of their recent accomplishments 
will illustrate the type and very practical nature 
of their work: 

A material formerly shipped in l.c.1. quantities to 
both the Philadelphia and Bridgeport Works, is 
now ordered in carload quantities at a very sub- 
stantial saving. and with only a nominal stopover 
charge to permit delivery at both points. 

A material bought in carload lots was being in- 
voiced at exactly 71,000 pounds for each carload. 
It was suspected that there would normally be some 
variation from this uniform figure, and a check of 
actual deliveries by weight supported that view, 
resulting in more accurate billing, to the benefit 
of the company. 

Orders for another material were specifying ex- 
ceptionally close tolerances. A review of the use 
of this material indicated that commercial toler- 
ances would be equally as satisfactory, resulting in 
a saving of 67%. 

It was suggested that certain special materials 
could be more economically slit from standard 
sheets in the company’s own works, effecting a re- 
duction in price with no loss of utility and satis- 
factory use, and eliminating manufacturers’ extras. 

Unnecessary acceptance tests on some items were 
eliminated with a consequent reduction in cost. 


An apparently excessive use of cotton work 
gloves was investigated, showing that when the 
right hand glove became worn out through heavier 
usage the pair was naturally discarded. A change 
was made to reversible gloves designed to fit either 
hand, and consumption on this item was cut by 
35%. 

There are many cases in which ordering quan- 
tities have been stepped up slightly into more fav- 
orable price brackets, or where it was suggested 
that individual orders could advantageously be re- 
placed by a contract agreement. 


The list could be prolonged almost indefinitely. 
There are on file specific instances, reduced to dol- 
lars and cents savings that amount to many thou- 
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sands of dollars over the past three years, these 


being plus values in purchasing efficiency directly 
traceable to such analysis. 


Purchase Record 


A consolidated record of all purchases is kept by 
the punch card system, which is readily analyzed 
by material classifications, by Works, by suppliers, 
and by dollar value. These totals are periodically 
assembled and reviewed. As a control device, and 
as factual data in the important but often rather 
vague field of commercial relations, it is an invalu- 
able record, and in most usable form. 

That record is centrally maintained, as are the 
general files and the extensive catalog library. 

The entire procedure is characterized by the ut- 
most simplicity consistent with due regard for 
every essential factor and record. It is an unusual 
example of purchasing divorced from all extraneous 
activities, even to the placing of the orders, yet 
with complete functional centralization of respon- 
sibility and authority for procurement. Though 
some of the most important work is done after a 


given transaction is completed and the goods re 
ceived and paid for, yet on 85% of the total ex- 
penditure the buyers’ foresight and judgment an- 
ticipate the actual requirement. It is exceptionally 
well geared to provide for constant supervision and 
improvement, both in regard to buying practices 
and to the application and proper specification ol 
materials. 

If the list of improvements cited in the precedin; 
section would seem to indicate the presence of weak 
spots in method, it is suggested that the record b: 
read again to note that (1) they relate predomi 
nantly to conditions outside the strict scope of th« 
purchasing function itself; (2) they are the sort of 
conditions that are likely to go on undetected for 
an indefinite period under more conventional 0! 
haphazard methods of order analysis; and (3) onc: 
corrected, as these have been, they are not likely 
to occur again. The failure to find and check thx 
small leaks is one of the most prevalent causes fc 
commercial mediocrity and failure, but the man o1 
the organization that takes care not to make tl 
same mistake twice has found one of the 
potent paths to leadership and lasting success 
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HEY will tell you at the 

General Electric Company 
that the fellow who can call more 
people by their first name than 
any one else in the company is 
Harry Erlicher. No one who has 
walked with him 
across the yard, or 
down a corridor, or 
through a shop, will 
question that state- 
ment. And that char- 
acteristic is a pretty good key to 
his personality. 

He is naturally and sincerely 
interested in people, and is en- 
dowed with that rare type of 
sympathy that enables him to put 
himself in the other fellow’s place. 

When that gift is combined 
with frankness and a sense of re- 
sponsibility, it’s a tremendously 
valuable attribute in purchasing. 
In his dealings with those within 
the organization, it makes for the 
spirit of cooperation and service. 
Engineers and operating men 
have confidence that he is work- 
ing with and for them, though he 
never compromises with his own 
responsibility as a buyer. Harry 
does not have to fight for the pre- 
rogatives of his position; they are 
freely conceded. 

In his dealings with outside 
representatives, they are con- 
vinced that they are getting a 
square deal. Whether or not they 
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land the order, they know that 
the proposition has been judged 
and decided entirely on its own 
merits. 

In his personal experience, he 
has run the gamut from a 


Harry Louis Erlicher == 


humble beginning to large respon- 
sibility, and it has not changed 
him. With that background, he 
has a real appreciation of busi- 
ness success but he is not unduly 
impressed by titles or position for 
their own sake. Presidents and 
general managers come to his of- 
fice, and so do obscure cub sales- 
men who are just starting out 
along the road. The door is al- 
Ways open equally to both, as to 
anyone with a legitimate business 
mission. He puts them all at 
their ease, with a full measure of 
respect for their calling. He treats 
them all alike, and they all like 
him for it. 

Harry has grown up in the 
G.E. A Schenectady lad, he start- 
ed as a messenger nearly forty 
years ago, was attracted by pur- 
chasing work and got himself as- 
signed as office boy in that de- 
partment. A few years later he 
was buying office supplies and 


bolts and nuts. In due course 
was advanced to the positio: 
assistant purchasing agent 
eight years ago became head « 
the department. He is also i 
charge of the mining and sho; 
operations of the com 
pany’s mica depart 


During all this tim 

Harry has_ worked 

harder than the av 
erage; his capacity for work 
seems unlimited. It is not un 
usual to find him at his desk 
when a good many purchasing 
agents are taking their morning 
exercises or leisurely sipping the 
second cup of coffee. And when 
others are ready to call it a day, 
he is quite likely to be boarding 
the train for New York to keep 
an evening business appointment 
Harry modestly remarks that he 
is on the job early in the morning 
because he is habitually an early 
riser. But those who know him 
intimately, and know how he op 
erates, realize that one cannot 
keep open house for callers from 
eight to five and properly fulfill 
his other functional obligations 
without exceeding the so-called 
regulation working hours. 

His philosophy of purchasing is 
simple. He is tremendously in 
terested in the job and its possi 
bilities. He regards it primarily 
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as a service function. A believer 
in the orderly conduct of affairs 
and adherence to stated proce- 
dures, he is instinctively opposed 
to red tape. His cardinal princi- 
ple of business is to have a reason 
for everything he does. In think- 
ing over the day’s work, he fre- 
quently asks himself, “Why do 
we do this? Why do it this way?” 
And that constant common-sense 
analysis has kept his departmen- 
tal processes simple and direct 
when they might easily have be- 
come complex. 

He considers the purchase it- 
self as a practical working agree- 
ment in which the seller has as 
great a stake as his own company. 
He is not unmindful of the ad- 
vantages of quantity requirements 
and of his own favorable buying 
position as a large and desirable 
customer. But the fairness of his 
attitude is reflected in a statement 
made at the N.A.P.A. convention, 
where he discussed the important 
topic of warranties against pat- 
ent infringement: 

“Before a special agent asks for a spe- 
cial warranty, he might well consult the 
sales manager of his own company as to 
whether or not he would be willing to 
give his customers the same kind of a 
warranty. . . . The most tightly drawn 
warranty can accomplish nothing unless 
the manufacturer who gives it is not 
only as good as his word, but is good 
enough to try conscientiously to prevent 
any trouble to his customers arising from 
their dealings with him.” 


There is a world of character 
and business sense in that phi- 
losophy, and it goes far to ex- 
plain the highly satisfactory deal- 
er relationships that he has built 
up. 


E is public spirited, and has 

taken an active personal 
interest in the local affairs of 
Schenectady and of the adjoining 
town of Niskayuna, where he re- 
sides. Called to service on the 
boards of welfare organizations 
and community projects, he has 
accepted the responsibilities in no 
perfunctory manner. He takes 
genuine pride in the facilities and 
administration of these services. 
He has been a member of the 
School Board, on the board of the 
Mohawk Club, and currently 
holds office as vice president of 
the Mohawk Golf Club, which he 
helped to keep in the black during 
the difficult depression years. He 
is a past master of his Masonic 
lodge, and served as treasurer for 
several years. 

Frequent absence on business 
trips has made it impracticable for 
him to hold office in the Eastern 
New York Association of Pur- 
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chasing Agents, though he at- 
tends as regularly as possible and 
has contributed much thought 
and service to that organization 
and to the National Associat ion. 
He was a member of the Judges 
Committee of the 1936 N.A.P.A. 
prize essay contest, has been a 
featured speaker on several na- 
tional convention programs, and 
is now serving on the National 
Business Survey Committee and 
the National Committee on Le- 
gal Information. 

His golf is pretty terrible, but 
he enjoys the game and is a pop- 
ular partner. He likes the out- 


New Uses 


HE Fourth Annual Modern 

Plastics Competition, cul- 
minating in the display and 
awards this month, has revealed 
hundreds of new applications of 
these materials in the twelve 
major classifications: industrial 
parts—molded, laminated, and 
cast; decorative products—mold- 
ed, laminated, and cast; house- 
hold; scientific; transport; style; 
novelty ; and miscellaneous. More 
than a thousand entries are shown 
in the exhibit. 

Four of the prizes went to the 
Celluloid Corporation, pioneer in 
the plastics field, and manufac- 
turers of Lumarith, celluloid, and 
Protectoid packaging material. 
It is stated that Lumarith is rap- 
idly taking over the 25,000 appli- 
cations achieved in the past by 
celluloid, the first plastic, whose 
discovery in 1868 resulted from a 
$10,000 offer for some substitute 
material for ivory to be used in 
the manufacture of billiard balls. 

Among the products shown 
were new calendered sheets of 
Vinylite plasticized resins, de- 
veloped by the Carbide & Carbon 
Chemicals Corporation, possess- 
ing many of the advantages of 
leather and rubber, with few of 
their disadvantages. The new 
sheets offer possibilities for many 
industrial applications heretofore 
outside the scope of the industry, 
and large quantities have already 
been used for belts, watch straps, 
garters and similar articles. The 
material can be applied colorless 
or in transparent or opaque col- 
ors. It is flexible to the point 
of withstanding folding and re- 
peated flexing, and longer life is 
claimed than for the usual elastic 
and leather products. 

One of the outstanding features 
of the year, from an engineering 


of-doors, but confesses that he 
hasn't the patience for fishing. 
The truth of the matter is that 
his work is his real hobby. 

Naturally sociable and full of 
fun, there is another side just as 
important. He makes it a point 
to find time for some serious 
thinking and for reading—chiefly 
biographical works. Out of these 
quiet hours, he has evolved a 
sound and deeply based philoso- 
phy. It is inconceivable for him 
to tackle business from an im- 
personal angle. He likes folks 
and gets along with them because 
he, himself, is so darn human. 


for Plastics 


standpoint, is the increasing use 
of plastics in the 1940 models of 
motor cars. It is claimed that a 
complete automobile body molded 
of synthetic materials, already at- 
tained on an experimental scale, 
is not far from practicability in 
the present state of the art. 

The new high-test safety glass 
plastic developed this year, using 
a middle sheet of polyvinyl acetal, 
is found in windshields and side 
windows of many of the new 
models. Molded plastic instru- 
ment panels and dashboard as- 
semblies have been widely adopt- 
ed. Directional flashers on the 
rear of many cars, and some tail- 
light assemblies, are molded of 
translucent red plastics. Han- 
dles, knobs, buttons and similar 
parts are predominantly molded 
of plastic materials, the most 
commonly used type being cellu- 
lose acetate. 

Some of the future uses of plas- 
tics in motor car design are listed 
as: car tops of transparent and 
translucent materials; fenders 
which could be replaced inex- 
pensively; molded _ headlight 
housings and lenses; as well as 
the more ambitious body projects. 


1940 Armament Budget 


The expenditures for armament in 
this country during the fiscal year end- 
ing June 30, 1940 will total approxi- 
mately 1.6 billion dollars, and it is 
probable that this figure will be in- 
creased to 2 billion dollars for the 
next fiscal year. The bulk of this 
amount will go for further aircraft 
and naval equipment. Large expendi- 
tures are also contemplated for ma- 
chine tools and electrical equipment, 
trucks and tanks in the Army’s mech- 
anization program, as well as capacity 
production of shells and rifles. Some 
delays are anticipated in view of the 
fact that the industries affected are 
already congested and working at 
close to practical capacity. 
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More Colleges are Offering 
Courses in PURCHASING 


DUCATION in purchasing 

has come a long way in the 
past fifteen years. In 1924, pur- 
chasing courses were largely con- 
fined to the evening vocational 
schools of the Y.M.C.A., which 
had worked out a standard course 
outline in conjunction with the 
National Association of Purchas- 
ing Agents, and the only course 
of college grade was that at New 
York Gadtersity, sponsored by 
the New York Association, with 
George Heilman of the Otis Ele- 
vator Company as instructor. 

A current report by the Na- 
tional Association, based on ques- 
87 of these schools teach purchas- 
tionnaire returns from _ ninety- 
three schools and colleges of busi- 
ness administration, shows that 
ing in some form or another; in 
24 it is given as a separate course ; 
63 include purchasing topics in 
various other courses, though 
giving no separate course in the 
subject, there being a total of 97 
such courses in the 63 schools. 

The schools offering specific 
courses in purchasing are: 

Bryant College, Providence, R. I. 

Butler University, Indianapolis, Ind. 

University of Cincinnati (Evening 
College), Cincinnati, Ohio. 

Columbia University, New York. 

De Paul University, Chicago, IIl. 

Drake University, Des Moines, Iowa. 

Harvard University, Boston, Mass. 

University of Illinois, Urbana, III. 

Indiana University, 
Ind. 

Kent University, Kent, Ohio. 

Marquette University, Milwaukee, 
Wis. 

University of Michigan, Ann Arbor, 
Mich, 

New York University, New York, 
N. Y. 

Northwestern University, Chicago, 
Ill. 

Ohio State University, Columbus, 
Ohio. 

Ohio University, Athens, Ohio. 

University of Oklahoma, Norman, 
Okla. 

St. John’s University, Brooklyn. 

University of South Dakota, Ver- 
milion, S. D. 


Bloomington, 
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Recent survey of advanced courses 


in business administration shows 


increasing interest in 


the buying 


function as a factor in management 


University of Southern California, 
Los Angeles, Cal. 

Temple University, Philadelphia, Pa. 

University of Texas, Austin, Texas. 


Utah State Agricultural College, 
Logan, Utah. 
University of Wisconsin (Exten- 


sion), Milwaukee, Wis. 

In addition to the above list, 
purchasing courses were recently 
announced in these columns for 
the University of Rochester, Bos- 
ton University, Northeastern 
University, and Massachusetts 
State University Extension De- 
partment. 

The courses other than separate 
purchasing courses, in which the 
subject is included, are: 

Budgetary Control 

Budgeting 

Business Finance 

Business Policy 

Principles of Buying 

Commerce 

Economics of Consumption 

Cost Accounting (4) 

Problems in Distribution 

Law 

Manufacturing 

Marketing (29) 

Industrial Marketing (3) 

Merchandising (4) 

Personal Economics 

Wholesaling 

Also in 46 courses dealing with 
varied phases of management, as 
follows: 

Management (5) 

Business Management (5) 

Business Organization 

Business Organization and Manage- 
ment (4) 

Factory Management 

Industrial Management (7) 

Management and Industrial Rela- 
tions (3) 

Market Management (3) 

Office Management 

Production Management (5) 


Retail Management (6) 

Sales Management 

Store Management (2) 

The rapidly growing interest in 
these courses, and the increasing 
recognition of purchasing as an 
essential factor in a well rounded 
curriculum of business admin- 
istration, is indicated in a com- 
parative statement of the sit- 
uation as it exists today, con- 
trasted with the year 1933, which 
approximates the beginning of the 
intensive educational program of 
the N. A. P. A., which is contact- 
ing 131 schools and colleges, and 
241 individual instructors; has 
sponsored the preparation of ade- 
quate text material; and annually 
offers the incentive of the Boffey 
Memorial Award Students’ Con- 
test. 

In 1933, there were only nine 
schools offering separate courses 
in purchasing, as compared with 
more than a score today; only 25 
schools included purchasing in 
other courses, as compared with 
the present list of 63. There is no 
accurate record of the total num- 
ber of courses in which purchas- 
ing was taught six years ago, 
either separately or as part of a 
more general subject heading, but 
the actual courses on record to- 
day number 121. 

That this growth will continue 
substantially is indicated by the 
interest expressed by _ several 
schools where the subject is not 
yet included, and by the initial 
response to announcements of the 
1940 Boffey Memorial Award. 
Most of the replies show that stu- 
dents will be urged to compete 
for the awards, and in at least one 
instance the instructor has agreed 
to accept, as theses in course, the 
papers prepared for submission 
in this contest. 
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IRE rope, as a product, is 

about a hundred years 
old. It has always been, essenti- 
ally, a helical arrangement of 
strands of wire wound around 
a core or center. And barring 
the human element involved in 
the control of raw materials and 
the processes through which 
these materials are put, all 
brands of wire rope were pretty 
much alike. Prior to about fif- 
teen years ago wire rope was a 
staple product, very much the 
same, regardless of who made it. 
Today, however, users every- 
where are getting vastly increased 


service from wire rope. Why 
should this be? What has 
happened to wire rope? 

Well, two things have 


happened. First: the method for 
successfully preforming wire rope 
was discovered and perfected. 
Second: users of wire rope know 
much more about the product 
now than formerly and so buy it 
more intelligently and use it with 
greater care and respect. 

With the advent of the perfec- 
tion of the preforming principle 
all wire rope manufacturers have 
greatly increased their advertis- 
ing. Printed literature of an edu- 
cational nature has supplemented 
the rather dry engineering and 
technical data books and catalogs. 
Advertisements in trade periodi- 


What Has Happened 


to WIRE ROPE? 


E. S. WELLHOFER 


Chief Wire Rope Engineer 
American Chain & Cable Co. 


Wilkes-Barre, Penna. 


The section of 6 x 19 wire rope has been 
cut apart to show the construction. It would 
be impossible to so cut non-preformed wire 
rope because it would fly apart due to the 
locked-in stresses and unrelieved strain. 


Wire rope plays an important part in many 
phases of construction work. 
(Photos by American Chain & Cable Co.) 


cals have told basic facts about 
wire rope, its application and use, 
and these have been supplemented 
by articles of an editorial nature 
which have discussed various 
phases of wire rope. The educa- 
tional work that has been done by 
both the manufacturers and 
magazine publishers has done 
much to make industrialists con- 
scious of wire rope and this in- 
creased knowledge of rope, in it- 
self, is one of the answers to the 
question that forms the title to 
this article. 

But—during the last century or 
so wire rope has been like a giant 
whose tremendous strength has 
been held in check. It has helped 


mine millions of tons of coal and 
ore; it has done mighty deeds, 














































but deeds not nearly as mighty 
as those of which it is capable 
Its great strength could not flow 
through its muscles of steel, be- 
cause the strong muscles them 


selves interfered with on¢ 
other in the performance of 1 
work. 


Every wire rope that was mad 
before 1924 was held back from 
the full performance of its 
by internal stresses which pré 
vented each wire and each strand 
from contributing its full strength 
and ability to the work to which 
it was assigned. The true pos 
sibilities of the wire rops 
not realized until a means of ove 
coming these internal 
was discovered. That means 
the preforming of wires id 
strands to the exact shape they 
would have to assume in the com- 
pleted rope. 

When __non-preformed vire 
rope is made, straight wires ar 
forced into a shape that may bs 
described as that of “a helix with 


stresses 
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Wire rope helps to build the Blue Ridge 
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Slusher rope in metal mine — an extremely severe 
Skyline Drive in Virginia, at an elevation type of service, with excessive abrasion on the 
3,000 feet. (Photo by A. crown wires. Photo by American Chain & 

Leschen & Sons Rope Co.) Cable Co.) 


in a helix” or “a compound helix’”’ 
—a complicated form from which 
the “springy” wire constantly 
tends to free itself. In this na- 
tural tendency to resume the 
straight form to which it was or- 
iginally drawn, the wire exerts 
pressure against neighboring 
wires, which are themselves ex- 
erting that same pressure against 
all wires with which they come in 
contact. Entire strands made of 
these stressed wires are likewise 
exerting a still greater pressure 
against other strands. Thus, the 
entire structure of a non-pre- 
formed rope has within it many 
pent-up forces which exert very 
harmful influences when the rope 
it at work. The forces are always 
present. As a matter of fact, they 
must be held in check at rope 
ends by strong seizings. Were it 
not for these seizings the wires 
and strands of non-preformed 
rope would immediately fly out of 
the rope, and the rope itself be- 
come a useless jumble of wires. 
One of the original intentions 
of the men who developed the pre- 
formed wire rope was to produce 
a “stable” rope in which the in 
dividual wires and strands would 
lay inertly, “at ease”, in the rope 
and would not require to be 
seized. This purpose was ac- 
complished by preforming or pre- 
shaping the wires and strands to 
the exact helical form they would 
have to assume in the rope. When 
_ the first preformed ropes were put 
under test, it was immediately 
discovered that the preforming 
had contributed many other ad- 
vantages much more important 
than the ability of the rope to 
hold together without seizings. 
All these advantages follow from 
the fact that the various members 
of the rope are free of internal 
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stress—unstrained, relaxed, in a 
“state of ease.” 


Proved in Use 


At the time preformed wire 
rope was introduced it quite na- 
turally met with the usual skepti- 
cism that is assigned nearly every 
new development or radical de- 
parture from established custom. 
Wire rope manufacturers were al- 
most unanimous in their hesi- 
tancy to approve the preforming 
principle, but field service in 
every industry quickly proved the 
efficiency of the basic improve- 
ment. 

Field practice in all industries 
and practically all applications, 
proved that the preforming of 
wire rope endowed that rope with 
many advantages. One of the 
more important advantages was 
that preformed wire ropes have 
much higher resistance to the 
metallic fatigue caused by bend- 
ing and other actions in a loaded 
line. A preformed wire rope may 
be bent many more times over a 
sheave than may a non-preformed 
rope of the same size, grade and 
construction working over that 
same sheave under the same con- 
ditions of load and operation. 


Stresses Are Relieved 


You see, every piece of metal 
has a normal fatigue life which is 
influenced by the conditions un- 
der which the metal is used. Each 
rope will stand for only so much 
continual bending and rebending 
before the internal structure of 
the metal is broken down and the 
metal breaks. 

Both the number of bends and 
the intensity of the bending have 
their effect upon the metal. In 
the case of a wire rope it is only 
by minimizing the intensity of 


each bend that the manufacturer 
can conserve the fatigue life of 
the rope wires. This, however, he 
can do (and now is doing) by 
preforming the rope. 

When a rope has been pre- 
formed the inherent stress is 
taken out of each wire. When 
this wire is subjected to a bend 
over a sheave, the only stress it 
encounters, so far as the bend is 
concerned, is that contributed by 
the bending operation itself. To 
this normal bending stress there 
is not superadded an additional 
internal stress which has the 
effect of intensifying the severity 
of the normal bend. Each bend, 
then, is taken with less damage 
to the rope. Therefore, it will be 
able to go through a greater num 
ber of bends—which is merely an- 
other way of saying that it will 
give longer service. 

From the greater ability of the 
preformed wire rope to resist 
bending fatigue follow many ad- 
vantages related in various ways 
to the advantage just stated. 


Getting the Best Service 


A preformed wire rope, like any 
other rope, gives its best service 
when operated over sheaves of 
proper diameter. However, in 
actual practice, many ropes must 
be run over sheaves that are not 
correct in size. In such a case the 
non-preformed rope suffers much 
more than does the preformed 
rope. The fatiguing effect is 
greatly increased in _ intensity. 
Undersize sheaves have a much 
greater influence on the fatigue 
life of non-preformed ropes. 

In the many cases in which 
wire ropes are subjected to severe 


‘abrasion, such as in slope hoists, 


it is desirable to use ropes with 
the largest outer wires that can 
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be practically employed. But re- 
sistance to bending fatigue is in 
inverse ratio to the size of the 
outer wires. The smaller the 
outer wires the longer the rope 
will hold up under _ bending 
fatigue, the larger the outer wires 
the sooner the rope will fail be- 
cause of fatigue. Now, since pre- 
forming removes the internal 
stresses that intensify fatigue, a 
larger outer wire in a preformed 
wire rope is the equivalent of a 
smaller wire in a non-preformed 
rope. Therefore, preforming 
gives greater freedom in employ- 
ing ropes with larger outer wires. 

Preformed wire ropes resist 
kinking—and this is a very valu- 
able characteristic for practically 
all users of wire rope. “Cranky” 
ropes with a marked tendency to 
kink cause a great amount of 
trouble and give less service than 
more tractable ropes. Ropes that 
are inclined to kink easily are 
difficult to install and are fre- 
quently injured during the time 
of installation. They are harder 
to thread through sheaves and 
blocks and the eye of the drum. 
They throw themselves into un- 
expected loops which a pull on 
the line quickly changes into 
permanent kinks. Many non- 
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; At left: Two important ap- 
i plications of wire rope — a 
: quarrying operation, and 
handling heavy materials in 
a steel plant, with traveling 
crane and magnet. (Photos 
by American Chain & Cable 
Co.) 


Right: Wire rope is exten- 
sively used in marine service. 


Below: Careful attention to 

pulleys and sheaves is essen- 

tial to satisfactory service. 

(Photos by American Steel & 
Wire Co.) 





























preformed ropes suffer severely 
at the time of installation because 
of crankiness. This crankiness 
also causes many operating diffi- 
culties that shorten rope life, as 
will be described further on. 

The load on a preformed wire 
rope is distributed equally to each 
strand, and to each wire in every 
strand. The rope is safer under 
load, lasts longer and maintains 
the safety factor better. 

The very nature of the preform- 
ing process forms all sections of 
every strand in a rope to exactly 
the same shape, under exactly the 
same tension and passes it on to 
the closing operation as a rope 
member exactly equal in every 
respect to all equivalent mem- 
bers. Every strand in a pre- 
formed wire rope has precisely 
the same load-bearing capacity. 























When the line is installed and th 
load applied each strand settles 
down to work carrying an equal 
share of the load and bearing with 
equal pressure against the core 

The preformed rope has elim 

inated the tight strands and the 
high strands that detract so much 
from the strength and depend 

ability of a line. 

When outer wires break they 
do not stand up from the surface 
of the rope to injure workmen 
sheaves and the rope itself. 

Preformed wire ropes are in 
stalled with greater ease and in 
much shorter time. 

Preformed wire rope is savin; 
large amounts of money for many 
operators by the ease and speed 
with which it is installed. It is 
removed from the coil or reel on 
which it was delivered without 
the danger of kinking it. It is 
easily and quickly threaded. The 
first layer winds on the drum uni 
formly and establishes a secur: 
foundation for the perfect spool 
ing of successive layers. Even 
when the fleet angle departs from 
the normal, as it frequently does 
it is not nearly so difficult to ar 
range for good spooling as in the 
case on non-preformed rope. To 
say that it cuts the time of reev- 
ing and installing in half is to 
make a very conservative state 
ment. 

This saving, however, is not the 
most important. The savings 
that count for most are those se- 
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cured through reducing’ the 
length and frequency of shut- 
downs—through keeping produc- 
tion going and preventing un- 
necessary disturbances of sched- 
ules on which other equipment is 
operating. 






















Preformed wire rope is standard 

equipment on many cable-controlled 

machines such as scrapers, rooters and 

portable cranes. (Photo by Broderick 
& Bascom Rope Co.) 


When a non-preformed wire 
rope is started to work, right 
after installation, great care must 
be taken to break it in slowly, to 
form it to some extent for the 
work it has to do. A preformed 
rope, as the name indicates, is 
already formed. Because of this 
fact it is free of the danger of in- 
jury during that critical period of 
early use. 

Preformed wire ropes in 
stretching, do not involve change 
in lay, but merely a firm bedding 
on the core. 

Preformed wire ropes do not 
rotate in the sheaves to the same 
extent as non-preformed ropes. 

Preforming relieves wire ropes 
of the torsional stress that cause 
them to rotate on their own axis. 
This rotation causes great injury 
to sheaves and to the rope itself, 
subjecting each to unnecessary 
abrasion, and resulting in greater 
fatigue wear on the rope. 

Preformed wire ropes resist 
whipping. 

Whipping of a wire rope is an 
effect aggravated by a condition 
of internal stress. This effect is 
very injurious as it causes fatigue 
at sockets or the point of rope 
ends, and promotes poor spooling. 
It also prevents higher line speeds 
in many cases. Whipping often 
occurs in leads between main 
sheaves and drums and in any 
line that is jerked. 
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Preformed wire ropes permit 
better attachment of sockets 
which may be applied without un- 
balancing the rope lay. 

Preformed wire ropes make the 
Independent Wire Rope Center 
much more practical, assure full- 


Changing heavy rolls in a rolling mill 
by means of 8-part braided wire rope 
slings. (Photo by Macwhyte Co.) 


Rotary drilling of deep oil wells re- 

quires the highest type of service 

from wire rope. (Photo by Broderick 
& Bascom Rope Co.) 


est benefits of increased strength, 
better spooling qualities and in- 
creased resistance to bending. 
Before the preforming process 
was developed the Independent 
Wire Rope Center was not truly 
practical. For one thing, there 
were conflicting stresses between 
the core and the strands. Also 
core wires fatigued too rapidly 
and broke, as a result of the fric- 








tion caused by the bending of the 
rope. When preformed ropes 
were made with Preformed Inde- 
pendent Wire Rope Centers, it 
was discovered that the removal 
of internal stresses has the effect 
of preserving the core and the un- 
dersides of the strands, as well as 
permitting the core to add its 
strength to that of the rope. 

Preformed wire ropes assure 
the fullest advantages from Lang 
lay. 

Lang lay ropes, with all their 
potential advantages were never 
really practical until the art of 
preforming was introduced. They 
were too cranky, too lively, for 
dependable service. Now, in a 
preformed rope the operator can 
have the flexibility and resistance 
to abrasion of a Lang lay rope 
without any of the disadvantages 
formerly associated with it. 
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Whats RIGHT in 
PUBLIC 


PURCHASING 








A. L. McMILLAN 


Buyer, Department of Purchase 


EDERAL governmental pur- 
oF cae has been charged 
with inefficiency, bureaucracy, 
and red tape. A writer in the 
September issue of PURCHAS- 
ING, who had to purchase under 
governmental regulations for the 
PWA and WPA, described the 
difficulties he had experienced and 
the seeming futility of doing any- 
thing about it. Cumber- 
some and restricted as the 
procedure may be, some- 
thing may be done about it 
as illustrated by the im- 
provements made in public 
purchasing in recent years 
by New York City. 

Purchasing approximately 
$27,000,000.00 per year in 
consumers’ goods, the City’s 
procurements run the gamut 
of almost every human need 
of health and sickness, of 
recreation and industry, for 
its 7,500,000 citizens. Pub- 
lic buying, though neces- 
sarily bound by regulations 
need not be helpless, but 
given the right support of 
authorization and admin- 
istration can use those regu- 
lations for its own proper 
efficiency and protection. 

The taxpayer, through his 
elected officers, always has 
laid down laws that restrict 
the freedom of public spending. 
Through the experience of years, 
additional safeguards and restric- 
tions are added until the conduct 
of efficient business actually is 
hampered. However there are 
some governmental purchasing 
agencies, which, because of the 
zeal of public-spirited officers, the 
support of their citizens and the 
compactness of their operations, 
have cleared away the dead wood 
of needless restrictions and de- 
veloped a new trend in public 
buying. A brief review of the 
machinery by which this has been 
accomplished in New York City 
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City of New York 


will interest other public buyers 
and private citizens who are con- 
cerned with the proper spending 
of their tax dollars. 

Recent years have seen some 
radical changes in New York 
City’s purchasing. Prior to the 
La Guardia Administration in 
New York City, the Department 
of Purchase played only a minor 





A. L. McMILLAN 


THE AUTHOR of this article 
writes from a background of pur- 
chasing experience in both indus- 
try and government. Formerly 
Purchasing Agent for the Warner- 
Quinlan Company, New York 
City, he entered the public service 
two years ago and has been a 
part of the development cited in 
the article. In 1936, his paper on 
“Why We Buy Where We Buy” 
won first award in a national 
contest sponsored by the N.A.P.A. 


role in the procurement activit 
of the City, being only a pri 
getting agency for certain of t 
City departments. Most depa 
ments procured their commoditi 
and supplies through their « 
departmental purchasing agent 
Favoritism and preference we! 
common, and writing of specifica 
tions was slack and inadequat« 
Inspection of delivers 
goods was a mere rubb 
stamp formality. 

But with the advent 
Mayor LaGuardia’s admini 
stration in 1934, a 
regime was established. Fo 
his Commissioner of Pu 
chase the Mayor selected D 
Russell Forbes, Professo 
Government at New Y 
University whose book 
“Governmental Purchasin 
is the No. 1 authority on the 
subject. Armed with a r 
cently enacted law which d 
rected the centralizing of a 
purchasing activities, and 
which he himself was vii 
tually the author, Commis 
sioner Forbes went to work 
to establish governmental 
purchasing on a sound and 
efficient basis in the Cit 
New York. 

It has not been 
There were many difficulti 

to be overcome—objections fron 
the departmental agencies whic! 
were losing their procurem« 
authority, opposition of the poli 
ticians who tried to hold on t 
every vantage point, and 
training of a personnel which ha: 
never before known the purchas 
ing business as anything but 
price-getting function. But to 
day, after nearly six years 
ceaseless effort, Commissione: 
Forbes can lay claim to a | 
chasing agency which compares 
favorably with private enterpris 
and is seldom equalled by 
ernmental agencies hemmed in | 











restrictive “red tape.”” The New 
York City Charter which became 
effective on January 1, 1938, prac- 
tically marked the completion of 
the establishment of basic prin- 
ciples for the operation of the 
City’s Purchasing Department, 
and the past year has been de- 
voted to oiling the machinery, 
rather than adjusting the gears. 

Far be it from us to say that 
the New York City purchasing 
policy is a perfect or finished 
process; changes are made in it 
every day. But here, at least, we 
can say is an answer to many of 
the difficulties found in public 
procurement. There is consider- 
able difference, to be sure, 
between Federal procure- 
ment which necessarily must 
be regulated over a nation- 
wide system and New York 
City procurement where the 
buying is done from one cen- 
tral office with the Commis- 
sioner personally in charge 
(and personally present, by 
the way). But the volume 
and diversity of purchase is 
comparable, and legal re- 
strictions are in the public 
interest. 

Regulations and laws re- 
garding purchases by a gov- 
ernment are not necessarily 
adverse to good purchasing 
policy. The taxpayer's 
money returns to trade 
through payments primarily 
to employees and for mate- 
rial. Through the author- 
ities and responsibilities as- 
signed to the Civil Service 
Commission, the expendi- 
ture for personnel services 
is very well regulated—only 
about 500 employees, includ- 
ing the Mayor and his Com- 
missioners, are not  con- 
trolled by Civil Service out of the 
150,000 or so employees on the 
City payroll. And so likewise, 
the taxpayer is interested in the 
regulation of expenditures for ma- 
terial and the results are approxi- 
mately in the same proportion. 

Recognizing this need in the 
public interest, the people who 
draft charters, laws, and regula- 
tions, have grappled with the 
necessity of imposing certain re- 
strictions. To clearly indicate 
what the principal restrictions 
are, let us abstract the regulations 
of the New York City Charter: 

Purchases exceeding $1,000.00 

(defined as contracts) shall be 

made on public letting founded on 

sealed bids. 

The purchasing agency may re- 
ject all bids; otherwise must 
award to the lowest responsible 
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bidder; if other than lowest bid is 

accepted a detailed statement of 

the reasons therefor must be filed 
with the Comptroller and the 

Treasurer. 

In purchases of less than 
$1,000.00 (termed Open Market) 
award is made upon competitive 
bids but without public advertise- 
ment. Purchases of $10.00 or less 
can be made without competition. 

All purchases shall be based 
upon. specifications which are 
definite and certain, and which 
permit of competition. 

In other words, the buying 
agency can purchase directly 
“over the counter” up to $10.00 
upon one bid; must secure com- 
petitive bids based on specifica- 
tions up to $1000.00; and pur- 





RUSSELL FORBES 


Commissioner of Purchase 
New York City 


chases exceeding $1000.00 must 
be formally advertised in the 
“City Record”—the official paper 
published daily by the City. And 
if no specification can be written 
so that competition may be ob- 
tained, the purchase is recom- 
mended to the Board of Estimate 
as a special case justifying award 
without public advertisement. 
Now what is difficult about 
that? Or what portion of these 
restrictions could be withdrawn 
in the interest of the public or 
even in the interest of good buy- 
ing? Of course, there are other 
regulations—details of the pro- 
cedure and the actual operation 
of the buying function. But the 
above are the basic restrictions. 
Looking at it objectively, are they 
much different from the regula- 


tions which might be laid down 
by some corporation Board of Di- 
rectors who take their purchas- 
ing seriously? 


Competition is Essential 


One of the first questions to 
arise is, quite naturally, “What 
is competition?”—for when you 
act by law everything must be 
definitely and exactly understood. 
As far as definition goes, if three 
honest solicitations to bid are 
made, then certainly competition 
has been offered even though only 
one of the vendors actually sub- 
mitted a price—for you cannot 
force a vendor to quote. There 

are, of course, difficulties 
arising when the article de- 
sired does not lend itself to 
general specification or when 
the “or equal” basis of bid- 
ding cannot be used. Actu- 
ally few articles exist for 
which an “or equal” cannot 
be offered in competition. 
Exceptions can be referred 
to the Board of Estimate for 
purchase without public 
letting. In order to obviate 
the necessity of going before 
the Board with small pur- 
chases, the Board of Esti- 
mate has passed a blanket 
resolution laying down regu- 
lations under which pur- 
chases of such items for less 
than $1000.00 can be made 
currently by the buying 
agency. The larger contract 
purchases exceeding 
$1000.00 must be referred to 
the Board of Estimate in 
each individual case. 
But there is no urge in the 
New York City procedure to 
limit the bidding to only the 
three required for compli- 
ance with the requirement 
of the Charter. The operating 
procedure enables the buyer read- 
ily to advertise the bid to any 
vendor on his mailing list. The 
number may be three or ten or 
twenty or more, as may be needed 
to explore the market and get the 
best price. The buyer in this or- 
ganization is a specialist on the 
particular commodity assigned to 
him and he knows the respon- 
sible and dependable firms han- 
dling the kind of material. He 
continually tries, therefore, to in- 
clude on his vendor’s list the best 
firms in the City and to interest 
them in bidding on the City’s 
business. In practice, purchases 
of less than $100.00 are generally 
advertised to three or four 
vendors for reasons of economy 
and expedition, but bids for larg- 
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er amounts are mailed to ten to 


fifteen vendors beside being 
“posted” in the public room in 
the Municipal Building where 


they may be picked up by any 
qualified person who is interested. 


Insist on Responsibility 


In governmental buying it is a 
problem to keep out those firms 
who live by their wits, with their 
offices in their hats. They 
are not substantial 
enough to carry through 
their contracts if the least 
difficulty develops and 
the City is then injured 
by the non-execution of 
the contract. An answer 
to this difficulty is found 
in the New York City 
Charter which directs 
award to “the lowest 
responsible bidder.” A de- 
posit on “contract” bids 
of 2% of the bid-amount 
is required as a matter of 
“earnest money” to keep 
out idle bids. This money is 
returned promptly after award 
has been determined, but no 
surety bonds are now required on 
New York City bids. 

The requirement of “responsi- 
bility” is therefore called upon to 
eliminate those poorly financed 
bidders or to hold them in check, 
for it certainly is not the inten- 
tion of a governmental agency to 
prevent the little business man 
from getting started. To de- 
termine “responsibility” in regu- 
lar order, the Board of Estimate 
has directed that a committee on 
responsibility, consisting of a 
representative from the Comp- 
troller, the Corporation Counsel 
(Law Department) and the Pur- 
chasing Agency shall pass upon 
the responsibility of the vendor. 
The procedure sometimes works 
to the advantage of the small 
business man as well as the City, 
for it prevents him from over- 
stepping himself. 

Another common _ complaint 
about public buying is the prac- 
tice of awarding to the lowest bid 
without any allowable discretion 
as to whether that bid is the best 
buy. If we could expect every 
bidder to offer the specified ma- 
terial or its true equal, everything 
would be lovely, but confidence of 
vendors in their own goods being 
what it is, plus a little tendency to 
get away with something if they 
can, makes it a real problem in 
maintaining the standard called 
for in a bid. The lowest bid often 
is not the equal of the standard 
used in specification. 
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Pre-Knowledge is Required 


There is one significant differ- 
ence between private buying and 
public buying. In the private 
concern the buyer lets it be 
known that he desires prices on 
(let us say) ten desks of a certain 
type. Vendors make their offer- 
ings and the buyer, after examin- 
ing desks and listening to sales 
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BOUNTY CONTROL 
OF BUVIG TOL 


County Commissioner Jack Tay- 
lor, cross-examined on his proposed 
centralized purchasing system for 
King County, testified today that 
the Board of County Commissioners 
already controls the largest portion 
of purchasing items in the budget. 


_ 


year by his department. 
Pape Tells Savings 


First witness for the commis- 
sioners was Willarca V. Pape, pur- 
chasing agent for the City of 
Seattle. Pape said centralized pur- 
chasing had saved the city $500,000 
Under cross-examina- 
Shefelman_ estab- 
lished that Pape is a civil service 
employe and not subject to any 
political appointment by a Board 


since 1937. 
tion, however, 


of County Commissioners. 


“You are not attempting to say 
that a political apvcintee, subject 
to the Board of Ccunty Commis- 
would meke the same 
savings as you nave?” Shefelman 


sioners, 


asked Pape. 


“He’d have a preity tough time 


of it,” Pape replied. 


. 





—from the Seattle Times 


arguments, including reflections 
possibly from his own sales de- 
partment, is ready and free to de- 
cide on the best buy in the lot. 
(But what a grand opportunity 
for a little worth-while sales pres- 
sure in the meantime!) 

In public buying, the specifica- 
tion must be determined in ad- 


ei 
held tnis year and pianned for next 





“We want ten 
Jones & Jones desks No. 100, or 


vance of bidding: 


equal.” There is to be no chang 

ing of standard after the bids ar: 
opened. The public buyer must 
know in advance that his speci 
fication standard is correct. What 
then if Smith & Smith No. 500 
desks are offered at a lower pric« 
than Jones & Jones desks? The 
buyer must determine whether 
the Smith desk is equal to Jones, 
for his responsibility lies in mai: 

taining the standard of quality 
called for in the bid; otherwis: 
his procedure would degrade into 
the purchase of the cheapest junk 

Here we must have a qualified 
buyer who is thoroughly ac 
quainted with the commodity and 
the industry. He examines 
samples, catalogs, and data 
sheets; he consults with 
users and inspectors in th: 
field who have actually 
handled the material. Lab 
oratory tests may be called 
for. In the end, he knows 
and can definitely certify 
whether the substitute is 
equal to the standard called 
for. If the substitute is not 
equal he declares it an “in 
formal” bid with a writte: 
report of why it is “not 
equal” and proceeds to thx 
examination of the next low 
bid. 

This calls for a buyer of 
analytical and scientific turn 
of mind who can sift the 
facts and fundamentals from 
the representations of sales 
men and advertising. It is 
not surprising that a numbe: 
of the New York City buy 
ers are engineer-trained. He 
must also have a personal 
Sagacity that can satisfac 
torily explain to a disap 
pointed salesman why his 
material was “not equal” 
for some vendors are su! 
prisingly ready to seize up 
on their rights as down 
trodden taxpayers to de 
mand that the City purchase 
their make of material re 
gardless, but of course to 
their own benefit. 

It is interesting, by the 
way, occasionally to note 
the astonishment of a sales 
man who sees the “insides” of his 
product for the first time when a 
buyer analytically examines it 
As every purchasing agent 


knows, an unfortunate percentage 
of the salesmen on the streets are 
little more than walking calling 
cards who repeat only what their 
sales managers have told them, 
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and have had little opportunity— 
even if they have the interest— 
to really see how their product is 
made or how its inside qualities 
compare with competitors. (We 
recently cut open a playground 
soft ball with amusing and amaz- 
ing results after listening to the 
salesman’s account of its quality.) 


Practical Specifications 


The writing of specifications, in 
the New York City procedure, 
does not omit consideration of the 
buyer; in fact, he is relied upon 
to- furnish information as _ to 
grades, qualities, prices and avail- 
ability of the goods. He is by no 
means powerless in requesting 
correct specifications which will 
give the City the best values for 
the expenditure. To function 
thus most satisfactorily the buyer 
must inform himself on the actual 
use made of the material in the 
requisitioning department and the 
grades and qualities in the mar- 
ket that are adaptable to that 
use. And through cooperation 
with the Comptroller’s inspectors 
who check the quality of the 
actual deliveries he readily keeps 
in touch with the results that 
have been obtained. 

It is difficult, of course, to 
write specifications for every type 
of requirement. This is particu- 
larly true of art subjects or any 
other material in which personal 
choice rather than physical 
measurements must be relied up- 
on. “Outfitting a lounge with 
furnishings of the Renaissance 
Period” (the example cited by the 
previous writer) would be of this 
type. Even the purchase of a 
police horse will call for personal 
selection. These subjects are 
classified for what they are and 
exempted as special and particu- 
lar cases from public letting, and 
purchased under regulations on a 
basis of “as selected.” 

Many people seem to think that 
specifications are written in such 
a way that either (a) everybody 
can bid or (b) only certain fa- 
vored vendors can bid. Neither 
viewpoint is correct, of course. 
Regulations require simply that 
specifications will permit compe- 
tition. 

That does not mean to let 
down the bars. Competition, as 
defined above, may mean at least 
three vendors can meet the re- 
quirements. If it is possible, 
more suppliers can be admitted 
by broadening the specifications 
but there should not be any un- 
due lowering of quality stand- 
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ards. If it is advisable to main- 
tain a high quality standard, then 
conceivably specifications might 
appear in which three suppliers 
seem to be favored—but the 
favoritism extends only to the 
fact that they are high quality 
producers. Though the agency 
may be spending’ taxpayers’ 
money, there is no reason why it 
should not obtain the best qual- 
ities for the particular job. Pub- 
lic buying is obligated to main- 
tain quality standards. 


The Cost of Red Tape 


Every public buyer wonders 
from time to time how much the 
“red tape” is costing his agency; 
wonders how much could be 
saved if he were not bound round 
with all the safeguards and re- 
strictions. Personally, he is sure 
there would be no graft, favorit- 
ism or prejudice. But over in the 
next county, next city, or next 
state, he will admit it might be far 
different. And when he examines 
the prices he obtains on govern- 
ment bids, he finds little room for 
savings. Perhaps he could save 
by more expeditious handling but 
that would be difficult indeed to 
evaluate. 

And then he wonders just 
where he would stand personally 
if the definite and standard pro- 
cedure of public buying were 
taken away and he was left to 
make decision in each case as to 
the “best buy.” Disappointed 
vendors there are aplenty under 
regulations, but if the public buy- 
er were a free buying agent, he 
would be forever explaining his 
decisions, though he were the 
most honest and sincere employee 
in the country. 

Civil Service qualifications 
have their place in selecting the 
proper personnel—and the entire 
personnel of New York City Pur- 
chasing Department, excluding 
the Administrative offices, are 
under Civil Service; but that it 
not enough. Buyers and other 
responsible employees are agents 
indirectly of the taxpayers and 
proper restrictions and regula- 
tions must be written to safe- 
guard them against unwarranted 
criticism. Not only do the legis- 
lative restrictions insure the prop- 
er expenditure of public monies 
but they are also designed to pro- 
tect the public servant in the 
faithful performance of his duties. 

There are inherent difficulties in 
public buying. “Red tape” may be 
one of them, but the example of 
New York City shows that it need 





not be unduly restrictive. It may, 
in fact, be turned to good account 
in the protection of public funds 
and public employees. That dif- 
ficulties do exist cannot be denied, 
and they will continue to exist as 
long as lack of public interest and 
confidence and understanding of 
the purchasing function is dis- 
placed by political influence and 
chicanery. 

The National Association of 
Purchasing Agents through its 
membership is fostering a profes- 
sional interest in public buying 
that is accomplishing results in 
local governments. It is a fight, 
not against “red tape” (which is 
only a symptom of the trouble), 
but against deep-rooted political 
favoritism and connivance that 
prevents the exercise of knowl- 
edge and good judgment. It calls 
for strong leaders with inspira- 
tion, who owe no political boss at 
the expense of ideals, who under- 
stand the procurement function 
from its business, legal and prac- 
tical viewpoints, and who can re- 
cruit the capable helpers they 
need to carry out their reforms. 

Whether in Municipal, State, or 
Federal purchasing, the profes- 
sional demand for capable men 
and sound business practice will 
turn the restrictions and encum- 
bering details so prevalent in 
many governmental agencies into 
regulations that work to the bene- 
fit of all concerned. This philos- 
ophy has been adhered to in the 
City of New York. We have in- 
dicated above some of the tools 
which were used to accomplish 
the results. 


Shelton Advances 


A. E. SHELTON has resigned as 
Chief Purchasing Agent of the Lock- 
heed Aircraft Corporation to accept 
an appointment as President and Di- 
rector of the Menasco Manufacturing 
Company, Los Angeles, largest Pacific 
Coast producers of air-cooled, in-line 
aircraft engines. 


Milliken Appointed 


WILLIAM MILLIKEN has been 
appointed purchasing agent for the 
Essex County Sanatorium at Middle- 
ton, Mass., succeeding Mrs. Julia A. 
Reed, retired. Mr. Milliken has been 
chief steward of the Hawthorne Hotel, 
Sales. 


Cronin at Haverhill 


MAJOR GEORGE J. CRONIN, 
State Purchasing Agent for Massa- 
chusetts, addressed the newly estab- 
lished Board of Standards at Haver- 
hill, Mass., on October 19th, explain- 
ing the part which materials stand- 
ardization plays in an effective pur- 
chasing program. 
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HOW MICA is 
™ MARKETED 


FRANCIS A. WESTBROOK 


HIS country is the largest consumer of 

in the world, the largest use being in the 
trical industry due to its excellent dielectric pz 
erties. About 90% of the world production of s! 
mica in the form of “splittings,” goes into electri 
insulation of various kinds. It is chiefly of 
variety known as muscovite, and almost all 
is imported from India although small quantit 
—something under 5%—are produced in the Uni 
States. Only the best grades of Indian ruby 
can be used for high grade electrical work, 
ticularly in condensers; but other grades, as 
as the domestic product, can be used in heat 
elements and for other, less exacting applicati 
It is true, however, that the quality of imported 
dian mica is generally high, its preparation 
cleaning, grading and packing, is excellent 
labor costs are naturally much lower than 
domestic product. 

The qualities which make mica so suitable 
electrical insulation, condensers, and X-ray 
are, first of all, its great dielectric strength, and 
addition, its flexibility which makes it possibl: 
bend and roll thin sheets into tubular form, its | 
resistance to heat, its non-absorbent proper 
transparency, luster, and mechanical and chen 
stability under severe conditions. 

These characteristics, in varying measure 
make it a serviceable material in numerous ot! 
industries. Sheet mica is used for the glazin; 
lanterns, peepholes for furnaces, shields, porta 
household stoves and other items exposed to hi 
heats. Built-up mica is made of splittings cement 
together with shellac or inorganic binders; it 
be machined into any desired shape. Paper and « 
tapes faced with split mica are also used for ins 
tion. 

Ground mica used in this country is chiefly of 
mestic origin, supplies being ample, and geograp! 
reasons giving the domestic producer a strong c 
petitive advantage. Ground mica is used in 
roofing, wall paper, and rubber industries in cons 
erable quantities. It is also used in paint manufa 
ture, in oil, for Christmas tree “snow,” fancy coat 
papers, lining papers, candy and hosiery b 


Photo at upper left: Open pit mining in New 
Hampshire. At left: Mica insulating tubing is 
placed in the armature core laminations 
through which the copper windings pass and 
connect to the commutator, at the electric 
locomotive shops of the New York, New Haven 
& Hartford Railroad. 
(Photographs by Ewing Galloway) 
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foundry and concrete facing, pipe-line enamel, an- 
nealing, molded insulation, some plastics, etc. 
Wet grinding of the mica is required for the wall 
paper industry because this process preserves the 
luster of the small particles and the ability to 
make a smooth mixture with liquids. Dry ground 
mica, on account of the severe abrasion to which 
it is subjected, lacks luster and is difficult to mix 
with liquids. Its main use is for roll roofing and 
composition shingles to prevent their sticking to- 
gether and to add both wearing qualities and a 
pleasing appearance. 

New England and North and South Carolina 
are the two principal producing regions in this 
country, although New Mexico and the Dakotas 
have been producing increasing quantities in re- 
cent years. The domestic output is handled by 
a half dozen companies who are also processors. 

On account of the irregularity of the deposits, 
large scale operations with systematic mining 
methods and machinery are not ordinarily justi- 
fied, though there are a few notable exceptions. 
A good deal of the ground mica is a by-product of 
feldspar mining. In some cases open quarrying is 
employed, and in others stoping. 


Varieties of Mica 


There are two principal kinds of sheet mica—mus- 
covite and phlogopite. There are a number of other 
mineralogical forms of comparative rarity, which 
have but little industrial significance. 

The cleavage of both muscovite and phlogopite is 
one of the remarkable characteristics possessed by 
this material, and makes it possible to secure sheets 
of practically any desired thickness. Muscovite, 
free from bubbles and stains, is regarded as the ideal 
dielectric for condensers as it has an insulation value 
of some 5000 volts per mil of thickness and a very 
low power factor which keeps it from heating. 
Phlogopite is less suitable for this use because of 
its higher power factor. Both types withstand high 
temperatures, corona discharge, water and oil. 

Phlogopite comes in silver, golden, light green 
and dark green color, and thus gets its name of 
“amber” mica. It is particularly adaptable for elec- 
tric soldering irons and mica spark plugs. It is 
especially useful for the insulation between com- 
mutator segments because it wears at about the 
same rate as copper under the friction of the 
brushes. The harder muscovite produces ridges be- 
tween the copper segments after a period of use, 
which results in poor and sparking brush contacts. 

Muscovite is the most common commercial mica, 
and is the only form mined to any extent in this 
country. Phlogopite is a relatively scarce mineral, 
occurring only in the Canadian provinces of Quebec 
and Ontario, eastern Madagascar, and parts of 
Russia. Canada and Madagascar supply practically 
the whole world demand for this form of sheet. It 
can withstand higher heats, but is less stable. 


Crude Production Methods 


As it comes from the mine, the mica is in rough 
blocks with edges consisting of the rock in which 
it is included. The mica, or book, is full of struc- 
tural imperfections consisting of striations at vari- 
ous angles with each other, distortions, buckling and 
corrugation. In many cases these imperfections 
render the material fit only for grinding. There 
may also be impurities, bubbles and discoloration, 
all affecting the quality and uses for which the 
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product is suitable. For instance, bubbles render 
the mica unfit for use in condensers because they 
increase the power factor, though they do not affect 
the dielectric strength. 


The mica is prepared for market by manual oper- 
ations. This is unavoidable because the trimming, 
cutting and splitting of each piece as it comes from 
the quarry or mine requires experience and judg- 
ment in order to avoid undue waste. The first 
operation is called cobbing, and consists of remov- 
ing the rock which adheres to the books. The latter 
are then rapped sharply or passed over coarse ro- 
tating screens to remove the dirt. The books are 
also inspected at this time to see whether they will 
be suitable for splitting into sheets. If not, they 
are thrown on the scrap pile. 

Rifting is the next operation, which consists of 
splitting the cobbed mica into sheets about 1/16 of 
an inch, or less, in thickness. This is the best thick- 
ness for determining the color, which is of impor- 
tance in grading and selecting for specific purposes. 
If the sheet is materially thinner than 1/16 inch, it 
is likely to appear colorless. Rifting is done with 
a strong double-edged knife, with a V-shaped point. 
Good judgment is particularly called for at this 
point in order to split the books so as to get out 
the imperfections and to secure as much first grade 
mica as is practicable, and in the largest possible 
sheets. Sheets as large as 24 x 30 inches, free from 
flaws, have been obtained, but these are very excep- 
tional. A sheet 5 x 8 inches is considered large for 
the stove trade, and the bulk of production is in 
smaller sizes. The products obtained here are sheet, 
punch and washer stock used to make discs, wash- 
ers, and various punched items. 


Trimming the Sheets 


The sheets obtained from rifting are next trimmed 
to remove the rough edges and make them suitable 
for further splitting by the industrial user. Trim 
ming is done in several ways. It may be done with 
a thin blade held at a slight angle to the cleavage 
plane of the sheet so as to produce a beveled edge 
to aid in later splitting. Much of the Indian mica 
marketed from Calcutta is trimmed with a sickle, 
and is called sickle-trimmed. It has a bevel edge 
and great care is taken to remove all flaws and 
cracks. As a general rule, these sheets have the 
least waste, as the imperfections have been more 
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Mica production in India, 
showing successively the 
sorting, splitting and screen- 
ing operations. Note the 
hand-powered vibrator in 
the lower illustration. These 
photographs are the pro- 
perty of William Brand & 
Co., New York, and are 
used by special permission. 


completely cut out, though the edges are typically 
rather irregular because of this fact. Some of the 
Calcutta mica is trimmed with shears, a process 
which produces edges normal to the cleavage. In 
some cases the sheets are “thumb-trimmed” or 
merely have the roughest parts of the edges broken 
off by the fingers. In all cases the trimmings are 
salvaged for scrap. 

A small proportion of the splitting is done by 
machine, but the volume is not usually large enough 
to give machinery a material advantage over the 
manual method. Aside from this, grinding is the 
only regularly employed machine operation in the 
preparation of mica for its market. 

Scrap comes from three sources. First is that 
originating at the mine from the sorting processes 
already referred to. Such scrap is usually dirty and 
has more or less rock adhering to it. Secondly there 
is the scrap resulting from the sorting and trimming 
in the shop. This is usually cleaner and of a better 
grade than mine scrap. A third source is that re- 
sulting from the washing of clay. This is a flake 
mica which, together with the other types of scrap, 
is prepared for industrial uses by grinding to what- 
ever mesh the particular consumer requires. 


Grades and Sizes 


Mica is graded in respect to quality and to size. 
There are nine grades of quality in Indian mica, 
ranging from clear to slightly stained, fair stained, 
good stained, heavily stained, and black stained. 
As most of the raw material coming into this coun- 
try is from India, that method of grading is im- 
portant, but every other producing country has its 
own method of grading, dissimilar in some detail 
from every other. There are three domestic grades: 
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fair, vegetable stained, and black stained or spotted 
The muscovite used for glazing is referred to as 
stove mica, and is graded as No. 1 and No. 2 stove, 
the first being clear and without stains or cracks, th« 
latter somewhat stained or spotted. Either grade 
of stove mica may have bubbles. 

The Indian grading for size is based on the area 
of the sheet which can be used, and is set forth o1 
a chart on which the sheet is laid. In other words 
the chart is in effect a template for measuring th« 
sheet mica. Indian grading starts with No. 7, which 
is about 1 inch in diameter, then successively large 
sheets known as Nos. 6, 5, 4, 3, 2, and 1, up to the 
very large material which is classed as AA and Ex 
tra. Domestically, th« 
smallest size 
known as punch mica 
and must be large 
enough to make 
circle 114 inches in di 
ameter if stained, 
1% inches if clea 
The next size, known 
as circle mica, pro 
vides a circle 2 inches 
in diameter, and then 
come ten rectangular 
sizes from 1% x 2 
inches to 8 x 10 inches 
and larger. Commer 
cially, each size classi 
fication includes 
sheets of the desig 
nated dimensions and 
larger sizes up to the 
next standard. Thus a sheet 7 x 9 inches, being less 
than 8 x 10, would be classed as 6 x 8, the next 
smaller size. 


Buying Sheet Mica 


Sheets large enough to produce large cuttings ar« 
not plentiful. The average consumer requires som: 
time to accumulate a stock of these large sizes, and 
consequently purchasing is generally done well i: 
advance of requirements to permit the produce 
to assemble the order. It is sold on the basis of 
weight, with the number of pieces per pound in 
dicated. The typical order specifies the number of 
pieces, size, grade, and thickness. London and Nev 
York are the two great mica markets of the world, 
and practically all Indian mica is handled through 
these two markets. The marketing is done through 
the brokers located at these centers, who may hav: 
branch offices in Calcutta or Madras for makin; 
their purchases and shipments, or may deal with 
the native brokers. 

Mica is always purchased against samples at th: 
mines or factories where it is prepared for mat 
ket. There are of course spot cash purchases from 
the producers, but frequently the brokers have ad 
vanced the money for a certain proportion of th« 
cost of production, in which case they pay only th« 
difference at the time of the purchase itself. Our 
domestic consumers generally pay up to 80% cash 
against documents, to provide for possible claims if 
the shipments are not up to the samples. 

There is practically no direct contact between 
the American consumer and the Indian or othe 
foreign producer. The brokers are experts in thei! 
line, and few of the consumers use enough mica to 
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eration 


is the First Duty 
of MANAGEMENT 


NE of the most interesting 

reactions to the editorial in 
the September issue of PUR- 
CHASING, which argued for 
greater understanding and co- 
operation between purchasing 
and engineering departments, 
came in a letter from L. W. 
Jones, Purchasing Agent for Mc- 
Cormick & Company, Inc., Balti- 
more. The gist of that letter was 
the harmonious cooperation ex- 
isting between all the various de- 
partments of that large organiza- 
tion, a state attributed by the 
writer to the Multiple Manage- 
ment System under which every 
individual, from the chief execu- 
tive officers to plant operatives, 
is represented in the management 
councils, is encouraged to ap- 
proach his particular job in the 
light of the general interests of 
the company as a whole, and has 
a real voice in matters of basic 
policy. 

The letter concluded with an 
invitation: “If you could arrange 
to come to Baltimore ... you 
could see the Multiple Manage- 
ment System, with its four 
Boards operating under everyday 
routine—the way they think—the 
way they act—and last, but not 
least, the happiness of all from 
the executives to the employees 
in the plant.” That invitation was 
accepted. 

The plan, in general outline, 
was not unfamiliar. Many will re- 
call the explanation of it by Rob- 
ert Littell, in the May, 1938, issue 
of Readers Digest, under the 
title, “Forty Heads Are Better 
than One.” It was the subject of 
favorable discussion and com- 
ment at the time of the Inter- 
national Management Congress 
at Washington in September, 
1938. No longer experimental or 
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The Multiple Management Plan of 
McCormick & Company assures that 
departmental problems are viewed 


from the 


unique, it is supported by seven 
years of practical and successful 
experience, and has been repro- 
duced in the management of 
more than a hundred and seventy 
companies in the United States 
and abroad. 

But to see it in operation, to 
watch one of the Boards in ses- 
sion, to meet the men, to review 
the record of accomplishment, to 
sense the vitality of the plan and 
the unity of the organization, is 
to acquire a very genuine en- 
thusiasm for the plan and its pos- 
sibilities, and new faith in the 
feasibility and practical value of 
self regulation. 


Four Governing Boards 


Only a very brief summary is 
possible in this space, with only 
casual mention of some of its 
special features, such as the merit 
system and the means of recog- 
nition which are basic in its ef- 
fectiveness. In fact, the point of 
this discussion is perhaps inci- 
dental to the main objective, 
which is a comprehensive pro- 
gram in human engineering lead- 
ing to an exceptionally high 
standard of human relations in 
the organization. 

Historically, the plan was con- 
ceived and put into operation in 
1932 by Charles P. McCormick, 
President of the Company, when 
the Junior Board of Executives 
was organized. Since that time 
it has been a process of develop- 
ment, with the constant aim of 
enlisting the energy and ideas of 
everyone in the plant for the bet- 


organization 


stand point 


terment of policies and methods, 
to the lasting advantage of both 
the Company and the individual. 
That period marked the transition 
from conventional management 
organization—in this case, a 
benevolent dictatorship, progres- 
sive and successful, exercised by 
the founding genius of the Com- 
pany for forty-three years—to a 
system that is not merely mod- 
ern, but is probably considerably 
ahead of its time. 

Under the present system there 
are four governing boards. At the 
top is the usual Board of Direc- 
tors, unusual in its emphasis on 
youth and in the fact that every 
Board member is actively en- 
gaged in some phase of the busi- 
ness. Recent elections to the 
Board have been made from 
among those thoroughly trained 
for the responsibility through 
service on the Junior Board. 

The latter group consists of 
thirteen junior executives of the 
company, close to the actual 
processes of management, who 
meet each week for free and 
frank discussion of their mutual 
problems, to advance and consid- 
er suggestions regarding policy 
and method. On many phases of 
the work they have final respon- 
sibility and authority. They make 
recommendations to the Board of 
Directors only when unanimity 
of consent has been reached with- 
in their own group. They elect 
their own chairman; otherwise 
title or position in the company 
organization carries no weight on 

Continued on page 80 


PURCHASING 


Pen-Points on 


THIS SHIPMENT OF PULP IS TO GO C.I.F 
TO THE WRIGHT CO. HERE IS A MARINE 
INSURANCE POLICY MADE TO THEM. SEND 
SHIPMENT BY THE STEAMER ‘TEX’ 


ROSS CO. 
OFFICE 


in 
} NO 


| SMOKING 


| 


| 


— 









Purchase Law 


— , = 














7~ THE ROSS COMPANY 1S SUING 
ME FOR THE PRICE OF THAT SHIP- \\ 
MENT OF PULP, THEY CLAIM | TOOK WW 
TITLE AT THE POINT OF SHIPMENT. |< 
JUDGE FAIR WILL HAVE TO DECIDE §—} GG 


THIS ONE. SSS 
SJ ay 
S \T'S TOO BAD THE REGULAR 


INSURANCE POLICY DOESN'T 
COVER SINKING BY SUBMARINE. 







































WRIGHT C0. 


PURCHASING Aen 


NN 


erg 















~ = 37 




















HEN a contract of sale calls for the seller to deliver 
goods to the buyer, the normal presumption is that 
the title does not pass to the buyer until the goods are de- 
livered, either by the seller himself or a carrier paid by 
him. In a C.I.F. (Cost, Insurance, and Freight) contract, 
the shipper pays the costs of delivery. This payment, on 
its face, would seem to indicate that the seller had the re- 
sponsibility for the goods until they were delivered. 
However, at the same time the seller assumes these de- 
livery costs, he takes out an insurance policy in favor of 
the buyer or assignable to him, and covering the shipment 
from the time it is loaded. Customarily, in this country, 
the coverage is in the form of an open or blanket policy 
in the name of the shipper, with certificates, evidencing 
such insurance, which the shipper can assign to the several 
consignees. The C.I.F. agreement then is an f.o.b., deliv- 
ery point contract modified by an insurance policy which 
covers the buyer for a specified loss. 
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rf SINCE THE INSURANCE POLICY WAS FOR 
THE BENEFIT OF THE BUYER, HE TOOK N 
TITLE WHEN THE GOODS WERE LOADED 
ON SHIP, HE MUST BEAR ANY SUBSEQUENT | | 
LOSS. SUCH WAS THE APPARENT INTENTION | 
OF THE PARTIES EVEN THOUGH THE } 
\ SELLER DID PAY THE FREIGHT. = 
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The parties would hardly arrange that such an insuran 
policy should be taken if their intent was that the ship; 
was to bear the loss during transit. If the shipper were 
bear such loss, the insurance policy would not be made 
or assigned to the buyer. As they have a right to do, tl 
parties have (by their implied intent) here changed t! 
usual incidence of contracts in which the seller pays t! 
freight. 

Even when the normal C.I.F. contract is made, « 
troversies may still arise as to whether the seller took 
the policy called for by the agreement. 

Different forms of policies are used in connection w 
different classes of businesses and various kinds of me 
chandise. In most instances, these policies cover loss 
due to “perils of the sea,” with special endorsements ! 
unusual risks such as war, strikes, riots, etc. 

Copy by H. H. Shively, Babson Institute; drawing by 
G. E. Tulloch. 








THE MARKET PLACE 





Supply 


BURLAP 


earers ee of spot supplies of 
desirable burlap constructions 
continues to feature the domestic 
market, and is likely to continue in 
view of another large order placed 
with Calcutta producers by the 
British government, calling for 500 
million sandbags over the next five- 
month period. Actual supplies in 
this country last month were re- 
ported as 119 million yards, plus 
139 million yards afloat, the com- 
bined total representing less than 
three months’ cutup. Substitution 
of cotton fabrics for many industrial 
uses is rapidly increasing, with 
heavy sheeting and osnaburgs being 
widely used. 


COAL 


UTPUT of bituminous coal 

went to new highs for the year 
in October, reaching a total of 10,- 
430,000 tons per week at mid-month 
and holding at slightly under that 
level for the second half. Indus- 
trial consumer stocks were building 
up, particularly among the utilities, 
and reports of car shortages are 
coming in from the midwestern 
area. Coke production is consist- 
ently advancing, October being the 
fourth successive month of larger 
tonnage. Anthracite production is 
sagging. 


COPPER 


RODUCTION of copper, in 

both mine and smelter oper- 
ations, is being stepped up rapidly, 
in several cases by as much as 50% 
over the August levels. The speed- 
up at refineries will naturally take a 
little longer than at the mines, but 
it is reasonably assured that ample 
supplies of ore will be available. 
Labor difficulties are settled for the 
time being. 
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A quick review of the market 


noting major developments in 


supply, demand and prices of 


selected basic commodities 


Demand 


U S. CONSUMPTION of burlap 
* reached an all-time high in 
September, at 91 million yards, and 
that heavy rate is being maintained. 
War orders are overshadowing the 
normal industrial demand as for 
several months past. Bag manu- 
facturers are reported to have sold 


out their production for eight weeks 
ahead. 





NCREASING industrial  con- 

sumption, plus active buying for 
stock, kept coal shipments moving 
at a high rate, with little recession 
of demand in sight for the balance 
of the year. Buying is less intense 
in the eastern and New England 
territories than in the middle west. 
Anthracite demand is falling off 
from recent levels, and is in ap- 
proximate balance with current out- 
put. 


|B p~weedalans sales of copper in 
October amounted to 67,025 
tons, the bulk of this being for 
January delivery. Though orders 
were only a little more than one- 
third of September’s record total, 
the figure is regarded as highly sat- 
isfactory. Brass makers are work- 
ing at full capacity, three shifts a 
day, with output in some cases sold 
out for six months ahead and some 
orders being turned away. 


Market 


HE almost vertical rise of bur- 

lap quotations continued during 
October. The spot price of 40- 
1044s, generally regarded as the 
barometer of this market, advanced 
to 11% cents at the beginning of 
November, an increase of 95% in 
two months time. Futures also ad- 
vanced, but not so drastically. The 
spread between spot and futures 
quotations continues to widen. 
Normally 35 to 40 points, it is now 
from 60 to 110 points, and at times 
during the months, futures lagged 
as much as 160 points. 


tedgernins prices are still strong, 
though a few soft spots have 
developed in the higher price sched- 
ules adopted last month, The pro- 
posed code regulation of prices is 
not a great factor in the present 
market, which is generally at or 
slightly above the probable minima. 
Progress in the price hearings has 
been slow, and trade opinion now is 
that the code prices can not be 
made effective in any case until 
the middle of 1940, despite efforts 
to speed up the project. 


HE 12%4-cent price on domestic 

copper held firmly in October, 
and %-cent premium has been ob- 
tained on export shipments and for 
deliveries under three months. A 
further price advance this year 
seems to depend primarily on the 
producers’ determination to prevent 
a state of overproduction and to 
discourage excessive stock accumu- 
lations. The most disturbing fac- 
tor on the other side of the ledger is 
the proposed reduction of the cop- 
per tariff in the terms of a recip- 
rocal trade treaty with Chile, which 
might bring prices down to the ex- 
tent of eliminating some marginal 
producers in this country. 
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Supply 





COTTON 


ern official crop estimate of the 
Agricultural Marketing Service, 
on October 9th, was set at 11,928,- 
000 bales, down nearly a half mil- 
lion bales from the September esti- 
mate and practically in balance with 
probable consumption requirements. 
700,000 bales of the government 
surplus is being bartered for rub- 
ber. Textile mills are operating at 
a high rate on the heavy volume of 
September orders and are mostly 
sold out to the end of the year. 
Current marketing policy is to limit 
contracts to a three-month delivery 
to avoid speculation, while actively 
cultivating foreign markets. 


IRON and STEEL 


4 pron rate of steel ingot produc- 

tion went steadily upward to 
91% in October—the highest rate 
since April, 1937, and actually rep- 
resenting the greatest tonnage ever 
recorded, in view of the industry’s 
increased capacity. Inventories are 
being built up rapidly, and deliv- 
eries of the lighter products such as 
sheet and strip are lagging con- 
siderably behind specifications and 
may Carry over into January or be- 
yond, 


LUMBER 


HE situation in lumber con- 

tinues favorable. At the end of 
October, production was only 1% 
under 1937, 19% ahead of 1938; 
shipments were 12% and 26% ahead 
of the past two years. For the first 
10 months of the year, production 
was 16% ahead of 1938, with ship- 
ments running 6% above actual 
output. 


NAVAL STORES 


TOCKS of naval stores at south- 

ern markets were reduced in 
October; offerings by producers 
were in better volume, relieving 
some of the spot shortages reported 
last month. The general increase 
in marketing activity carried over 
from September. 


PAPER 


— paper production ratio ad- 

vanced sharply in October to 
98% of rated capacity, with paper- 
board production up to 84%, all- 
time high records for both branches 
of the industry. Paper, in common 
with some other industries, has 
gone to a three-shift day. Paper- 
board is the first major instance of 
a four-shift day to keep pace with 
current heavy demand. 
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Demand 


RADING in raw cotton was 

marked by an unusual volume 
of hedging as mills appeared in the 
role of both buyers and sellers. The 
present high consumption is as- 
sured until well into the first quar- 
ter. New purchasing of gray goods 
and finished textiles is naturally 
spotty after the buying rush of 
September and early October, yet 
amounted to 50% of production, 
and specifications against the earlier 
orders are being received promptly. 
Burlap substitutes are active. Ex- 
port demand is better than for many 
months past, running about half a 
million bales a month. 


~ Aphcen buying is definitely off the 
hand-to-mouth basis that has 
obtained for more than a year. 
Analysis of demand indicates that 
consumption is progressing faster in 
respect to the raw metal than in the 
ultimate products, pointing to a 
probable recession by the second 
quarter of 1940 unless general busi- 
ness expands materially within that 
period. Demand is easing some- 
what, though first quarter inquiry 
is brisk. 


EW business continues to ex- 

ceed current output. Small 
house construction is being main- 
tained at a high rate despite war- 
time uncertainty, and F.H.A. loans 
are well above last year. .Hard- 
wood again reported a most encour- 
aging advance, as orders were 11% 
above production, and shipments 
52% above production. 


OMESTIC demand for both 

turpentine and rosin was well 
maintained, gum rosins being par- 
ticularly active in the latter half of 
the month when interest in spirits 
subsided. 





| prrereigytina has been strong and 

well diversified in virtually all 
grades, reaching boom proportions 
in the far west on both pulp and 
paper. Fears of inventory ac- 
cumulation and speculation are off- 
set by healthy consumer demand 
and consumption reports. News- 
print consumption is also moder- 
ately higher. 


Market 


arta cotton prices ranged some 
what higher during October 
fluctuating between 8.74 and 9.05 
cents, and ending the month with a 
slight loss on liquidation of con 
tracts and straddle orders. Futures 
were relatively stronger, with little 
indication of inventory speculation 
In textile markets, September’s 
gains were consolidated as _ sus- 
tained demand for both industrial 
goods and consumer goods became 
apparent, A few _ constructions 
show a decline of %-cent, but this 
represents chiefly the premiums 
paid last month for quick deliveries 
There were further slight advances 
on some numbers of _ sheeting 
broadcloths, and osnaburgs. 


NTEREST in steel prices now 

centers on the first quarter 
schedule, which will probably be 
deferred until the last practicable 
moment. Meanwhile premiums 
have been paid for prompt delivery 
as 1939 capacity is sold out in 
most cases, and warehouse prices 
are ranging higher with active de 
mand. New emphasis has been di 
rected to the rising costs of steel 
making. Scrap prices are weak 
running counter to the primary 
market. 


ees trend in lumber prices was 
mixed during October, a com 
posite figure indicating general 
strength in the market despite weak 
spots. Two increases in softwood 
schedules carried quotations up by 
744% to a new high for the year 
Hardwoods were firm for the 
greater part of the month, but de 
clined slightly in the closing week 


HERE were minor fluctuations 

in the turpentine market, but no 
net change for the month as Sep 
tember advances were firmly held 
Rosin quotations continued to ad 
vance, but at a more moderate pace 
than in the preceding month, gains 
ranging from 10 to 25 points, med 
ium grades showing the greatest 
strength. 


| palate advances in pape! 
prices materialized in October 
with higher contract figures on 
bleached kraft and domestic kraft 
pulp, book and ledger papers, and 
sulphite bond. The newsprint price 
as previously announced, is main 
tained without change. Many 
grades of waste paper and domestic 
rags are commanding higher prices 
supported by active demand. 
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PETROLEUM 


Pp RODUCTION of petroleum in- 
creased sharply in October, the 
daily average output in the third 
week rising to 3,771,000 barrels. 
The average for the month was 
well over 3.6 million barrels. Runs 
to stills were also heavy, reaching 
an all-time peak at the middle of 
the month. Stocks of crude oil 
were substantially down, while 
heavy fuel oil supplies showed a 
moderate decrease. Stocks of gas- 
oline and gas oil were higher. Spot 
supplies of refinery products were 
generally tight in the east, but ex- 
cessively high in California, so that 
on an overall basis the statistics are 
still unbalanced by heavy stocks. 


RUBBER 


EPTEMBER imports of rub- 
ber were up 10.2%, but stocks 
dropped 7% to 150,171 tons, less 
than three months’ supply, and the 
lowest total since August, 1930. 
Rubber afloat to this country 


amounted to 68,310 tons, the highest 
in two years, Export allotments 
were raised to 75% on October 2, 
and are expected to be placed at 
80% for the first quarter of 1940, 
while an upward revision of basic 
quotas further increases available 
supply. A broader contract offered 
by the Commodity Exchange last 
month, providing for delivery of 
both baled and cased rubber, tends 
to avoid squeeze conditions in the 
market. 


TIN 


HREATENED shortages dis- 

appeared as the world’s visible 
supply of tin increased nearly 40% 
in October, to 31,942 tons, the larg- 
est in many years, reflecting the 
record high export quota of 120% 
and probably some liquidation of 
stocks by the buffer pool. Straits 
shipments of 14,874 tons were the 
largest on record, and 20,000 tons 
afloat to the U. S. also represented 
one of the greatest totals ever re- 
ported. 


ZINC 


Zine was being offered more 

freely by producers in October, 
at the new high quotations. Ore 
production was steady at about 
8,500 tons per week, and smelting 
schedules well maintained against 
the backlog of 82,348 tons of un- 
filled orders. 
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Demand 


FPDEMAND for petroleum prod- 

ucts continued at an active rate, 
exceeding production in the first 
week of October but failing to keep 
pace with the rapidly expanding 
output of later weeks. The Bureau 
of Mines estimate of November re 
quirements was again revised up- 
wards by 29,700 barrels per day 
above October, to 3.62 million 
barrels, 5.7% ahead of actual con- 
sumption a year ago. At the end 
of October, gasoline and Diesel oil 
were in greatest demand, while ex- 
ports also showed a good increase. 
Industrial consumption is broaden- 
ing. 





FrorR the past year and a half, 
world consumption of rubber 
has exceeded production. Factory 
demand in this country was feature- 
less but steady throughout the 
month as consumption continues 
above the 50,000 ton level. Trad- 
ing, however, was cautious and in 
low volume in an uncertain market. 
Estimates for 1940 indicate imports 
of more than 600,000 tons, the larg- 
est in history, including about 80,- 
000 tons by government barter. 





CONSUMPTION was in good 

volume as tin plate production 
went to 95% and automobile manu- 
facturing schedules quickened. 
Trading was generally brisk, with 
some concern expressed regarding 
the large cargoes now on the high 
seas. Consumers are said to be 
well covered now, and a tapering 
off of sales is expected. 


FIDEMAND fell off from a very 

brisk rate at the beginning of 
the month, carrying over from Sep- 
tember, to relatively light sales at 
the close. Galvanized sheet output 
went to a new high for the year at 
79%. 








Market 





HE price structure on petroleum 

products was generally firm, 
supported by strong primary and 
bulk markets. Retail price cuts 
were of minor nature and seemed 
to be out of the picture by the end 
of the month. Pennsylvania crude 
was in a particularly strong posi- 
tion, with two substantial price ad- 
vances on October 7 and Novem- 
ber 1, after being unchanged for 
seven months, but are still below 
the 1937 peak though lubricants 
are now above their level at that 
time and are in excellent demand. 
Two restraining factors are the 
heavy stocks on the west coast and 
prudent avoidance of governmental 


criticism and inquiry. 


HE spot price of rubber fluctu- 

ated only narrowly in October, 
and showed no net change for the 
month at 2034 cents. Foreign mar- 
kets were strong, futures slightly 
off, with most buying done on the 
scale down. Despite the present 
market price, which is up more 
than 20% in the past two months, 
a sharp reduction in tire prices was 
announced by the Goodyear Tire 
& Rubber Co., amounting to 6.8 
to 12.5%. Economies _ effected 
through plant modernization and 
particularly through the establish- 
ment of eight strategically located 
bulk plants and resultant efficiency 
in distribution were cited as the 
factors making this decrease pos- 
sible. 


IN quotations subsided to 54% 

cents for spot metal at the end 
of October, and the wide spread 
between spot and futures prices 
narrowed to normal proportions. 
While there was a decline of 1% 
cents for the month, the price is 
still 614 cents higher than two 
months ago, and some further re- 
cession is expected before a stable 
level is attained—a development 
which producers regard as desir- 
able in discouraging substitutions 
of other metals. 


HE price of 6.50 cents, East St. 

Louis, which was established on 
October Ist, held through the 
month. Deliveries on the average 
price basis brought about 6.05 
cents, or 17 points higher than a 
month ago. Ore prices were ad- 
vanced to $44.00. 
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It takes 120 tons 


of water, 5 tons of air--ore, coal, 


o rt 

You hear a lot these days about the mechani- 
zation ofindustry. Youngstown hasits share.... 
in the past 10 years we have invested $94,000, 
000 in new, improved equipment to assure im- 
proved, more accurate steel. 

But steel is still a job for men, and men count 
more than mechanism in every ton of steel. 

All the good men aren't in Youngstown plants 
of course, but we'll back our bunch against 
any crowd in any industry in the world. The 
way these furnace men watch heats as con- 


scientiously as a doctor watches a thermometer.. 
.the uncanny speed of operators in getting 





> limestone--and MEN to make a ton 
Youngstown Steel 


skelp out of the furnace so the weld \ 
complete and sound before a single i 
pipe gets a chance to cool....inspector 
are as careful of the final piece at the en 
day as of the first in the morning.... and 
men on the cold mills who watch « 
needles as though their lives depended 


It's men like these that make us, in th: 
department, proud to be able to offe 
Youngstown steel. We don’t say it's t! 
good steel in the world because there ar 
good men in our industry too. But we d 
and we'll back it with everything we’, 
that there’s no finer steel made anywhe! 


Sheets -Plates-Pipe and Tubular Products-Conduit-Tin Plate-Bars-Rods-Wire-Nails-Tie Plates and Spikes 
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THE 


YOUNGSTOWN 


SHEET AND TUBE COMPANY 


Manufacturers of Carbon aud Alloy Steels 


YOUNGSTOWN, OHIO 
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Steel 


In almost every shape 
and size — bars, chan- 
nels, sheets, plates. 


Boiler —Tubes—Seamless, 
Lapwelded Steel and 


Charcoal Iron. 


Boiler plant supplies, 
tools, fittings and floor 
plates. 


SINCE 1845 


A B MURRAY CO ix 
165 Wolcott Street 
BROOKLYN NEW YORK 
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Personalities in the News 


PAUL ULRICH has been named 
assistant purchasing agent of 
the International Correspond- 
ence Schools, Scranton, Pa. 


F, P. FENTRESS has been ap- 
pointed purchasing agent for the 
J. E. Dilworth Co., Memphis. 
He was formerly in the sales de- 
partment of the Pidgeon-Thom- 
as Iron Co. 


H. KENNETH PEEBLES has 
been appointed purchasing agent 
of the Newport News (Va.) 
Shipbuilding & Drydock Co., 
succeeding JAMES PLUMMER, re- 


tired. DAvipD DICK becomes as- 
sistant purchasing agent, in 


charge of storage and transpor- 
tation, and EDWARD B. HUFF- 
MAN is assistant to the purchas- 
ing agent. 


ARCHIE LOCKHEAD has been 
elected president of the Univer- 
sal Trading Corp., N. Y., the 
purchasing agency for the Chi- 
nese government. Mr. Lockhead, 
a recognized expert in foreign 
exchange, has been technical as- 
sistant to Secretary of the 
Treasury Henry Morgenthau, 
and director of the Stabilization 
Fund. 


D. J. TUEPKER, Purchasing 
Agent of the Oklahoma Public 
Service Co., addressed the Pro- 
fessional Women’s Club of Tulsa 
last month on the topic, “A 
Streamlined Tulsa.” He stressed 
the wealth of raw materials 
available in the region, which 
place the city in a favorable po- 
sition for continued industrial 
and business leadership. 


O. D. Burt, Purchasing Agent 
of the Bay Division of Parke, 
Davis & Co., Bridgeport, Conn., 
has been transferred to the com- 
pany’s headquarters office in De- 
troit, where purchases for the 
two Bay Division plants are be- 
ing consolidated. 


HAROLD E. WALKER, Purchas- 
ing Agent of the Bowen Prod- 
ucts Corp. at Auburn, N. Y., has 
been named General Purchasing 
Agent for the corporation at 
Ecorse, Michigan. 


E. S. WHITCHER, Purchasing 
Agent for the Procter & Gamble 
Co., Cincinnati, was on the 


judges committee for the exhibit 
of industrial advertising cam- 
paigns held in connection with 
the October meeting of the Cin- 
cinnati Industrial Advertisers 
Association. 


M. G. NEss, Purchasing Agent 
for the American Chain & Cable 
Co., has been appointed as in- 
structor of a course in purchas- 
ing at the evening school of the 
York (Penna.) Y.M.C.A. 


MICHAEL MCGIVERIN, Pur- 
chasing Engineer for Hudson 
County, N. J., was guest of hon- 
or at a testimonial dinner, Octo- 
ber 19th, given by the Hudson 
County Council, New Jersey 
Civil Service Association. 


R. A. BAKER has been ap- 
pointed purchasing agent for the 
Powell River Co., Powell River, 
B. C., succeeding W. A. McLeod. 


ARTHUR G. HOPCRAFT, Pur- 
chasing Agent of the Cleveland 
Worm & Gear Co., addressed a 
meeting of the Northern Ohio 
Chapter, American Foundry- 
men’s Association, at the Cleve- 
land Club, November 9th, on 
“Buying and Selling.” 


E. VAN VECHTEN, Purchasing 
Agent for the United Air Lines 
Transport Corp., Chicago, spoke 
last month on “Purchasing for 
the Air Transport Industry,” at 
New York and Washington, 
under the auspices of the Air 
Transport Association of Amer- 
ica. At the latter meeting, the 
members of the Civil Aeronaut- 
ics Authority attended as a body. 


FRANK S. QUICK has retired 
from active service as purchas- 
ing agent of the Allegheny Lud- 
lum Steel Corp., Watervliet, N. 
Y. He was one of four veteran 
employees honored at a testi- 
monial dinner at the Fort 
Orange Club, October 30th, and 
presented with gold watches in 
appreciation of their combined 
service record of 137 years with 
the company. Mr. Quick entered 
the employ of the original com- 
pany at Pompton Lakes, N. J., 
coming to Watervliet in 1907 
when the first mill was built 
there. He has been purchasing 
agent since 1912. 
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Now it is the time to make sure that your 


executive staff’s desk diary requirements 
are covered for 1940. 


Every executive should keep a record of 
those innumerable things that don’t go into 
the files in formal shape: conferences, im- 
portant telephone calls, verbal agreements, 
meetings -- in fact, of everything that should 
be noted while recollection is still fresh. 
Most successful executives do keep this sort 
of diary record themselves -- or have it kept 
by their secretaries -- as an aid to memory 
which may be exceedingly important at 
any future date. 


You can save your executives considerable 
trouble by ascertaining NOW what their 
diary requirements may be, and making 
sure that they are filled by your National 
stationer. 


National diaries are available nearly every- 
where in a variety of sizes, bindings, prices 
and arrangements. 


Ask Your Stationer 
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_NATIONAL BLANK BOOK COMPANY 


Holyoke, Mass. 


. eal 


GEO. D. 














They Certainly Get in and Pitch! 


Put them where you will . . . the toughest spots iv 
. and you'll find that Roper Pumps 


will certainly get in there and pitch. 


your plant. . 


Roper Pumps with only two moving parts ari 
engineered and built to give long, efficient servic: 
. . . furthermore, simplicity of design and unusual 
smoothness give them the distinct advantage of 
more economical operation; in fact, they operat: 
with the lowest power consumption. 


Roper Pumps... built for all industrial purpose 


definitely set a new high for pump values. 
Write for Bulletin P-278 and Prices 


ROPER CORP. ROCKFORD, ILLINOIS, U.S.A 


| DEPENDABLE SINCE 1857 


For additional products see Buyer’s Directory, page 93 
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Among the 
Associations 


OCTOBER 3 


OAKLAND—Luncheon meeting 
of the East Bay Group, Northern 
California Association, at the Lake 
Merritt Hotel. Speaker: Tom Fitz- 
-patrick, Head of the Physical Edu- 
cation Dept., Roosevelt High 
— “Football as an Official Sees 

ae 


OCTOBER 5 


SALT LAKE CITY — Dinner 
meeting of the Utah Association, 
at the Hotel Utah. Speaker: L. V. 
Guild, “Recent World Events and 
Their Effect on U. S. Business.” 


KALAMAZOO—Luncheon meet- 
ing of the Kalamazoo Valley Asso- 





BRUNT 


builds 


better BOXES 


WHEN YOU HAVE A PACKAGE PROBLEM BRUNT 
ORIGINAL DESIGNS PERFORM WHERE STANDARD 
TYPES FAIL .. . 





remember that 








J the protective \_ 
qualities of these 
boards are not de- 
stroyed by con- 
tact with water, 
snow or rain. 


The 100% wood 
fibre construction 
of the paperboard 
of which FIBRE- 
SEAL Boards are 
made resists pos- 
sibility of bundle 
wires cutting the 
Shingle Boards. 


The light weight 
of these boards 
insures savings in 
transportation ae 
costs over heavier | 











FIBRE-SEAL SHINGLE BOARD 


oer 











\types. 


hour. 


6935 W. 65th STREET 





‘A The cut above reproduces a photograph of the FIBRE-SEAL 

Shingle Board after it had remained completely immersed 
in water for twenty minutes, and the Wrap-Around Shingle Boards on the wooden 
blocks were subjected to a continuous spray of water from a hose for over an 


BRUNT & COMPANY 


CORRUGATED FIBRE BOXES 
CORRUGATED PAPER PRODUCTS 





CHICAGO, ILLINOIS 








For additional products see Buyer's Directory 
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ciation, at the Columbia Hotel. 
Speaker : Charles A. Boss of Cen- 
treville, District Vice President, 
“National Association Affairs.” 
BRADFORD- 


the 
Association, 


Dinner meeting of 
Northwestern Pennsylvania 
at the Holley Hotel. 
Commodity reports. Motion picture 
of the copper industry, with ex- 
planatory remarks by A. Salsbury 
of the Anaconda Copper Co. 


SAN FRANCISCO — Luncheon 
meeting of the Northern California 
Association, at the Palace Hotel. 
Speaker: Rufe Klawans, football 
official, ‘Football from the Inside.” 


OCTOBER 6 
PORTLAN D—Semi-annual meet- 


ing of District Council No. 1, 
N.A.P.A., at the Benson Hotel. 
OCTOBER 6-7 

WINSTON-SALEM—Fall meet- 
ing of the Carolinas-Virginia Asso- 
ciation, at the Robert E. Lee Hotel. 
Speakers included J. C. M. Vann of 
Monroe, “National Defense’; Rob- 
ert Porter of Philadelphia, District 
Vice President; and J. W. Knowl- 
ton of Charlotte, economist for the 
Duke Power Co., “Now that War 
Has Come.” The annual golf tour- 
1ament was held on Saturday at 
the Forsyth Country Club. 


October 9 

NEW ORLEANS—Dinner meet- 
ing of the New Orleans Association, 
at the St. Charles Hotel. Speaker: 
Charles P. Nutter, chief of the New 
Orleans Bureau of the Associated 
Press, “Conditions in War-Torn 
Europe.” 


W YOMISSING—Dinner meeting 
of the Reading Association, at the 
Iris Club. Speaker: Benedict Van 
Voorhis, Division Purchasing Agent 
of the E. I. duPont de Nemours Co. 


BOSTON- 
the 


Dinner meeting of 
New England Association, at 
Schrafft’s. Speaker: Howard W. 
Selby, General Manager, United 
Farmers Cooperative Creamery 
Association, “Significance of the 
Cooperative Movement.” <A _ gold 
service pin was presented to Herb- 
ert L. Ogden of the New England 
Power Association, a charter mem- 
ber, for his services in founding the 
N.E.P.A.A. 34 years ago. There 
was an afternoon forum on “Plant 
Intercommunication Systems,” led 
by G. P. Brockway. 

COLUMBUS—Dinner meeting of 
the Columbus Association, at the 
Athletic Club. Round table discus- 
sion on the effects of war on com- 
modity markets. 


OCTOBER 10 


TULSA—Dinner meeting of the 
Tulsa Association, at the Chamber 
of Commerce. Speaker: Thomas D. 


NoveEMBER 1939 


Jolly, Director of Purchases for the 
Aluminum Co. of America, Pitts- 
burgh, and President of the 
N.A.P.A. 


CINCINNATI—Plant visit of 
the Cincinnati Association, at the 
Hennegan Company, lithographers. 
The monthly dinner meeting was 


held at the Hotel Gibson, with dis- | 


cussion of preliminary plans for the 
N.A.P.A. Convention to be held in 
Cincinnati next June. 


CHATTANOOGA—Dinner meet- 
ing of the Chattanooga Association, 
at the Hotel Patten. Round table 
discussion of commodity conditions, 
led by J. Smith of Sewanee Coal & 
Supply Co., “Coal’’; J. M. Alexander 
of Cavalier Corp., “Hardwoods” ; 
and C. A. Schier of Burkart-Schier 
Chemical Co., “Oils and Chemicals.” 


LOUISVILLE—Dinner meeting 
of the Louisville Association, at the 
Kentucky Hotel. F. J. Heaslip of 
Chicago, chairman of the N.A.P.A. 
Business Survey Committee, spoke 
on the business and economic out- 
look. 


HOUSTON—Plant visit and bar- 
becue luncheon of the Houston As- 
sociation, at the Wyatt Metal and 
3oiler Works. 


ROCK ISLAND—Dinner meet- 
ing of the Tri-City Association, at 
the Fort Armstrong Hotel. Round 
table discussion of purchasing prob- 
lems arising from the war situa- 
tion, led by L. C. Minnehan. 


NEW YORK—Dinner meeting of 
the Metropolitan Purchasers’ As- 
sistants Club, at the Hotel Great 
Northern. Speaker: George A. 
Renard, Executive Secretary of the 
N.A.P.A. “The Current Buying 
Problem.” 


OCTOBER 11 


ST. PAUL—Plant visit of the 
Twin City Association, at the 
Hamm Brewing Co., followed by a 
dinner meeting at the Athletic Club. 


BUFFALO—Dinner meeting of 
the Buffalo Association, at the Laf- 
ayette Hotel. Speaker: Chapin Hos- 
kins, “Why Most Purchasing Is 
Done at the Wrong Time.” 


DALLAS—Luncheon meeting of 
the Dallas Association, at the Adol- 
phus Hotel. Speaker: Thomas D. 
Jolly of Pittsburgh, President of 
the N.A.P.A. 


FORT WORTH—Dinner meeting 
of the Fort Worth Association, at 
the Worth Hotel. Speaker: Presi- 
dent Thomas D. Jolly of the 
N.A.P.A. 


OCTOBER 12 


DAYTON—Dinner meeting of 
the Dayton Association, at the En- 


gineers Club. Speaker: Herbert N. | 
McGill, President of the McGill | 
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The next advertisement in this series 


ull appear in Purchasing in December 


To merit such loyalty 


@ We accept, not as praise but as a serious obligation, 
the supreme confidence our customers seem to have in 
Hazard Wire Rope. 

We believe we are fully prepared to meet the most diffi- 
cult wire rope problems laid before us. With ‘‘LAY-SET”’ 
Preformed for operating around drums or over sheaves. 
With ‘“‘“NONPARELL” non-preformed for standing ropes 
such as boom lines, guy wires, etc. With ‘‘KORODLESS”’ 
(Stainless Steel) rope for yacht rigging and aircraft con- 
trols. With ‘“‘SPRING-LAY”’ Preformed—a _ half-hemp, 
half-steel rope for marine uses. 


That set-up means we are ready for the customer whose 
exacting requirements make him a hard taskmaster. 


We have the necessary types of wire rope. We know 
where they should be installed. 


This is a simple policy. But it has held customers for 
as long as thirty, forty and fifty years. 





AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT © CONNECTICUT 


AMERICAN CHAIN DIVISION @ AMERICAN CABLE DIVISION ¢ ANDREW C. CAMPBELL DIVISION « FORD 
CHAIN BLOCK DIVISION ¢ HAZARD WIRE ROPE DIVISION © HIGH!AND IRON AND STEEL DIVISION 
MANLEY MANUFACTURING DIVISION @ OWEN SILENT SPRING COMPANY, INC. @ PAGE STEEL AND 
, WIRE DIVISION @ READING-PRATT & CADY DIVISION @ READING STEEi. CASTING DIVISION @ WRIGHT 
| MANUFACTURING DIVISION ¢ IN CANADA: DOMINION CHAIN COMPANY, LTD. # IN ENGLAND: BRITISH 
WIRE PRODUCTS, LTD. # THE PARSONS CHAIN COMPANY, LTD. In Business for Your Safety 





For additional products see Buyer’s Directory, page 93 
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Commodity Service, “Efficient Buy- 
ing, the Key to Profits.” 


SEATTLE—Dinner meeting of 
the Washington Association, at the 
Olympic Hotel. Speakers: H. J. 
Gille, manager of the agricultural 
and industrial division, Puget 
Sound Power & Light Co., “The 
Purchasing Agent and Development 
of State Resources’; Prof. Joseph 
Demmery of the University of 
Washington, “Current Economic 
Trends.” 


LOS ANGELES—Dinner meet- 
ing of the Los Angeles Association, 
at the Elks Club. E. H. Metcalf of 
Huntington Land & Improvement 
Co., and chairman of the Educa- 


For additional products see Buyer's Directory, 


COORDINATION 


Like the smooth, even stroking of a powerful 
crew, the uniform teeth of Delta Files cut faster and 
endure longer. Such uniformity in tooth height and 
contour is difficult to attain during manufacture, so 
much so that it is sometimes not even attempted. 


Thousands of file teeth acting as one—bite deep 
—cut fasi—save time—give greater, longer pro- 
duction. Compare them—yes, test them with your 
present file. You’ll want their proven results to save 


DELTA FILES 


BRIDESBURG 


PHILADELPHIA 


tional Committee, was chairman of 
the day. Speakers: Edmund R. 
Smith of Eastman Kodak Co., “The 
Development of Photography and 
Its Applied Uses”; E. G. Spalteholz 
of Recordak Corp., “Photography 
Applied to Preservation of Rec- 
ords”; J. S. Reid of Lane-Wells 
Co., “Photography Applied to Oil 
Drilling’; T. A. Triplett, President 
of Triplett & Barton, “Photography 
Applied to Industry.” James N. 
Doolittle, nationally known expert 
in color photography, was also in- 
troduced, and an exhibit of the lat- 
est developments in photographic 
equipment was on display. 


DULUTH—Meeting of the Twin 
Ports Association, at the Spalding 


Anne 
ig 


PURCHASING 


Hotel. Speaker: W. H. Hallstein 
of Chicago, N.A.P.A. Vice Presi- 
dent of District No. 3. 


CHICAGO—Dinner meeting of 
the Chicago Association, at the Ho- 
tel Sherman. Speaker: James Nor- 
man Hamilton, Packaging Research 
Engineer of Montgomery, Ward & 
Co., “The Development of Packag- 
ing as Related to Purchasing.” 


DENVER—Dinner meeting of 
the Denver Association, at the Den- 
ver Athletic Club. Speaker: Dean 
Lawson of the University of Den- 
ver, “The conditions in Europe as 
they exist today, and their effects 
on the United States.” 


SAN FRANCISCO — Luncheon 
meeting of the Northern California 
Association, at the Palace Hotel. 
Speaker: T. Kent Morris, Pan- 
American Airways System, “Cater- 
ing in the Clouds.” 


OCTOBER 13 


PORTLAN D—Luncheon meeting 
of the Oregon Association, at the 
Mallory Hotel. Speaker: Charles 
E. Watkins, formerly personnel di- 
rector of General Motors Corp., and 
past governor of Rotary Interna- 
tional: “The Community Chest.” 


OCTOBER 14 


INDIANAPOLIS Industrial 
Purchasing Conference at Butler 
University, jointly sponsored by the 
Indianapolis Association and the 
3utler College of Business Admin- 
istration. There were morning, 
noon, and afternoon sessions cover- 
ing the topics: Purchasing Agents 
and Management; Increasing Im- 
portance of Centralized Scientific 
Purchasing; Cooperation of Mar- 
keting and Purchasing for the Ben- 
efit of Society as a Whole; Coopera- 
tive Purchasing in Wartime. Speak- 
ers included Bennett Chapple, Vice 
President of the American Rolling 
Mill Co.; Dr. F. W. Russe, Director 
of Purchases for the Mallinckrodt 
Chemical Co., St. Louis; George A. 
Neesham, Purchasing Agent of the 
Wyckoff Drawn Steel Co., Chicago; 
Prof. Howard T. Lewis of Harvard; 
and Dr. Daniel S. Robinson, Presi- 
dent of Butler University. Presid- 
ing officers were George C. Mercer 
of P. R. Mallory & Co., President of 
the Indianapolis Association; Dr. 
Merwyn G. Bridenstine of the Col- 
lege of Business Administration; 
and C. Earl Byrket of Central 
States Envelope Co., National Di- 
rector of the Association. Approxi- 
mately 300 persons attended the 
conference, including students, pur- 
chasing agents, and administrative 
executives. The general committee 
in charge included Dean M. O. Ross 
of Butler University; Mrs. Ger- 
trude Long, Purchasing Agent of 
the Pittman-Moore Co. and chair- 
man of the education committee; 
S. M. Raymond, Assistant Pur- 
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chasing Agent of the Diamond 
Chain & Mfg. Co.; Dwight Ritter 
of the Butler faculty and a past 
president of the Association; Mr. 
Mercer, Mr. Byrket, and Dr. Brid- 
enstine. 


OCTOBER 16 


AKRON—Dinner meeting of the 
Akron Association, at the May- 
flower Hotel. Demonstration of tel- 
evision, by Lew Hoskins. 


OCTOBER 17 
TULSA—Plant visit and lunch- 


eon of the Tulsa Association, at the | 


Allied Paint Co. 


NEW YORK—Dinner meeting of 
the New York Association, at the 
Builders Exchange Club. Speaker: 
Dr. Heinz Luedicke, Commodity 
Editor of the Journal of Commerce, 
“Pitfalls in Forecasting Commodity 
Prices.” There was an afternoon 
forum on “Warranties, Guarantees 
and Adjustments,” led by J. D. Lee- 
son. 


PITTSBURGH—Closed__ dinner 
meeting of the Pittsburgh Associa- 
tion, at the William Penn Hotel. 
Speaker: Russell Weisman, Profes- 
sor of Political Science, Western 
Reserve University, “The Probable 
Effects of War on the American 
Economy.” 


OWOSSO—Dinner meeting of 
the Central Michigan Association, 
at the City Club. Motion picture, 
“Approved by the Underwriters,” 
presented by courtesy of the Under- 


writers Laboratories of Chicago; | 
also sport films furnished by the | 


Canadian National Railways. 


HARTFORD — Dinner meeting 
of the Hartford County Purchasing 
Agents’ Club, at the Hotel Bond. 
Speaker: George H. E. Smith, re- 
search associate of the Institute of 
International Relations, Yale Uni- 
versity, “Neutrality Legislation.” 


CHARLESTON — Dinner meet- 
ing of the Tri-State Association, at 
the Kanawha Hotel. Round table 
discussion of commodity trends. 


OCTOBER 18 
SOUTHBRIDGE—Plant visit of 


the New England Association, at | 


the American Optical Co. Luncheon 
at Cohasse Country Club. 


ERIE—Dinner meeting of the 
Erie Association, at Sunset Inn. 
General discussion of current pur- 
chasing problems, led by F. C. 
Baumeister of Eureka Electric 
Products Co. 


SAN FRANCISCO—Twelfth an- 
nual Advertisers’ Exposition, spon- 
sored by the Northern California 
Association, at the Palace Hotel. A 
comprehensive display of industrial 
products, attractively exhibited in 





There's a Sales and Warehouse 
Service Near You 


With a nationwide network of Hussey Ware- 
houses and Sales Offices at your immediate beck 
and call, you need not worry about copper de- 
liveries in any quantity, large or small. Neither 
will you find it necessary to maintain large cop- 
per inventories—thanks to the complete ware- 
house stocks of Hussey Copper provided the year 
around for your requirements. 

Avail yourself of this modern copper service— 
built up by more than 90 years of specialization 
in the manufacture and distribution of copper in 
every commercial form—a service as near and 
convenient as your telephone. 


C. G. HUSSEY & COMPANY 


(Division of Copper Range Co.) 
Rolling Mills and General Offices: Pittsburgh, Pa. 


HUSSEY 22st 


For additional products see Buyer’s Directory, page 93 
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MORSE# 


NEW YORK STORE: 130 LAFAYETTE ST. - - - - CHICAGO STORE: 570 WEST RANDOLPH ST. 


Yes ‘and lower pro- 
duction costs, specify 
Morse Tools. 





TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., 


U.S.A. 












NEW \\ 
REVISED 
EDITION 
Soon off 

the Press! 


A MAN ODBOOK 
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SEND FOR YOUR COPY OF THIS BOOK 


PAGES covering ail 
important phases of 
Informative Labeling 


Government Regu- 
lations and Intor- 
mative Labeling 


Data desired on 
informative Labels 


Standards, Grades 
and _ informative 
Labels 


Outstanding Infor- 
mative Labels 


Designing the In- 
formative Label 


Choice of Paper 
for Informative 
Labels and many 
other features. 


INFORMATIVE LABELING 


<J7 


The idea that the label is mere trademark identification has passed. 


Today's idea is that 


the -~-_ateamaatee) Label presents the facts upon which the purchase depends. It sells : 
informs .. . educates! Just how Informative Labels accomplish these jobs, comply ‘with 


Federal Trade eae. rulings, and meet the demands 
is ably told in this new booklet. 
or coins to cover handling and mailing costs, for your copy. 


definite product information . 


consumer movements tor 
Send 25c in stamps 


McLAURIN-JONES CO. 


BROOKFIELD, 
NEW YORK + CHICACO 


MASSACHUSETTS 
LOS ANCELES 


Makers of McLaurin-Jones Guaranteed Fiat Gummed Papers—Ware Foils—Ware Coated Papers 


Buyer's 


Dtrect 


 — — 
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the Concert Room and in the adjoin- 
ing corridors and parlors, was open 
for inspection all afternoon and 
evening. At a joint luncheon meet- 
ing with the San Francisco Adver- 
tising Club, James Mussatti, Gen- 
eral Manager of the California 
State Chamber of Commerce, spoke 
on “Our National Heritage.” The 
seventeenth annual Advertisers’ 
Dinner was held in the evening, 
with a special entertainment pro- 
gram. The exposition was in charge 
of the Association’s Publication 
Committee: Louis A. Colton, 
Chairman; W. C. Figroid, Co- 
Chairman; Frank . Kugelberg, 
Arthur W. Goodearl, James Hilge- 
dick, and C. W. Whitney, General 
Manager. 


ting of Dis- 


LOUISVILLE - 
7 we” ® 


trict Council No. 


CTOBER 18-20 





At the Louisville Exhibit 


LOUISVILLE—Annual Instruct- 
a-Show exhibit of industrial prod- 
ucts, sponsored by the Louisville 
Association, at the Armory. The 
display included ninety attractive 
and informative booths. Robert L. 
Schmitt was general chairman. 


ICTOBER 19 


YOUNGSTOW N—Plant visit of 
the Cleveland Association, at the 
Youngstown Sheet & Tube Co., fol- 
lowed by the regular dinner meet- 
ing. 


ALBAN Y—Dinner meeting of 
the Eastern New York Association, 
at the Fort Orange Club. Round 
table discussion of purchasing poli- 
cies under the general title, ‘““From 
One P.A. to Another.’ 


TOLEDO—Dinner meeting of 
the Toledo Association, at the Wal- 
dorf Hotel. Speaker: Lester 5S. 
Crowl, Vice President of the Blade 
Printing & Paper Co. 


CANTON—Dinner meeting of 
the Canton & Eastern Ohio Associ- 
ation, at Bender’s. Speaker: E. A. 
McCuskey, “The Bigelow Pension 
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LET THIS FREE SERVICE SAVE YOUR TIME AND ENERGY 


With requisitions pouring in . . . deliveries being 
extended . . . time becoming more precious... . why 
waste your energy on burdensome details? 
Following up mill orders, for instance. Why not 
let Frasse do it for you? 
In constant teletype communication with the mills, 
Frasse will expedite your order, keep you posted on 


rolling and shipping schedules, prepare export pack- 





» 7 
FRASSE MECHANICAL STEELS INCLUDE: SEAMLESS AND WELDED 
TUBING + STAINLESS STEELS + COLD FINISHED BARS - TOOL 
STEELS + C.R. STRIP AND SHEETS + DRILLROD - MUSIC WIRE 











For additional products see Buyer's Directory, page 93 


ing slips, arrange Government inspection — as- 
sume all the nagging details that steal your time. 

This service costs you nothing. You get na- 
tionally known steels . . . the best possible deliv- 
ery ... and pay the regular mill price. There are 
no extra charges. Place your next mill order for 
mechanical steels with Frasse—and let Frasse do 


the worrying for you. 


FOUNDED 1816 


Grand Street at Sixth Avenue, New 
York City © Stocks at New York 
Philadelphia ¢ Buffalo ¢ Jersey City 
Sales Offices * Hartford ¢ Baltimore 
Rochester * Syracuse ¢ Jamestown 
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Plan.” Motion picture showing the 
reclamation of rubber from used 
tires. 

OCTOBER 20 


PORTLAN D—Luncheon meeting 
of the Oregon Association, at the 
Mallory Hotel. Speaker: P. G. 
Spilsbury of American Brass Co., 
“Copper and Its Alloys.” 


OCTOBER 23 


BETHLEHEM—Dinner meeting 
of the Lehigh Valley Association, at 
the Saucon Valley Country Club. 
The speakers included four college 
football coaches: Glen Harmeson 
of Lehigh, Alvin Julian of Muhlen- 





















berg, E. E. Mylin of Lafayette, and 
Judd Timm of Moravian, intro- 
duced by John R. Trimble, football 
official. There was a wrestling ex- 
hibition by members of the cham- 
pionship Lehigh team. 


BAYONNE, N. J.—Plant visit of 
the Metropolitan Purchasers’ As- 
sistants Club, at the Acme Steel 
Barrel Co. 


OCTOBER 24-26 


BALTIMORE Fourth annual 
Manufacturers’ Products Exhibit, 
sponsored by the Baltimore Associ- 
ation, at the Lord Baltimore Hotel. 
More than eighty attractive and in- 
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formative booths completely filled 
the Ballroom and adjoining space, 
and were viewed by more than 3,000 
interested visitors. Zenn Kaufman 
addressed the Exhibitors’ Break- 
fast meeting, Wednesday morning, 
on the topic, “Showmanship in 
Business.” Exhibitors’ awards were 
announced as follows: Most decora- 
tive booth (national classification) , 
American Brass Co.; honorable 
mention to Revere Copper & Brass, 
Inc.; (local classification) L. A. 
Benson Co.; honorable mention to 
James Walker Co. Most informa- 
tive booth, Mine Safety Appliances 
Co.; honorable mention to Carey 
Machinery & Supply Co. 


OCTOBER 24 


BRISTOL — Past Presidents’ 
Night of the Connecticut Associa- 
tion, at the Chippanee Country 
Club. Golf, sheep bake, and pro- 
gram furnished by the past presi- 
dents under the general direction 
of E. S. Cobb of Sidney Blumenthal 
Co., who headed the Association in 
1931 


OAKLAND—Luncheon meeting 
of the East Bay Group, Northern 
California Association, at the Lake 
Merritt Hotel. Speaker: Doug Mon- 
tell of the Tide Water Associated 
Oil Co., “Sportcasting.” 

SYRACUSE—Dinner meeting of 
the Syracuse & Central New York 
Association, at the Onondaga 
Hotel. Round table discussion of 
commodity markets and trends. 


OCTOBER 25 


ROCHESTER—Dinner meeting 
of the Rochester Association, at the 
Rochester Club. Purchasing 
Forum, under the leadership of W. 
W. Irwin. 


OCTOBER 26 


DALLAS—Dinner meeting of 
the Dallas Association, at the 
Stoneleigh Hotel. Motion picture: 
“Production, Treatment and Han- 
dling of Creosoted Pine Poles.” 


SAN FRANCISCO — Luncheon 
meeting of the Northern California 
Association, at the Palace Hotel. 
Speaker: Arthur Ellenburg, Attor- 
ney of the California Packing Corp., 
“Patent Law as It Applies to Pur- 
chases.” 


OCTOBER 27 


PORTLAN D—Luncheon meeting 
of the Oregon Association, at the 
Mallory Hotel. Speaker: Miss Fish- 
er, Technical Librarian, Portland 
Library Association, who spoke on 
the facilities of the library with re- 
gard to commodity information, 
technical data, specifications, and 
the like. 


OCTOBER 28 


DURHAM, N. H.—Regional con- 
ference of the New England Group, 
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UNCOVER THE T R UT H 


About Your Typing Costs 


& OLUMBIA is ready to point out, 
without obligation, some important 
facts about your typewriter ribbon 
and carbon paper requirements! 


Columbia case histories in low-cost | 
typing prove that the biggest values | 
in ribbons and carbons are not due to | 
the purchase price so much as to high- 
efficiency performance, Columbia will 
analyze your typing needs, your typing 
costs—and prescribe for the one so 
that the other will represent a true 
saving. 


Columbia’s research facilities and ex- 
perience have been of such service to 
thousands of firms. It is offered to you 
on the same “show me” basis as our 
idea of the most efficient and eco- 
nomical way to buy ribbons and car- 
bons. Write or call the Columbia 
office nearest you. 


COLUMBIA 


RIBBON & CARBON. 
MANUFACTURING CO., Inc. 
Main Office and Factory 


Glen Cove, L. I. New York 





New York, Chicago, Philadelphia, 


' § Pitebureh, Cincinnati, Nashville, 
BRANCHES New Orleans, Kansas City, Méil- 


waukee, Minneapolis 


—also— 
LONDON, MILAN, SYDNEY, 
ENGLAND ITALY AUSTRALIA 












STATIONERS and OFFICE SUPPLY DEALERS Everywhere 





A “Plus” Value Increases Production 


When you buy VICTOR Hack Saw Blades packed in the new metal 
boxes with hinged lids you get extra value without extra cost 
The Blades are better protected until used and the metal container 
makes them more convenient to use. These boxes stack better on 
stock room shelves, occupy less space, and suggestions for proper us¢ 
and correct selection of Blades are plainly printed on the inside and 
bottom. 

When purchasing Hack Saw Blades consider these features—and 
specify VICTOR. 

PACKED IN MODERN METAL BOXES 










There are also four styles of 
VICTOR Hack Saw Frames de- 
signed especially for VICTOR 
Blades—buy the proper Frame to 
fit the Blade. 


VICTOR SAW WORKS, 
Middletown, N. Y. 


She 


VICTORIOUS 


ACE 


Sa ee | 


Frat Peoved Masbes in the Real of 
STAPLING 
MACHINES 








' CLIPPER 
Superior Performance . _ 
and Durability have 
earned them that coveted 


Award of Merit— 


*EAST OF ROCKIES 


WORLD- WIDE LEADERSHIP IN SALES 


“An ACE always comes out on Top" 


nded and Sold by:— 


PRODUCTS OF ACE FASTENER CORPORATION CHICAGO 
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Educational Buyers Association, at 
the University of New Hampshire. 
W. Prescott Campbell of the Uni- 
versity was in general charge of 
the arrangements, and W. G. Morse 
of Harvard University was chair- 
man. Speakers included President 
Fred Engelhardt of N. H. U., Ar- 
thur Babson of Babson Institute, 
“Commodity and Price Trends”; 
and George Frank, Purchasing 
Agent of Cornell University, “Co- 
operative Contracts.” 


OCTOBER 29 


OBERLIN—District conference of 
the Ohio Group, Educational Buy- 
ers Association. 


li our new 400- 


New Contract Form for 
Can Customers 


During the past month, con- 
tracts between the American Can 
Company and its customers have 
been revised, eliminating the 
clause which specified the base as 
the price which the Can Company 
would pay for tin plate under the 
“official” published prices set by 
the Carnegie-Illinois Steel Com- 
pany. In place of this arrange- 
ment, the new contract is based 
upon the actual price which the 
company pays for tin plate, re- 
gardless of official published 


page 1910 Catalog 


does not reach you by November 15th 
please fill in this label and mail it at once. 





leather goods and gift-wares. 


This catalog will include many new additions to our lines of 
watches, jewelry, diamonds, silverware, electrical appliances, 
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prices, and an adjustment is to be 
made at the end of the year to 
take care of any reductions in the 
actual price paid. Prices for cans 
are habitually set by contract at 
the beginning of the year, and 
there have been voluntary ad- 
justments upon occasion when tin 
plate prices were reduced during 
the year. 

Testifying before the Tempo- 
rary National Economic Com- 
mittee in its investigation of the 
iron and steel industry, President 
H. A. Baker stated that the con- 
tract revision had been under con- 
sideration for some months past, 
and that it represented a definite 
business policy. Investigators for 
the Committee implied that the 
action had been prompted by the 
present inquiry. 

The annual contract plan has 
been in effect for about thirty 
years, as a means of stabilizing 
prices over the year for agricul- 
tural processors. The naming of 
the Carnegie-Illinois Company 
was explained on the grounds that 
this company is the largest pro- 
ducer of tin plate, and that com- 
peting producers recognized that 
quotation as the ceiling for prices 
which the American Can Com- 
pany, largest purchaser of tin 
plate, would pay. Dr. Baker stated 
that his company purchases from 
approximately ten producers, and 
that his present contracts are 
made on the basis of prices pub- 
lished by Carnegie-Illinois, but 
denied any control of price by the 
latter company. A previous con- 
tract calling for quantitative dis- 
counts in the event that more 
than 600,000 base boxes of tin 
plate were purchased during a 
calendar year, had been cancelled 
for a consideration, on the ground 
that it was embarrassing to pro- 
ducers. 

A. H. Feller, special assistant 
to the Attorney General, read in- 
to the record a conversation which 
quoted Dr. Baker as_ saying, 
“Theoretically this (new con- 
tract) seems to take care of all 
the things which our customers 
might expect us to take care of 
and all of the things we have 
thought it probable you gentle- 
men would also like to have taken 
care of. Maybe some of your in- 
Spiration is back of this.” 


Buys for M-K-T 

S. A. HAYDEN has been named 
purchasing agent for the Missouri- 
Kansas-Texas Lines at St. Louis, suc- 
ceeding George E. Scott, resigned. 
Mr. Hayden has been with the railroad 
28 years, and has been assistant pur- 
chasing agent since 1937. 
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BETTER MARKING—LOWER COST 


With CUNNINGHAM 
SAFETY STEEL STAMPS 


Cunningham Marking Devices are scien- 
tifically constructed of patented Safety 
Steel, both to give you better marking and 


Nw 


Standard 


to protect your workmen. Outstanding Style 


features are: 


% UP TO 100% INCREASED SERVICE 
% NO MUSHROOMING OR SPALLING 
% DEEPER, MORE UNIFORM IMPRESSIONS 
%& HEADS NEVER REQUIRE REDRESSING 


Cunningham manufactures a complete line 







of stamps, inspector hammers and stamp- 
ing dies, all made of Safety Steel. Write 
for illustrated literature and prices. 


Wedge Grip 
r/ Style 







M. E. CUNNINGHAM COMPANY 


154 East Carson Street - -  tladalll Pa. 












Get ARMSTRONG TOOL 
HOLDER efficiency on all 
operations ........ 


& 


Don't overlook the completeness of the Armstrong 
System, the ARMSTRONG TOOL HOLDERS of un- 
usual sizes and types. In many of the more complex 
operations ARMSTRONG TOOL HOLDERS offer 
even greater saving than you are getting from them 
on ordinary turning, boring or threading. There are 
ARMSTRONG TOOL HOLDERS for every operation 

mer: on lathes, planers, slotters and shapers. Each is a 
.. ON PLANERS... stronger, more efficient tool than can be “home 
made” at comparable cost. Each is a permanent 
tool, a multi-purpose tool that does the work of a full set of forged tools. Each “Saves: All 
Forging, 70% Grinding and 90% High Speed Steel” day after day, year after year. 


Included in the Armstrong System are great tool holders for the largest work—Gang Planer 
Tools, Extension Shaper Tools, special threading tools of tough alloy steels, carbide tool holders 
and Spring Cutting-off Tool Holders that make cutting-off easy and inexpensive. 


In today’s Armstrong System you will find the answer to today’s machining problems. Better 
get a new B-37 catalog and check these tools with the ones you are using. 


ARMSTRONG BROS. TOOL CO. “The Tool Holder People” 
303 N. Francisco Ave., Chicago, U. S. A. 


N 
Eastern Warehouse and Sales: 199 Lafayette St., New York San Francisco London 








INTERESTED IN 
SAVING MONEY? 











here’s ONE WAY 
to do it! 


It’s Easy To Cut Typing 
Filing and Mailing Costs! 


RELAY ONION SKIN 


gives Vou 


* more and clearer 
carbon copies 


* less chance for errors 
in filing 
* lower postage costs 


TRY RELAY ONION SKIN ON 
YOUR NEXT ORDER. 17S 
AN OUTSTANDING VALUET 


SAVE MONEY WITH 
THIS EFFICIENCY 
CHART —FREE TO 
EXECUTIVES | 


Enables you to 
select at a glance 
the most eco- 
nomical grade of 
Thin Paper for any specific use. fits 
under desk glass for ready referenc« 
Write Dept. M today for your copy! 


VALLEY 


PAPER COMPANY 
Holyoke, Mass. 
Makers Of Fine Papers Since 1866 





For additional products see Buyer’s Directory, page 93. 
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Governmental Forecast of 1940 Trade 


HE agricultural marketing 

service of the U. S. Bureau 
of Agricultural Economics, which 
has earned a reputation for un- 
usual accuracy in its analysis 
and forecast of industrial move- 
ments, has issued this month a 
survey of the outlook for demand 
and prices in 1940. The gist of 
this forecast is that the year 
ahead will probably witness sharp 
fluctuations in industrial activity 
due to (1) the uncertainties aris- 


IN DIMENSION CHECKS GIVEN 
SCREWS 





PARKER-KALON SOCKET 


Thread Precision is only one of the important 
in Parker-Kalon 
In a laboratory without 
counterpart in the industry, quality is guarded by 
thorough tests and inspections covering: 


characteristics carefully checked 
Cold-forged Socket Screws. 


1—Chemical Analysis. 
Loads under Tension. 


inspection of these essentials: 
9—Head Height. 
11—Socket Shape. 12—Socket Size. 
14—Centricality of Socket. 
16—Clean Starting Threads. 


In this way Parker-Kalon maintains a new higher 
standard of quality . .. a standard that satisfies critical 


buyers. Send for free samples. . 


PARKER-KALON 





“16 POINT QUALITY-CONTROL” Leads 
Critical Buyers to Demand PARKER-KALON 


2—Tensile Strength. 
tility. 4—Torsional Strength. 5—Ability to take Shock 
6—Resistance to Shock Loads 
under Shear. 7—Hardness. In addition, there is a rigid 
8— Head Diameter. 
10—Concentricity of Head to Body. 
13—Socket Depth. 
15—Class 3 Fit Threads. 


. see for yourself. 
PARKER-KALON CORP., 206 Varick St., New York. 


/ 


sp SOCKET SCREWS 


For additional products see Buyer's Directory, page ‘ 


ing from the European war and 
(2) the necessary readjustments 
resulting from recent inventory 
accumulations, but that commod- 
ity prices will average slightly 
higher than in 1939. 

The Bureau points out that 
production in recent months has 
run ahead of consumption and ex- 
ports by a considerable margin, 
and that consequently a very 
definite recession from the peak 
activity of the present upswing 


3—Duc- 













may be expected, but does not 
anticipate that this recession will 
develop sufficient force to offset 
other favorable factors or to ter- 
minate the improvement begun 
in 1939. 

Quite independently of the 
stimulus of the war, conditions in 
domestic industry are generally 
favorable. Business activity and 
consumer incomes would have ex- 
perienced some improvement in 
1940, and the Bureau does not 
note any definitely unfavorable 
factors in any major industry. 
However, the assumption is made 
that the war will continue at least 
through the major portion of 1940, 
and this will continue to be an 
important factor in the business 
outlook. 

The survey looks for a consid- 
erable increase in the output of 
automobiles and other durable 
consumer goods. Some increases 
in capital expenditures are fore- 
seen, and a less cautious buying 
policy on the part of business in 
view of the improved price situ- 
ation. Considering both domes- 
tic and foreign factors, a moder- 
ate increase in industrial activity 
is predicted. 

The gain in consumer income 
is likely to be substantially great- 
er, relative to the extent of busi- 
ness improvement, than it has 
been in 1939, for changes in in- 
come tend to lag behind changes 
in industry, and there will be a 
cumulative effect carrying over 
from the improvement that has 
occurred this year besides what- 
ever improvement may develop in 
the course of the year ahead. 

Wholesale commodity prices 
are expected to average slightly 
higher, with the greatest advance 
occurring in prices of raw ma- 
terials, though processed goods 
will also move upward. This pre- 
diction is based on the fact that 
raw material prices, which ordi- 
narily respond first in a period of 
increasing industrial activity, ran 
counter to the normal trend in 
the period from May to August of 
this year, drifting downward 
while activity was rising, and giv- 
ing rise to excessively cautious 
buying policies in the absence of 
normal price incentives to buy 
ahead. In consequence of that 
Situation, this group shows a 
greater room for improvement on 
a broad scale than if previous 
buying had been less conserva- 
tive. 
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MAGNETIC NOVELTIES 


Here is the vest pocket novelty sensation of 


the hour. Famous political enemies, (G.0.P. 
Elephant and Dem. Donkey) xe mounted on 
unusually powertul G. Inico magnetic 
bases. hey attract, repel, twirl, giving an 
amazing performance. Special instructions 
enclosed for Republicans and Democrats. An 
ideal novelty giveaway. Each pair in box. 
ae actual size). Order No. P 15 x 57 x. 
Per dozen $2.00. Per gross $22.80. We also 
manufacture a Pups, biack and white 
Scotties similar above. No. P 15 x 59 
Per dozen $1. 85." Per gross $21.00. Four 
sample pair assorted postpaid $1.00. 


CATALOG OF MERCHANDISE 
FOR ALL OCCASIONS 


For that golf tournament, card party, bingo 
game, carnival, holiday celebrations, good 
will gifts, you’ will find the Hagn line of 
merchandise outstanding. If it’s a diamond 
wrist watch or a teddy bear, we have it and 
at prices that are right. Send for copies of 
our latest catalogs for your files today. Ne 
obligation, no salesman to bother you, 


JOSEPH HAGN COMPANY 
Wholesalers Since 1911 


217 & 223 West Madison St., Chicago, Ill. 








Only 


WIREGRIP 
Belt Hooks 
have the patented 








blue Aligning Card 





that holds hooks in 
position, prevents 
them from loosen- 
ing, prevents hook 
loss from handling, 
prevents waste of 
short ends. Every 
WIREGRIP Hook to 
the last one can be 
used. 


Flexible 
BELT LACING 


STEELGRIP isa 
Stronger lacing for 
all power and con- 
veyor belts. Clinches 
smoothly into belt, 
compresses the ends, 
prevents fraying, 2- 
piece hinged rocker 
pins prevent exces- 
sive wear. In boxes 
or long lengths. 








W rite 
for Catalog 








ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
321 N. Loomie St. Chicago, U.S. A. 














The expected price rise is predi- 
cated chiefly on improved de- 
mand. Supplies of agricultural 
commodities are generally ample, 
and industrial capacity is regard- 
ed as sufficient to take care of a 
considerable increase in output. 
The factor which has been lack- 
ing up until recent months is an 
active demand. In 1940 it is ex- 
pected that domestic demand for 
farm products will be substantial- 
ly better, with foreign trade rela- 
tively less important, while for 
many of the industrial and min- 
eral products an improvement in 


both domestic and export demand 
is in prospect. 

Greatest price advances are 
predicted for those raw materials 
needed for products used in war, 
and which can not be produced in 
sufficient quantities in belligerent 
nations or their possessions; also 
for those materials in which there 
is danger of interruption of sup- 
plies from usual sources because 
of the war. The demand for some 
products will be adversely affect- 
ed by the war, particularly those 
export products the consumption 
of which can be postponed or 
eliminated, unless domestic de- 
mand can be stimulated to an ex- 
tent which will offset the reduced 
export demand. 

The report analyzes at some 
length the differences in the pres- 
ent situation as compared with 
that at the outbreak of hostilities 
in 1914. Every major war has 
seen some advance in prices, but 
important differences in supply 
and demand conditions have 
greatly influenced the pattern of 
price changes. In the present 
instance, the effect on prices will 
be tempered by the greater prep- 
aration on the part of belligerent 
nations, increased foreign produc- 
tion of many materials, the heavi- 
er existing supplies of both farm 
and industrial products, and the 
more rigid price controls. 

Another important difference is 
that industrial activity in this 
country was declining in 1914, 
and the initial uncertainties in- 
cident to the war acted as addi- 
tional depressents. But in 1939 
the trend of industrial activity 
was upward, and this, together 
with the memory of the eventual 
price advances of the World War, 
resulted in immediate price stim- 
ulation and increased demand as 
buyers attempted to build up 
stocks in advance of the major 
price advance. 

In regard to agricultural prod- 
ucts, governmental programs of 
price stabilization had prevented 
prices from falling as far as they 
would otherwise have done dur- 
ing the depression of 1937-1938, 
and consequently they did not 
fully reflect the subsequent im- 
provement in business activity 
and consumers’ income. Since 
the outbreak of the war, prices of 
several important commodities 
have risen above the levels estab- 
lished by governmental support. 
Thus it is expected that farm 
prices in 1940 will reflect changes 
in demand more clearly than at 
any time since 1937. 


How much do 
1000 letters 
cost? 


Stenographic 













and Overhead 
$135.00 or 75 


Letterheads and 
second sheets 
$12.60 or 7% 


Envelopes 
$3.60 or 2 





Mailing 
$27.00 or 15% 


For the best carbon paper and 
typewriter ribbons, MultiKopy 
and Star Brand, only $1.80 or] 


| Mr. Purchasing Agent! These figures ar 


result of a careful study of corresp: 
costs. They show conclusively that t 
letter cost of quality carbon paper a 
writer ribbons is a small price & 
neater letters and reliable ofhce re 


Leading business offices have frequent 
efited through the service of theis 


| Webster Representative. He will also 


| to study your individual needs 


| ligation to you. A careful check 


1} 
only simplify and improve your oft 


| but actually save you money. Write 


we will have him call. 


CARBON PAPERS and 
TYPEWRITER RIBBONS 


7 Amherst Street, Cambridge, Mass. 


For additional products see Buyer's Directory, page 93 
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You Want to 


Know Where to 
Buy Paper! 


1940 

POST’S 
PAPER MILL DIRECTORY 
Will Tell You Names of 
Makers of 815 Kinds 
and Grades of Paper 


Completely Revised 
Accurately Classified 


only $2.00 Delivered 


Ready for Delivery in January. 
Limited Edition. Order Now. 


POST'S PAPER MILL DIRECTORY 


1440 Broadway New York, N. Y. 











To House 
Your 
Canceled 
Checks 


This compact 
group of 100 
SAFE-T-STACK 
Steel Storage 
Files provides 
eficient housing 
for over 400,000 cancelled checks. 

They are “Tailor-Made” to fit the checks 
they contain. For this reason they only 
occupy a space of 86% inches high, 465% 
inches wide and 24 inches deep. 

The exclusive SAFE-T-STACK slip key 
locks individual files together horizontally 
and vertically. No tools, bolts or rivets 
are used. 

Write for a quotation on a SAFE-T- 
STACK Steel Storage File to fit your check 
size. No obligation of course. 

Se SS SS SS SSS SS SS SSS SS eee eee 


The Steel Storage File Co., 
2216 W. 63rd St., 
Cleveland, Ohio. 
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The size of our check is.......... inches wide 
Dias ches inches high. Please quote on Steel 
Storage Files to fit. 

Name .. 
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OBITUARY 


HuGH D. FERGUSON, 62, for the | 


past 18 years purchasing agent of 


the Liquid Carbonic Co., Chicago, | 


died September 30th in St. Luke’s 
Hospital of injuries received on the 
28th when he was hit by a truck. 


JAMES B. D. EDGE, 65, Vice Presi- 
dent in charge of purchases for E. 
I. duPont de Nemours & Co. from 
1919 until his retirement in 1930, 
died of a heart attack at his home 
near Kennett Square, Penna., Octo- 
ber 4th. Mr. Edge joined the 
duPont organization as a clerk in 
1902, and served for five years as 
foreign representative of the pur- 
chasing department at Valparaiso, 
Chile, prior to his appointment as 
vice president. He was also a mem- 
ber of the board of directors and 
the executive committee of the com- 
pany. 


LEONARD B. Toms, 68, Purchas- 
ing Agent for the Oster Mfg. Co., 
Cleveland, died at his home in 
Euclid, Ohio, October 14th. 


WILLIAM O. BENTLEY, 70, who 
became general purchasing agent 
for the Kistler Leather Company 
at Lock Haven, Pa., in 1908, and 
advanced to the position of vice 
president of the company at Boston 
in 1921, died at the Newton 
(Mass.) Hospital on October 8th, 
after a very brief illness. 


FRANK E. DICKSON, 62, Assistant 
City Purchasing Agent at Glendale, 
Cal., died at his home in that city 
on October 14th, of a heart attack. 
Mr. Dickson had been in the public 
service for 18 years, and was a past 
president of the California State, 
County and Municipal Purchasing 
Agents Association. 


EARL A. ELLISON, 58, for many 
years purchasing agent for thirty- 
five stores of the Eureka Company, 
with headquarters at Windber, Pa., 
died at his home in Bradford, Pa., 
October 19th. He had been in poor 
health for some months. 


GEORGE B. HAMBLIN, 63, formerly 
purchasing agent and works man- 
ager of the Whitin Machine Works, 


| and more recently vice president of 


that organization, died at the Wor- 
cester (Mass.) Memorial Hospital 
on October 20th, after a lingering 
illness. 


FRANK E. ADAIR, 55, for the past 
23 years factory purchasing agent 
for the E. W. Bliss Company, died 
at his home in Hastings, Mich., 
October 22nd, after an illness of six 
weeks. 


JOHN W. MCGUIRE, 71, for many 
years purchasing agent for the Los 
Angeles Daily News, up to the time 


’ | of his retirement from active busi- 
| ness in 1933, died October 20th. 
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.-, BOLTS, SCREWS 
and WASHERS in brass, 
bronze, copper, Everdur. 
Monel metal and stain- 
less steel . . . waiting 
for your order. Every 
shipment means “rush” 
at Harper's. Special fast- 
enings made to order. 
Send for new type of 
easy-to-use catalog 
which takes the mystery 
out of bolts. The H. M. 
= Harper Company, 2606 
Fletcher Street, Chicago, 
your logical source of 
supply. 














DAYTON 
GRINDING WHEELS 


Regardless of 
quirements, you can ob- 


your re- 


tain a Dayton abrasive 
wheel of the exact specifi- 
cations the work demands. 
On the market for years 
and the preference for a 
wide range of operations. 
Write 
The 
Simonds-Worden-White Co. 
Dayton, Ohio 


FACTORIES AT: Dayton, Cleveland, 
Beloit, Buffalo 
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ROBERT C. Ray, 44, secretary and 
purchasing agent for the Motor 
Power Equipment Co., St. Paul, 
since 1925, died at the Veterans 
Bureau Hospital, Fort Snelling, 
October 27th, after a two months’ 
illness. 


FRANK F. ROEDER, 60, formerly 
purchasing agent for the City of 
Chicago under Mayor William E. 
Dever, and more recently engaged 
in the real estate business, died at 
his home in that city, October 28th. 


Correction 


An item in this column in the Sep- 
tember issue of PURCHASING erron- 
eously referred to W. C. Wickersham, 
Purchasing Agent of the Belridge Oil 
Co. Our information was in error, and 
should have referred to Mrs. Wicker- 
sham, who had passed on. We deeply 
regret the publication of this false re- 
port and the inconvenience which it 
may have occasioned. 


Peterson in Sales Dept. 


ROLAND W. PETERSON, Pur- 
chasing Agent for Durkee Famous 
Foods, Berkeley, California, has been 
named assistant sales manager for that 
company. Mr. Peterson has been with 
the Durkee organization for 12 years, 
chiefly in purchasing. Recently he 
took over the responsibility for adver- 
tising, premium and broadcasting 
work, and six months ago was ap- 
pointed advertising manager along 
with his purchasing duties. He has 
been active in the Purchasing Agents 
Association of Northern California, 
serving as vice-president, co-chairman 
of the educational committee, and 
chairman of East Bay activities. T. 
M. THOMPSON has been appointed 
purchasing agent, succeeding Mr. 
Peterson. 


Norfolk Buying is Cited 


I. R. VANDERBERRY of the Vir- 
ginia State Division of the Budget, 
who served for some ten years as City 
Purchasing Agent at Norfolk prior to 
his present appointment, addressed the 
Richmond First Club last month on 
the topic, “Norfolk’s Experience With 
Centralized Purchasing.” He stated 
that $50,000 annual savings on pur- 
chases of supplies and equipment total- 
ling approximately $500,000.00 was a 
“conservative estimate” of the advan- 
tages accruing to the city through a 
well-developed buying system with 
centralized authority and _ responsi- 
bility, and working closely with the 
City Manager’s office. The City of 
Richmond is considering a proposed 
charter revision which would provide 
for similar municipal organization. 


Goodearl Talks on Safety 


ARTHUR W. GOODEARL, Pur- 
saving, Agent of E. A. Pierce & Co. 
San rancisco, spoke on “Public 
Safety” over Station KPO, September 
7th. Mr. Goodearl is vice chairman 
of the San Mateo Traffic Commission. 












Tungsweld 
Shears 


Rotary 
Shears 


HACK SAWS 





High Speed Steel—Bright 





| Molybdenum Steel—Red 





Tungsten Steel—Black 







“RED 
TANG” 


Hard Edge 
Band Saws 


PAG! 


SIMOND: 


Ou 


CUTTING TOOLS 
All First Qual 


To cut metal profitably 
use SIMONDS Tools. 


Quality does count. 





Buy through your 
Mill Supply Dealer 


and specify SIMONDS 


Write for Catalog and Prices 


Simonds Saw and Stee! Co. 


Established 1832 
Fitchburg, Massachusetts 





Solid and Inserted Tooth 


Girvan telat r Slitters 


For additional products see Buyer's Directory, page 93 
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MAKE “LONG DUTY” SPRINGS 


PHOSPHOR BRONZE 


WHY? 
of its springs “die” young? 


Phosphor Bronze. 


Because they will be extremely dependable in critical 
functions. Does some part of your product corrode? 


Do some 


If so, you may find the answer— 
as many others have—by making the offending parts of Seymour 


__ This alloy of copper, tin and phosphorus has stubborn re- 
sistance to corrosion, will stand almost endless flexures and 


abrasion. 


sent on request. 


When next your shops complain about poor springs, 
suggest Seymour Phosphor Bronze. 


Test samples and catalog 


THE SEYMOUR MFG. CO., 55 Franklin St., Seymour, Conn. 
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because of 


























inefficiency. 


Isn't efficiency in the ship- 
ping room as important as in 
your production department? 
THE NEW POST-0-METER 

PARCEL POST SCALE 


e eliminates waste in postage 
e speeds up weighing opera- 
tions 


saves time and money 
and is absolutely fool-proof 


Just place a package on the 
platform — press the key — 
there’s only one figure—the 
correct postage. 


Also may be used for ordinary 
weighings up to 70 pounds. 


Local representative will 
leave a Post-O-Meter on 
approval—no obligation. 
Write today. 
“PRESS 
A 


BUTTON” 


There's 
the 
Postage 


Magni- 
fied 


Accu- 
rate 


DETECTO-GRAM SCALES 


1 Main Street. Brooklyn. New York 


| 


Bolts, 
Packaging 


and Service 


are 
the reasons for 
specifying 


CLARK BROS. BOLTS 


instead of just “A” Bolt. 
You will save money. 
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Changes in Newark 
City Purchasing 

The Department of Central Pur- 
chases at Newark, N. J., has been 
transferred from the supervision of 
the Department of Public Safety to 
that of the Department of Parks and 
Public Property, headed by City Com- 
missioner Joseph M. Byrne, Jr. The 
purchasing department was set up in 
1933, as an interdepartmental agency 
under the control of all the commis- 
sioners rather than under a specific 
individual administrative authority in 
one of the five major departments, a 
condition which was changed last year 
after the Finance Director refused to 
use the purchase department and won 
a court ruling that non-departmental 
bureaus must be placed under the 
jurisdiction of one of the major di- 
visions of the government. Commis- 
sioner Byrne has appointed Theodore 
S. Miller, secretary of the Department 
of Parks and Public Property, to make 
a survey of personnel and methods. 
The purchase department spends 
slightly more than a million and a half 
dollars annually. William A. Adams, 
formerly purchasing agent of the De- 
partment of Public Works, is acting 
director of the department, with a civil 
service rating. He has been with the 
department since its organization. 
Salvatore A. Bontempo is deputy di- 
rector. 


Cooperation is the First 
Duty of Management 
(Continued from page 58 ) 


the Board. Twice a year they 
reorganize, and at least three new 
members are chosen, taking the 
place of three who have con- 
tributed the least in ideas and 
efficiency. 

The Factory Board is organ- 
ized on a similar plan, dealing 
with personnel problems, plant 
methods, good housekeeping, ef- 
ficient routing, production, and 
coordination. 

The Sales Board deals with 
merchandising and distribution 
policies, and has practically com- 
plete responsibility in this spe- 
cific phase of the management. 
Comprised of “home office” ex- 
ecutives and representatives of 
the men who are out on the firing 
line of the sales organization, it 
provides an aggressive yet prac- 
ticable approach to sales prob- 
lems, promotional activity, and 
customer relationships, that has 
been invaluable as a_ business 
builder. 


Working Together 


The Sales Board meets twice a 
year. The other Boards meet 
weekly, and joint meetings are 
held at frequent intervals on a 
basis of complete equality, for the 
discussion and determination of 
current issues. One of the results 
that has inevitably grown out of 
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this plan is the excellent inter- 
departmental relationship arising 
from a consistent emphasis on 
the primary importance of the 
organization as a whole. 


It has practically eliminated 
logrolling, departmental jealous- 
ies, and office politics. The Pur- 
chasing Agent of the company 
served four times as chairman of 
the Junior Board, is on the Sales 
Board, and has recently been 
elected to the Board of Directors 
as a direct result of his work in 
those capacities. The Assistant 
Purchasing Agent is currently a 
member of the Junior Board. 
There is no opportunity for mis- 
understandings or differences of 
opinion to fester in silence or to 
become aggravated by an indirect 
approach, for they are brought 
out into the open in Board meet- 
ings, thrashed out impersonally 
and impartially, and settled by 
common consent. Generally they 
are anticipated and brought to a 
conclusion before they have a 
chance to reach an acute stage. 

In any question that might in- 
volve, for example, purchasing 
and plant operations, there is no 
question of dominance on either 
side; the question is necessarily 
considered from the company 
viewpoint. There is no place for 
departmental antagonisms, for 
the entire organization is set up 
on the basis of coordination. That 
is the only viewpoint which can 
prevail, and it prevails solely on 
the basis of mutual understand- 
ing and a common goal. 

That spirit is destined to en- 
dure, for one of the significant 
duties of the Junior Board is the 
operation of the Sponsorship 
Plan for new employees. The 
newcomer in this organization is 
not left to find his own way, to 
get a one-sided view of company 
operations, or to feel that he has 
been lost sight of as an individ- 
ual. For the first three months of 
his association with the company, 
he becomes successively the pro- 
tege of three different members 
of the Board, not for direct su- 
pervision of his work, but for en- 
couragement and advice as the 
particular case may require, and 
to the extent that he may wish 
to call upon his sponsor for spe- 
cific attention and for explana- 
tions of the new conditions under 
which he is working. Thus he 
gets the benefit of three comple- 
mentary interpretations of the 
job with its responsibilities and 
opportunities, and there are three 
reports to management on his 


2500 WEST 27th ST. 
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A COMPLETE LINE FOR ANY JOB 


“HIGH SPEED” ““MO-SPEED”’ 
“TUNGSTEN” “SUPER-FLEX”’ 


Guaranteed to equal any Hack Saw blade made 
today, on any job, any time, any place. 


Sold ws distributors wlan bse them! 
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Wher these Pigs gota Market- 
j 
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T HEY’LL appear in a wide variety of sizes and shapes — in 

everything from automotive parts to electrical appliance 
equipment—as high quality castings from the Forest City 
Foundries Co. 


And because Forest City Foundries casting specialists have 
carefully tested them every step of the way from pigs to finished 
castings, they'll do their job right—at a low unit cost. 


For over 48 years Forest City has been producing high quality 
castings. This experience plus facilities for producing gray iron, 
semi-steel or high test semi-steel castings that measure up to 
specifications, is an integral part of the Forest City organization. 
A call will bring a representative to discuss your casting needs 
and our ability to meet them. 


Phone PRospect 5040 


THE FOREST CITY FOUNDRIES CO. 


CLEVELAND, OHIO 
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Onion Skin Paper 
For 


Thin Letterheads 
Records 
Forms 


Copies 


It will reduce 


WED bbate, 


Typing 
Filing 
expense. 


xX ee 8 


Ideal for Air Mail, Branch 
Office and Foreign 


fofoded-1-j slesatel-saler-m 


__SEND FOR SAMPLES 


ESLEECK 


EV atbecLoiabbebele mE Oley cit ol babi 
Turners Falls, Mass. 





qualifications and adaptability. 
It has been a most effective 
means of assuring that those es- 
pecially fitted for training and 
advancement are given the chance 
to register and capitalize their 
abilities, for the good of the com- 
pany as well as their own; and 
the man who drops back into a 
routine classification has only 
himself to blame for that situa- 
tion. 

In this discussion we are in- 
terested rather in the result, than 
in the means. Multiple Manage- 
ment, as practiced by McCormick 
& Company, proves that there is 
no essential conflict between pur- 
chasing and engineering, or pur- 
chasing and production, or pur- 
chasing and sales, or any other 
functional divisions of the busi- 
ness. Instead of arguing the pre- 
cise degree to which one depart- 
ment should be “zealous to co- 
operate” with another, it sets up 
the common aim. From that 
point on, it isn’t a matter of de- 
fending some prerogative as a 
matter of principle, but it goes a 
long way toward defining prerog- 
atives in any given situation. 

(For those who may be inter- 
ested in a more detailed discus- 
sion of the plan, it is fully de- 
scribed in “Multiple Manage- 
ment,” by Charles P. McCormick, 
published by Harper & Brothers, 
New York City, 1938.) 





ASSISTANT PURCHASING AGENT 

Alert Assistant Purchasing Agent, 27, seeks 
new connection in industrial work. Now 
employed by War Department. Five years’ 
experience in excess of $1,000,000 per year, 
from office supplies to heavy equipment. 
College trained, systems and _ procedures. 
specifications, engineering background. will 
consider small salary with opportunity. 
Write Box No. 905. PURCHASING, 205 
East 42nd Street, New York, N.. Y. 








AVAILABLE 


After January Ist. Man, 45 years of age, 
4 years experience municipal purchasing 
agent. Accountancy trained. Prefers 
metals or metal products. Address Box 
No. 906, e/o Purchasing, 205 East 42nd 
St., New York, N. Y. 








AVAILABLE 


Purchasing Agent or assistant, 24 years 
of age, 6 years’ experience in purchas- 
ing with metal fabrication plant mak- 
ing diversified line, invites inquiries. 
Location no object. Write Box No. 907, 
PURCHASING, 205 East 42 Street, New 
York, N. Y. 








WANTED 


Position as Purchasing Agent or As- 
sistant. Have 15 years’ experience full 
charge purchasing all types supplies and 
materials for nationally known indus- 
trial concern with branches. Write for 
interview. Box No. 908, PURCHASING, 
205 East 42 Street, New York, N. Y. 











For additional products see Buyer's Directory, 


PURCHASING 








tarre 


The wise choice of the 
precision-minded—based 
on the experience of 
more than three genera- 
tions of tool buyers and 


users. 


Starrett Catalog No. 26-P describes 
the complete line of fine Precision 
Tools, Dial Indicators, Hacksaws 
and Steel Tapes. Write for a free 


copy. 


THE L. S. STARRETT CO. 
World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 
Dial Indicators for Every Requirement 


Athol, Mass., U. S. A. 
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OFFICE SUPPLIES & EQUIPMENT 




















The UNDERWOOD 
MASTER Typewriter 





Crowning Achievement 
of the 


Typewriter Leader of the World 


Ask for a demonstration on your 
own work in your own office. 


UNDERWOOD ELLIOTT FISHER CO. 


ONE PARK AVENUE, NEW YORK, N. Y. 
Sales and Service Everywhere 




















ARE WE ON YOUR LIST OF SUPPLIERS 
for Loose-Leaf 
BINDERS, INDEXES and FORMS? 
Send for Complete Catalog 


THE C. E. SHEPPARD CO. 
4401 2ist Street Long Island City, N. Y. 
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BOSTON 
PORTABLE 


PENCIL 
SHARPENER 
Self Feed, Chrome 


Plated, Modern 
and Efficient. 


AT YOUR 
STATIONERS 














For 50 Years 


MULTIKOPY 
Carbon Papers 


STAR *% BRAND 
Inked Ribbons 


Manufactured by 


F. S. WEBSTER CO. 


Main Office and Factory 


AMHERST ST., CAMBRIDGE, MASS. 
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ESTABLISHED 190 2>+-- 








OUTLOOK ENVELOPE CO. 


100! W. WASHINGTON BLVD., CHICACO.ILL. 
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Colt and Pencil 


CARBON PAPER 


Will not stick, “tack,” smudge nor 
blue. Outstanding advantages: 
Greater Wear . . . Clearer Impres- 
sions ... Deeper, more brilliant 
colors ... Blue and Purple. 


COLUMBIA RIBBON & CARBON MFG. CO., 


INC. 
Main Office and Factory: Glen Cove, L. 1., N. Y. 





NON-STICK 


An Entirely New 
and Different Pen 








LABELS — _ STICKERS 
AND EMBOSSED SEALS 
For advertising, packaging, an- 
niversary, addressing, mailing— 
in one or multi colors, die cut 
or plain, foil or paper. Write for 

free samples and prices, 
ST. LOUIS STICKER CO. 
1908 Pine Street St. Louis, " 












THE POST-O-METER SCALE 


saves time and money in 
handling parcel post 
Full details on page 68 


DETECTO-GRAM SCALES 
1 Main Street, Brooklyn, N. Y. 


TRINER 











Shipping Room, Parcel Post, Mail, Counting, 
Food Products, Industrial 


SCALES 





Over 150,000 TRINER | 
SCALES in U.S. Postoffices | 


Designed for extraordinary weighing requirements 
—write pe for literature and details 


TRINER SALES CO. 


1441 Merchandise Mart, Chicagc 
DISTRIBUTORS IN ALL PRINCIF 





Always Insist on 





same high standards of precision as ACE 
Stapling Machines, and give trouble-free. 
economical service. 





PREMIUM WIRE 
of high tensile strength, uniform 
grain structere and temper 


Made by ACE FASTENER CORPORATION, Chicago 
SOLD BY ALL GOOD OFFICE SUPPLY DEALERS 


ACCURATE SIZE PERFECT ALIGNMENT 
assured wader unique 
Perpetual Precicion Control 


The advantages of 


EYE-EASE RECORDS 


@ Clearly and definitely proven 


new booklet entitled - - “Sm 
Eyes”. Let us send you a f 
copy. 


















NATIONAI 
BLANK BOOK CO 


HOLYOKE MASSACHUSI 





—_ the 
NEW 1040 


LC SMITH | 
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NEW PRODUCTS & IDEAS 


MULTI- 
PURPOSE 

FLOOR 

MACHINE 


DAPTED for 

use on many 
types of floors— 
wood, marble ter- 
razzo, linoleum, tile, 
etc. —the new Tri- 
Craft Floorworker 
developed by the 
Porter-Cable Ma- 
chine Co., Syracuse, 
N. Y., performs a 
variety of operations 
such as removing old 
finishes or sanding 
new floors, steel 
wooling seals and 
other finishes, clean- 
ing and polishing. 
Since it is a drum 
type machine, work- 
ing with the grain 
or in straight lines, 
it can be used by in- 
experienced operators to produce an even finish without 
danger of leaving swirls and cross-grain scratches. Among 
the several types of drums available with the machine are 
sanders, steel wool in various degrees of fineness, tampico 
drum brush, and lambs’ wool. Changing the drums re- 
quires less than a minute. 





TELEPHONE 
TIMER 


PRING operated, 

and equipped 
with a bell signal to 
give a warning 15 
seconds before the 
expiration of 3 and 5 
minute intervals, this 
convenient device 
manufactured by the 
Phone-O-Meter Co., 
Main St., Orange, N. 
J., is designed for 
use at a desk or telephone switchboard. The indicator is 
set by hand at the beginning of a conversation, and when 
the knob is released, it starts timing the interval. There 
is a visual indication of the time remaining during the 
entire conversation as the indicator moves toward the 
zero point. 





EDGE 
BINDER 


SIMPLE and 
ingenious at- 
tachment has 
been perfected by 
the Vertex Co., 5 
Great Jones St., 
New York, N. Y., 
increasing the 
~ -—— versatility of their 
“Tough Edge Binder” for applying adhesive tapes of vari- 
ous widths along the edges of documents, charts, maps, 
tracings, blue prints, book jackets, time tables, displays, 
index cards, ring binder fillers, wrappings, photographs, 
etc. The edge binding can now be performed either by 
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folding the tape over the edge or by applying it along 
one side only, offering long life and protection in both 
cases. The two operations can be performed simultaneous- 
ly or successively, as desired. The device finds many useful 
applications in offices and drafting rooms. 


SPEEDY 
POSTING 
MACHINE 


EMINGTON 

RAND, INC., 
Buffalo, N. Y., 
announces a new 
model of its non- 
descriptive (10 
key) bookkeeping 
machine, known 
as Model 490-ZF, 
equipped with 
front-feed car- 
riage and de- 
signed to capital- 
ize the speed of 
the machine to 
the fullest extent. 
The machine pre- 
pares a complete 
detailed journal as a carbon of the original statement or 
ledger. The journal is back-fed and may be prepared 
either in continuous wide roll or single sheet form. The 
new front-feed carriage opens automatically for insertion 
or removal of forms, and closes automatically as the first 
entry is made, locking the forms into correct posting 
position. The carriage operation encourages swift and 
easy insertion and removal. Complete visibility for cor- 
rect alignment is assured by a heavy celluloid line finder 
which extends the full width of the carriage. In addition, 
the machine embodies other features for speedy posting 
—automatic printing of day, month and year; automatic 
printing and signalling of debit and true credit balances 
with appropriate symbol; automatic columnar tabulation, 
etc. Its listing and totalling capacity is 9 columns, or up 
to $10,000,000. 








GRAVITY WHEEL CONVEYOR 


6 be new portable and adjustable gravity conveyor is 
adapted to temporary or permanent installations in 
factories and warehouses or loading stations, offering a 
flexible, efficient and economical means of handling prod- 
ucts or packages. The standard width is 1114 inches, and 
standard section 10 feet in length, weighing only 66 lbs. 
One man can assemble and set up 50 feet of conveyor 
in 6 minutes, and the entire equipment can be hung on 
the wall, out of the way, when not in use. Elevation is 
secured by means of a positive thumb screw on the stand- 
ards, to any desired height. Three feet of elevation will 
convey a 50-lb. box 100 feet or more without any push; 
heavier units require less elevation. Straight lengths can 
be coupled at a 40-degree angle and loads moved safely 
without guide rails. For high travel speeds and sharper 
angles, a curved section is available with adjustable rail. 
Welded construction gives rigidity and strength sufficient 
to carry loads up to 700 pounds. The wheel bearings are 
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Few Dollars Save Hundreds 


when invested in Barrett Handling Equipment 
CARBOY POURER 


The safe way of pouring acids. Pro- 
tects clothing, shoes, floors. Cuts 
compensation losses. One man can 
tilt any carboy quickly, easily and 
safely. Rugged welded steel con- 
struction — built to last. 


#3% TBT-13 


o-& 


ROCKERACKS RR-2 


Strong enough to support any full drum or [- Mh” 
a a8 


TOTE BOX TRUCK 


For fast, safe handling of single or 
tiered tote boxes. Slight downward 
ressure on handle lifts load from 
loor; provides quick, easy move- 
ment of filled or empty boxes. All 
steel construction. q 







barrel, yet light in weight for easy carry- 
ing, the Barrett Rockerack enables workers 
to get more done and eliminates hazards. 
Containers quickly raised to convenient 
height for draining purposes. Available in 
8 styles. all of arc-welded rolled channel 
steel. Cradle bands nest drum in place. 


Get the complete story from Catalog No. 
639 and 30 day free trial offer—there are 
dozens of other cost-cutting material han- 
dling equipments made by 


BARRETT j=x 





BARRETT-CRAVENS CO. 
3280 West 30th Street © Chicago, Illinois 


Representatives Everywhere 


dust proof and are equipped with hardened ball races. No 
lubrication is required. Manufactured by the Metzgar Co., 
120 Logan St., S. W., Grand Rapids, Mich. 





MULTIPLE RIVETING MACHINE 


ea a movable anvil actuated by a solenoid, 
this new riveter produced by the Chicago Rivet & Ma- 
chine Co., 1851 So. 54th Ave., Chicago, Ill., permits the 
use of a special indexing fixture whereby the multiple set- 
ting to the line assembly of small parts becomes more 
practicable. Pressure of the operating pedal causes the 
solenoid to actuate a toggle movement, raising the anvil 
into clinching position. When clinching is completed, the 
driver automatically raises and disconnects electrical con- 
tact with the solenoid. This causes the anvil to drop, 
permitting the assembly fixture to be moved to the next 
indexing position. The unit is adaptable for clinching 
tubular rivets as well as eyelets. 
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Theresa AOLTITE promuet 
for every Industrial Fastening job 









Specify HOLTITE 
on your next 
order 





and Fastenings made 
to any specifications or 
samples. Send for estimate. 


Recessed Head: Self- 
Centering Screws and 

Bolts—the modern method 
of reducing fastening costs. 


" > Above: 
a | HOLTITE-Phillips 


as unt Y 
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Price Lists on 
request 


SCREW COMPANY 


NEW BEDFORD, MASS. 
u Puaa@iettecleleesemisne 8 
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@ Anyone could tell you that good paper, good glue and 
plenty of it would make a better sealing tape. Not only 
does Red Streak Sealing Tape have these important char- 
acteristics of better sealing tape, but it costs no more than 
tapes purchased for price alone. It sticks faster and more 
permanently; delivers packages intact ... mo tape can do 
more! 


THE BROWN-BRIDGE MILLS TROY, 0. 














WRITE FOR 
SAMPLES 


var. @ «+ GM 
you'll know why Red 
Streak Sealing Tape 
is a better sealing 
tape for al! purposes. 


SEALINGUimems” TAPES 











McKENNA ENGINEERS 
Swe 30% on this got- 


ott Turning 10-in. diam. 

— Ehvomium - nickel - molyb- 
denum bar (46 sclere- 
scope) with high speed 
steel at 40 ft./min 








Similar unannealed forg- 
ing being turned with 
KENNAMETAL at 150 
ft./min. 


Note smoother finish. 





” 


Same depth of cut, 7/16” to %”, 
tool. Surfaces of stock unretouched. 


on sealy forging, taken by each 





LET US CUT YOUR COSTS BY RECOMMENDING 
THE PROPER TOOLS FOR YOUR PLANT 


McKenna Metals Company sells more than tools and blanks. Part of the out- 
standing success of KENNAMETAL, the new steel cutting carbide material, may 
be traced to the expert knowledge and painstaking care of the McKenna engi- 
neers who cooperate fully in determining the correct tool design and grade of 
KENNAMETAL for each individual job. 

KENNAMETAL machines steel heat treated up to 550 Brinell while combining 
roughing and finishing in one operation, with more pieces per grind and pro- 
ducing a smooth, accurate finish (see illustration). Ask your machine shop 
foreman how this cuts machining costs. KENNAMETAL is particularly economi- 
cal on large tools due to its resistance to shock. 

Write for your copy of catalog of standard KENNAMETAL tools and blanks. 
And don’t hesitate to call in the McKenna engineer for help in selecting the best 
type of tool for your plant. 


MSKENNA METALS ¢@ 


'18O LLOYD AVENUE 
LATROBE, PENNSYLVANIA, U.S.A. 








| Co., Milwaukee, Wis. A simple 


| feeds any predetermined number 
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GRAVITY FEED 
LUBRICATOR 


NEW line of visible gravity 
feed oilers, available in three 
styles and in capacities from 1 to 
8 ounces, equipped with unbreak- 
able reservoirs, has just been an- 
nounced by the Trico Fuse Mfg. 


adjustment of the ratchet control 


of drops of oil per minute, and no 
further attention is required ex- 
cept to keep a reserve supply of 
oil in the reservoir. A _ shut-off 
lever at the top stops the flow 
when not required. There are no 
gaskets to leak, as the unbreak- 
able bottle is cemented to its 
heavy brass base. The dual ratchet 
springs are enclosed in a heavy 
tension ring, assuring uniform 
pressure on the ratchet feed, 
which is not affected by extreme vibration or careless 
handling. The filler cap is dustproof and self-closing. 














RECHARGE- 
ABLE 

FLASHLIGHT 

BATTERY 


ADICAL reduc- 

tion in  flash- 
light operating costs 
is made possible by 
the Charg-O- Matic 
battery developed by 
the Quirk Battery 
Co., Highland Park, 
Ill. This miniature 
battery is a_ true 
storage cell, special- 
ly designed with 
spill-proof case, in- 
genious vent ar- 
rangement and semi-fixation of the electrolyte. It is made 
to fit all standard flashlight cases in which two ordinary 
1%-inch Size D dry cells are used. A small and simple 
charging unit operates on 110-120 volt 60 cycle A.C. cur- 
rent, and there is a special charging clip for automobile, 
truck or bus use, operating from the car battery. A trans- 
parent case of Lucite shows when the battery liquid needs 
replenishing. One discharge cycle is equivalent to a pair 
of dry cells, and the battery can be recharged overnight. 
It will last for years with ordinary care. 








LOW 
CURRENT 
ARC WELDER 


HE new Weld- 

O-Tron unit of 
Allis-Chalmers Mfg. 
Co., Milwaukee, 
Wis., operates with 
currents as low as 5 
amperes, and is 
adapted for use with 
steels, stainless 
steels and other 
metals lighter than 
18 gauge which here- 
tofore could not be 
welded satisfactorily 
without seriously 
burning the metal 
and destroying some of its vital properties. It therefore 
adapts the process to many types of work previously con- 
sidered too small or too light in construction for anything 
other than riveting, spot welding, brazing or soldering. 
There are no rotating parts, using instead a multiple tube 
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Check Their Performance 
In the Shop...and you'll find 


“ATKINS”. 


Cost Less! 








@ The purchasing department's records 


took the new of price, size and make are supplemented by shop 
SH— don't cing metal = records which reveal the true cost. On this basis, as 
possi on powetvins ho) thousands of users will gladly testify, the ‘Silver Steel’ 
chine Blades m.., ree conclusively and tough teeth of Atkins Hack Saw Blades win out, 
Dozens of writ out-perfo Me y wherever comparisons are made. Unless you already 
prove snack saw blader” tes h de this di . " 
power. eeithe shop ave made this discovery try a box of ‘Blue Ends”’ (or, 
Send tor cutting for “‘moly”’ blades, ‘Yellow Ends’’)—and keep a check 
on them through the shop. 





CERTIFIED SAWS, SAW TOOLS, 


E. C. ATKINS AND COMPANY 446 S. Illinois St., Indianapolis, Ind. MACHINE KNIVES, ETC. 








Because You're Buying AGO=:'V/T SUPER BOND 
To Make Selling Easier! | | Greatest Forward Step in 30 Years NEW ff 


V/T Super Bond is one of the most important 














developments in mounted wheels. Nothing 3 
compares with it in long life, stamina and 
@ As a purchasing performance. 


agent you naturally in- 
sist on perfect deliveries 
at the lowest possible 
cost... Isn’t it just as 
logical that you insist 
on the same service for 
your own firm’s cus- 
tomers? Thousands of 
purchasing agents have 
solved that problem — 
safe transit for their 
products at rock-bottom 
packing and shipping 
costs—through Signode 
Packing and Shipping 
Methods... For example, 
a manufacturer* of hold-over refrigerating plates, has success- 
fully ended damage complaints by reinforcing wood crates 


150% LONGER LIFE 


Chicago Mounted Wheels 
V/T Super Bond have 

to 300% longer life, accordi: 
to tests in many plants 
snagging and exacting 
tions. Will not ridge on w 
sharp corners, sinking d 
barbering, etc. 


There’s a shape and 
handle every = grinding 
faster, better, at lowe: 





Let us send you a trial wheel. Tell us the kind o/ 
type of equipment used and size wheel you 






with Signode Steel Strapping (as shown above). On shorter Handee Tool of 1001 Uses 

hauls, Signode Methods have made possible replacement of the 4 % ; 
crate with a less costly, high test carton . . . Signode experts A small “power house” that can be carried to any 
will gladly study your present shipping methods and submit part of the shop and used wherever there is an elec 
a report of their findings to you without obligation on your tric outlet. Grinds, drills, polishes, cuts, routs 
part, providing a basis for lasting economies to your firm and carves, sands, saws, sharpens, Cugreres, 
its customers. Simply call in the local Signode representative. cleans, etc. Uses 300 accessories. Weighs 

Or, write for complete information. 12 oz. 25,000 r.p.m. $18.50 postpaid 
*Name on request. with 6 Accessories. 


Send for catalog of complete line. 


4 i 

STEEL STRAPPING CO. 

2602 N. Western Ave., Chicago, Ill. CHICAGO WHEEL & MFG. CO. 2 _ | 

371 Furman St. 454 Bryant St. Offices in principal industrial centers £ 
Brooklyn, N.Y. San Francisco 118 8. Aberdeen St. Chicago, III. a tg 2 a 
40 Offices Throughout United States and Canada : 
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SAFETEX 


GUMMED 
TAPE 


Pull-tab opener in every roll. 
. 


Processed to make it pliable 


| and non-curling. 
a 
Grooved glue surface for 
better moisture distribution. 
. 
No. 1 Northern Kraft only. 
” 


Highest grade glues for fast 


and permanent sealing. 
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CENTRAL PAPER @. 
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HE 
SAVES 
MONEY 
FOR 
OTHERS 





When seeking factual data on 
materials and methods for hand- 
ling production or maintenance 
cleaning operations easier, faster, 
or at less cost, many purchasing 
executives in one Eastern city 
consult this Oakite Service 
Representative. 

They know that saving money 
is his job. As they have found, 
his nine years’ specialized experi- 
ence and knowledge prove defin- 
itely helpful in improving re- 


sults and reducing. cleaning 
costs. 
® Your local Odakite Service 


Representative can also help 
you establish the economies you 
want in your cleaning work. 
Have him call... no obligation. 


OAKITE PRODUCTS, INC., 54 Thames St., NEW YORK 


Representatives in All Principal Cities of the U. S. 


F, CLEANING 


MATERIALS & METHODS FOR EVERY CLEANING REQUIREMENT 























| tents are completely 
| visible at all times 


PURCHASING 


polyphase mercury vapor rectifier. Controls and terminals 
are readily accessible, being located on the control panel, 
and a hand wheel with easily readable dial provides fine 
adjustment of the welding current. 


PARCEL POST 
CALCULATOR 


HE compact key 

plate incorporated in 
the design of the new 
Postometer parcel post 
scale, manufactured by 
Jacobs Brothers Co, 
Main & Water Sts., Brooklyn, N. Y., eliminates the con- 
fusion arising from the 630 rates generally shown on an 
open face chart of parcel post scales. It is arranged with 
nine openings, covering each parcel post zone. By press- 
ing the appropriate button, only one figure is visible, this 
being the precise amount of postage necessary. When the 
package is removed, the open key automatically kicks back 
and the scale is ready for the next weighing. No two keys 
are open at the same time and there is consequently no 
possibility of a wrong reading. The manufacturer offers 
to install this scale for a ten day trial period, without 
obligation. 





TRANS- 
PARENT 


CONTAINER 
FOR SMALL 
PARTS 


"THE Pyra - Shell 
transparent boxes 
illustrated at the 
right, manufactured 
by the Shoe Form 
Co., Inc., Auburn, 
N. Y., are finding 
many useful applica- 
tions for the carry- 
ing of small parts, 
samples and _ speci- 
mens of bulk mate- 
rials, containers for 
desk accessories, and 
the like. They are 
of clear, transparent 
material, so that con- 








for inspection of 
samples without 
handling, or to indi- 


| cate the supply which is on hand. Sturdily constructed, 


with raised ribs for reinforcement without obstructing the 
vision, and arranged with a variety of interior compart- 
ments adaptable to various needs. The standard sizes are 
6 x 314 inches and 8% x 4% inches, depth to 1% inches. 


PLUG-IN 
INDUSTRIAL 
SIGNAL 


HE entire assem- 
bly of this new 
signal howler plugs 
into its base socket in 
much the same way as 
ordinary household 





| appliances plug into a wall outlet. This interchangeability 


and separable construction assures line replacements with 
a minimum of interruption to signal service, and also fa- 
cilitates inspection and service work. The complete line, 
recently announced by the Benjamin Electric Mfg. Co., 


| Des Plaines, Ill., includes single and double projector 
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models, grill-type howlers, and both weatherproof and 
non-weatherproof units. Greater sound penetration has 


been secured by increasing the volume and engineering 
a new tone of greater audibility. 


SYPHON 
FEED CAN 
COVER 
FOR 
SPRAY 
PAINTING 


ERMIT- 

TING the 
use and storage 
of colors in their 
original contain- 
ers, and elimi- 
nating the neces- 
sity of using sep- 
arate material 
cups for every 
color change, the 
Econ - O - Can 
cover may be 
used with stand- 
ard 1-quart fric- 
tion top cans in 
connection with 
the usual spray 
gun equipment. 
It offers impor- 
tant economies 
not only in 
equipment in- 
vestment, but 
particularly in 
the time and convenience of operation. Econ-O-Can is 
a product of the Burning Brand Co., 1400-16 W. Fulton St., 
Chicago, III. 





DIAMOND 
- WHEEL 
' DRESSER 


HE STANLEY 
ELECTRIC 
TOOL DIVISION, 
New Britain, Conn., 
is introducing a new 
accessory for use 
with their contour 
rinder as illustrated. 
t is a diamond 
wheel dresser, pro- 
viding an inexpen- 
Sive means of truing 
all and dressing grind- 
ing wheels or points. A ring on the bottom of the dresser 
fits in a counterbored hole on the table top of the grinder. 
Ready adjustments for accurate setting and regulating the 
depth of cut are provided by a pair of knurled screws. 





V-BELT 
FASTENER 


J pee recently de- 
veloped _fasten- 
er, a product of the 
Flexible Steel Lac- 
ing Co., 4607 Lex- 
ington Street, 
Chicago, IIl., broadens the field for V-belt drives, hereto- 
fore limited to services where endless belts could be in- 
stalled without dismantling the drive. With these fasteners 
it is possible to install and maintain matched lengths of 
V-belts on multiple drives, and to make up a wide variety 
of such drives from stock coils of belting. Two die-formed 
steel end plates are attached to the ends of the belt without 
bulging, and leaving the burden-bearing fibres intact. The 
rocker pins click into position and cannot come out while 
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Dept. P, 176 Johnson St. 


SOURCE 
OF RECORDS 


rt) ° 
SUPPLY INVENTORY 


RECEIVING 
RECORDS 


CONTRACTS 


PURCHASE 
ORDERS AND 
BREQUISITIONS 


With Cesco Visible Reeord Books Purchasing Departmen 
data is always available for quick reference. We regularly 
carry a wide range of forms especially designed for Pur 
chasing Office. These are fully illustrated and described 
in Booklet 500-S. Send for your copy today. 


Loose Leaf Equipment for all Needs, a comprehensi 
assortment of Binders and Forms for most every busine 
need. 


Our special wholesale proposition to large 


money. 


users 45a 





THE C. E. SHEPPARD CO; 


First Street 





Twenty 


IF ITS FOR 
SAFETY- 
WE HAVE IT! 


Write for our complete catalog 




















PULMOSAN 


SAFETY EQUIPMENT CORP. 


Brooklyn, N. Y 


“Everything for Industrial Safety” 
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Long Island City, New York 
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—-AN EXECUTIVES’ 
CHRISTMAS PRESENT 











THE BOSTON PORTABLE SILVER COMET 
PENCIL SHARPENER 


A sensible ‘“‘gift’’ that will save its cost 
many times over during 1940. Fool-proof, 
and as a portable desk model feeds the 
pencil itself. A handsome chrome plated 
base looks well on the modern desk. 
Boston speed cutters (15 cutting edges 
instead of 12) outlive others by 25%. 
Oversize chip receptacle. Install them 
now. Your stationer will supply BOS- 
TONS. Ask him. 


C. HOWARD HUNT PEN CO. 
CAMDEN, N. j. 


Also Manufacturers of Hunt Pens, Clips and 


Speedball Products. 


Check all Three 
for Working Comfort 



































When you order stools and chairs for 
workers in offices or plants insist on 
more than seat and back comfort. 
Check on “Height Comfort” too. Work- 
ers of varying stature find they can 
comfortably use the same— 


E VER--F/ OLD 


Automatic Adjustable 
Stools and Chairs 








Here's the reason. They are instantly adjustable auto- 
matically to any desired height. They require no set 
screws, bolts or gadgets. Simply lift seat to height 
desired and it locks automatically and securely. Lifting 
to full height releases seat for lowering. “Height 
that’s right” relieves tiring strain on 
eyes, arms and back. Results in more 
and better work. Write for free Ever- 
Hold Catalog and prices. 


LABORATORY need fig. Ce. 


C. G. Campbell, Pres. and Gen. Mer. 
5002 S. Center St., Adrian, Mich. 


Chair B-1721 
Adjustable from 
17 to 21 inches 





Chair A-172i— ; 
Adjustable from Leaders in the Manufacture of Labora- 
17 to 21 inches tory and Library Furniture Since 1905 
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the belt is in service. The belt is not subjected to bending 
at the joint, and no metal comes in contact with the 
sheaves. 


The Marketing of Mica 
(Continued from page 57) 


warrant such specialists on their own staff. There 
is the further advantage that brokers have cus- 
tomers who need, among them, all the sizes and 
grades which the producers have available, although 
any one consumer usually needs but one or two. 
Marketing through the brokers therefore greatly 
simplifies the selling by the producers, and also 
makes it an easy matter for the consumer to find 
what he needs with the least trouble. When it comes 
to adjustments, the broker is obviously in a better 
position to handle them through his contacts than 
is the individual consumer. 


Mica Comes to Market 


Block sheet mica is shipped in cases weighing 
from 100 to 125 pounds, the exact weights varying 
somewhat according to the country of origin. Split- 
tings are packed loose in cases of 125 pounds, and 
book splittings in cases of 100 pounds. The book 
splittings are wrapped in paper packages weighing 
about 1 pound each, all those from one book being 
in a separate partition—a matter of some importance 
because the characteristics of the books may vary 
somewhat. It is also important that splittings be 
not packed too tightly, as otherwise they will stick 
and cause trouble when it is desired to separate 
them. For the same reason they should be pro- 
tected, for ocean transport, by moisture-proof paper. 
It is further necessary to be sure that no pieces of 
rock or other hard material are left between the 
splittings, lest they penetrate the laminations under 
the pressure of packing and shipping and thus cause 
short circuits in condenser plates or other apparatus. 

Scrap is packed in bags or barrels weighing about 
150 pounds. It is sold by the ton, and when large 
quantities are involved it can be shipped loose in 
box cars. Ground mica is shipped in 100 pound 
bags. 

Prices for the different grades and sizes of mica 
are arrived at by negotiation, the larger sizes natur- 
ally commanding the higher prices because of the 
lesser amounts available. Supply and demand are 
the chief determining factors, and rush shipments 
of the larger sizes customarily bring a premium be- 
cause there is less flexibility in assembling the 
necessary supplies. There is no such thing as a 
standard schedule or a world price. The industry is 
not sufficiently well integrated for that. 


Automobile Truck Bodies 
(Continued from page 35) 


of sheet and pressed metal for panels, structural 
members, floors, roofs, tailgates, and stakes. High- 
tensile steel and the aluminum alloys have each 
helped. Stainless steel has also made a place for 
itself as a material for tanks, compartments, floors, 
linings, to carry edible products in specially-insu- 
lated bodies. 

The new materials have had their effect on load- 
ing space. Bodies with metal-wood sides may now 


| be built with thickness of 1 inch, as compared to 
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the 3 or 4 inches required for the earlier knee-iron 
and wood frame structure, with inside posts. 

Rearrangement of the chassis, with the driver 
placed above or to the side of the engine, has per- 
mitted increased loading space, with no increase in 
overall length. This advantage has been largely 
responsible for the wide acceptance of the modern 
package-delivery trucks, for multiple-stop or house- 
to-house service. Such designs give nearly twice 
as much loading space, in cubic feet, as the con- 
ventional panel bodies on chassis of equal size and 
weight. 

The hourly cost of the vehicle proper may be 
only about one-third the driver’s wages. Hence up- 


to-date bodies are more and more being designed | 


to insure the best possible use of the driver’s time. 
House-to-house delivery units are arranged for sit- 
ting or standing operation, wide doors are placed 
on each side of the driver, and convenient access 
to the interior is afforded by a passage at the side 
of the front seat, and by a through aisle to the 
rear of the body. 

On the larger vehicles the side doors are now 
being built to roll up into the roof, thus eliminating 
the body space required by sliding doors, also the 
hazard from swinging doors as used in crowded 
city streets. Easier access, and thus better use of 
the driver’s time, has entered even into roof design, 
in the form of sliding or telescoping center sections 
developed to replace the tarpaulin previously used 
on open-top bodies. 


Colors and Other Appearance Factors 


To match the modern truck chassis, with its slop- 
ing radiator and hood lines, its chromium trim- 
mings, its attractive cab and fenders, many types 


of truck bodies have been “stylized,” as regards | 


both the form and the color scheme. 


Skirting is mounted along the lower sides, and 
“pants” over the sides of the wheels, to hide the 
chassis and emphasize the airflow lines now so 
much in vogue. Side panels, the rear doors, and 
even the roof, are to be had in full smooth ripple- 
free metal, and to complete the modern effect, the 
rear end sweeps off in a receding or fish-tail design. 
These developments have been made without any 
great sacrifice in operating utility, except possibly 
an increase in weight and a lessening of the acces- 
sibility of certain chassis parts. This appears to be 
recognized by certain body builders, in their offer- 
ings of streamlined, semi-streamlined or conven- 
tional types of particular designs. Thus the operator 
can strike his own balance between the goodwill 
value of appearance and the possible increase in 
operating expense that may result. 


Streamlining and other developments have been 
accompanied, or perhaps caused by, the availability 
of a variety of vivid, pleasing colors. These colors, 
in lacquers and synthetic enamels, have made head- 
way mainly because of their durability. Some op- 
erators assert the first paint job will last the life 
of the vehicle, except possibly when the body has 
been scratched, dented or otherwise abused. Others 
hold that on all-metal bodies the enamels are usual- 


ly to be preferred, but that the lacquers give better | 
performance when such bodies are subjected to | 


alkali dust. 
Now that easily applied and durable finishes are 


to be had, the selection of color combinations is | 


worthy of the closest attention. Warm or cool col- 


ors may be chosen, to express most appropriately | 
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JUST ANY LIFT TRUCK 
or One for Your Needs? 





Barrett builds 16 models of lift trucks—a type and size for 
every need—in a wide range of capacities. Barretts save 
in every plant because they lift, haul and turn easier. 
withstanding rough service abuse and overloading. 
There are 19 types of Steeleg Platform skids, of typical! 
Barrett engineering and con- 
struction, for use with Barrett 
Lift Trucks. 

Write for Catalog 639 showing the 
Most Complete Barrett Line of Mate- 


rials Handling Equipment and Free 
Trial Offer. 


BARRETT-CRAVENS CO. \ 
3280 West 30th Street © Chicago, Illinois 


Representatives Everywhere 
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Thirty-six branches manned by competent engi- 
neers, located at strategic points throughout the 
United States, insure quick and efficient service 
on all major lines — 

* * * 


Diesel Engines from 10 to Motors from % to 10,00 


1400 horsepower. horsepower. 

* * * * * * 
Pumps from 1% g.p.m. to Scales that weigh anything 
150,000 g.p.m. from .002 0z.to 1,000,000 Ibs 


7493 EOPSAM 


FAIRBANKS, MORSE & CO. 


s—\ Manufacturers 
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Fg" GENERAL OFFICES Fg 
600 South Michigan Avenue, Chicago, Till 










LIFTING 10 TONS 
is a Faster, 


Easier Job 
witha 
ie \Y © ae Oe Dp. 


They Lower Costs on 
Every Jacking Job! 


They lift and lower 
faster; reduce man- 
hours by increasing 
man-power. 


Quickly return their 
cost in time saved. Only 
the Simplex will safely 
lift its full capacity on 
the toe lift of the jack. Engi- 
neered to last longer under 
tougher service. 


Simplified mechanism for econ- 
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One of 217 models 
is shown—there’s 
a Simplex to do 
every jacking job 


omy. Unbreakable trunnions for eed = 
safety. Heat-treated forged alloy Stocked by your 
steel operating parts for long Supply House. 
service. 


TEMPLETON, KENLY & CO., Chicago, Illinois 


Better, Safer Jacks Since 1899. 


SIMPLEX 


GOLD MEDAL AWARD SAFETY JACKS 


cen tit tate 


¥ @ 


0444, 


TOILET TISSUES 


BLACK CORE 
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Craftsmen in the art of paper moking 
for 58 years. Distributed by relia- 
ble paper merchants everywhere. 
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the product carried or the owner of the vehicle. 
The entire appearance of the vehicle may be modi- 
fied, according to color experts, by the use of con- 
trasting colors. It may be made to seem lower, 
longer, or shorter than it really is. Length and low 
overall height are accentuated, it is said, by the use 
of horizontal masses, with striping and lettering 
extending the length of the body, and the roof 
painted a different color from the main part of the 
body. By contrast the use of vertical striping or 
color effects, with the hood of different color from 
that of the body, gives the effect of a shorter 
vehicle. 

This outline of recent developments would hardly 
be complete without a brief mention of the con- 
tinually increasing diversity and effectiveness of the 
auxiliary power equipment fitted to or carried by 
the truck body. The applications of the power take- 
off are legion. In some cases the vehicle engine 
must do double duty: it must furnish power for 
propulsion and at the same time for the auxiliary 
device. Or the device may be driven from a sepa- 
rate engine, the two being mounted in the vehicle 
body or in an accompanying trailer. These appli- 
cations are important enough to warrant more de- 
tailed consideration than is possible here. 


Bodies of the Future 


In many respects the present-day truck body has 
taken full advantage of the engineering and pro- 
duction experience obtained in the manufacture of 
bodies for passenger automobiles. The relation is 
clear in the truck use of metal panels and framing, 
of streamlined effects, of the lacquers and enamels 
previously discussed in this article. 

The so-called frameless vehicle, said to be the 
next basic step in passenger-car construction, has 
already been adopted to a limited extent in the 
commercial field. On the heavier buses, it is prac- 
tically standard, the engine being mounted at the 
rear or under the floor of the vehicle. The under- 
floor location has been adapted to multiple-stop or 
package delivery units, also tank trucks used for 
delivery of gasoline to filling stations. Certain types 
of semi-trailers have been designed to eliminate the 
duplication of structural members in chassis and 
body, in favor of a single strengthened body 
structure. 

Applications of the frameless design are likely to 
make slow progress, it would appear, when the rear 
end of the truck must be left clear for loading or 
unloading. This condition exists of course in a 
great number of truck-body types. Moreover one 
of the main advantages of the frameless design, 
with rear-engine installation, is the increase in use- 
ful loading space, for a particular overall length of 
vehicle. This advantage has already been secured 
to a considerable degree in the truck-body field, by 
the advent in recent years of various forms of cab- 
Over-engine constructions. 

In other directions also, as brought out in this 
article, the developments and improvements in 
truck bodies have kept pace with the tremendous 
number and variety of truck applications. With 
active competition among the vendors in the field, 
with truck operators demanding that the product 
incorporate the latest and best available experience, 
there is every reason to believe that this progress 
will continue, with resulting benefit to operators 
and to vendors as well. 
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ABRASIVES 

American Abrasive Co., West- 
field, Mass. 

Chicago Wheel & Mfg. Co., 
Chicago, Ill. 

Norton Co., Worcester, Mass. 

Simonds-Worden-White Co., 
Dayton, Ohic 

ADHESIVES 

Stein Hall Mfg. Co., Chicago, 
Hl. 

ANODES, NICKEL 

Seymour Manufacturing Co., 
Seymour, Conn. 

ASBESTOS PRODUCTS 

Keasbey G&G Mattison Co., 
Ambler, Pa. 

BELT LACING EQUIPMENT 

Armstrong-Blum Mfg. Co., 
Chicago, III 

Armstrong-Bray & Co., Chi- 
cago, Il! 

BELTING 


B. F. Goodrich Co., Mechanical 
Goods Div., Akron, Ohio 


BINDERS, LOOSE LEAF 

National Blank Book Co., Hol- 
yoke, Mass 

Sheppard Cc c.. €.,. Lone 
Island City. N. Y. 


BOLTS, NUTS. etc. 


American Screw Co.. Provi- 
dence, R. | 

Clark Bros. Bolt Co., Milldale, 
Conn 

Continental Screw Co.. New 


Bedford, Mass 

Harper Cc H M., Chicago, 
It. 

Republic Steei Corp., Cleveland, 
Ohio 


BOXES, CORRUGATED 


Brunt G Company, Chicago, 
I. 

Hinde G Dauch Paper Co., 
Sandusky, Ohic 


BRONZE, PHOSPHOR 


Seymour Manufacturing Co., 
Seymour, Conn. 


CABINETS, STORAGE FILING 


Steel Storage File Co., Cleve- 
land, Ohio 


CARBON PAPER 


Columbia Ribbon G Carbon 
Mfg. Co., Inc., Glen Cove, 
4. 

Webster Co., F 
Mass. 


CARTONS, SHIPPING 


Brunt G& Company, Chicago, 
WI. 

Hinde & Dauch Paper Co., San- 
dusky, Ohic 


CASTERS 


Darnell Corp., Ltd., Long 
Beach, Calif. 


S., Cambridge, 
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CASTINGS 

American Chain & Cable Co., 
Inc., Bridgeport, Conn. 

Forest City Foundries Co.,|} 
Cleveland, Ohio 


CHAIN 


“i. hit tea USE ORANGE CORE TAPE FOR SAFER 


CHUCKS ‘ 
Apex Machine G&G Tool Co., @ SEALING ALL YEAR ’ROUND! 


Dayton, Ohio 
Brown G&G Sharpe Mfg. Co., 
Providence, R. |. 





No matter what the season, you'll find 


Orange Core satisfying and dependable. 


CLEANING COMPOUNDS - - 
Sle Medica. lec. towll Hot or cold, dry or humid, Orange Core is 





York, N. Y. consistently good under all conditions. It 
CLIPS, PAPER seals just as fast and sticks just as tight 
Hunt Pen Co., C. Howard, in winter as in summer. Start using this 

Camden, N. J. ‘ : ; 

superior tape—it costs no more! Write for 

COMMODITY SERVICE , 
McGill Cowmedity Service, free folder on best sealing methods. 

Inc., Auburndale, Mass. 
COOLANTS : 
Oakite Products, Inc., New 

York, N. Y. 
COPPER 


Hussey G&G Co., C. G., Pitts- 
burgh, Pa. 

CUTTERS 

Brown G&G Sharpe Mfg. Co 


Providence, R. |. . 
Morse Twist Drill & Machine 
Co., New Bedford, Mass 


DIAMONDS 

Mayers Co., L. G&G C., New 
York, N. Y. 

DIES, EMBOSSING 

Cunningham Co., M. E., Pitts- 
burgh, Pa. 


DIES, WIRE DRAWING 

McKenna Metals Co., Latrobe, 
Pa. 

DIESEL ENGINES 

Fairbanks, Morse G Co., Chi- 





a> CEL: U-DEX 
frachat 


PROTECTORS 


PAT. PENDING 






* TRANSPARENT © FLEXIBLE 
* REINFORCED EYELETS 


> WATER PROOF 


cago HHI. CEL*U-DEX CORP BROOKLYN NY. 


DRILL POINTS 


Uses: Salesmen’s Kits, Advertising and Sales Presentation 
Harper Co., H. M., Chicago, Catalogs, Stamp Collections, Photos—Albums, Records. 
Hl. KEEP SHEETS srorTceEesst YT CLEAN 


Send for _Samples and give name 2 of your Stationer 
DRILLS . 


Morse Twist Drill & Machine ss 7 
Co., New Bedford, Mass 1 


KRORE 


DIAL SCALES 


DUPLICATING MACHINES & 

SUPPLIES 

Columbia Ribbon G&G Carbon 
Mfg. Co., Inc., Glen Cove, 


ame l., e- *. ices for industry's every need 
ebster Co., F. S., Cambridge, 
eee ™ KRON @ 


BRIDGEPORT CONN. 


ELECTRICAL PRODUCTS 

Graybar Electric Co., New 
York, N. Y. 

ELEVATORS, PORTABLE 

Barrett-Cravens Co., Chicago, 
WII. 

ENVELOPES 


Outlook Envelope Co., Chicago, 
Hl. 
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GEARED 
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INTELLIGENT HANDLING OF SPECIFICATIONS 


noe 


pee 
‘PROMPT, CERTAIN ACTION IN TOOLING UP 






a EETV ERIES TO MEET YOUR PRODUCTION 
ae 
et, 


SS UNIFORM QUALITY FROM START TO FINISH 
= 
ONE SOURCE OF SUPPLY FOR MANY PRODUCTS 


es. SEFFICIENT PLANNING FOR GREATEST ECONOMY 





TN Controlled quality from steel to finished part is 
Barnes’ answer to the day's demand for production and 





Pris gull more production. A modern steel mill owned and 

a > . y 
KE = operated by Barnes is capable of producing stock for almost 
oT re any requirement, every day, Large amounts are always on 


~hand for quick conversion into the kind of spring you need. 


The Wallace Barnes Company . sristot, connecticut 


DIVISION OF ASSOCIATED SPRING CORPORATION 


PRINGMAKERS FOR MORE THAN THREE QUARTERS OF A CENTURY 
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AND GET THESE FEATURES 


it The Lowest Price Ever Made on a 
Quality Drill of this Size 

High Torque Speedway Drill Motor 

Streamlined Air Cooled Die Cast Case 

Natural Grip Direct Thrust Breast Plate 

Handle 

Removable Side Handle for Close Quarters 

Self Aligning Oilless Bearings 

500 R.P.M. Operating Speed 

Smooth Sliding Thumb Switch 

Permanently Beautiful 2-Tone Firfish 

Complete with hand operated 3-jaw %” chuck 

rubber covered cord, unbreakable plug. 

This SpeedWay No. 89 Drill is the result of 

30 years of specialization in the manufacture 

of portable tools. 


lars and name of 
nearest dealer. 


Manufacturing Company 


1877 S. 52nd Ave. 
Cicero, Ill. 


If you want output, 


specify MARVEL 


High-Speed-Edge Blades. They will stand up under any 
speed and feed your sawing machine can _ attain. 
If you want accuracy, specify MARVEL Blades. They 
will withstand greater tension, without danger of breakage. 

















If you want low blade cost, standardize on MARVEL 
all the way for every job. Only these patented com- 
posite blades can be both high speed and positively 
unbreakable. Write for Circular. 


Buy from your local distributor 








ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People” 
5760 Bloomingdale Avenue 





Chicago, U.S.A. 
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FASTENINGS, SPECIAL 

Continental Screw Co., New 
Bedford, Mass 

Parker-Kalon Corp., New York, 
N. Y. 





FENCE, INDUSTRIAL 
American Chain & Cable C 
Inc., Bridgeport, Conn 


FILES 
Atkins & Co., E. C., Indiana 
polis, Ind. 


Delta File Works, Philadelphia, 
Pa. 

Simonds Saw S&S Steel Co 
Fitchburg, Mass 


FILES, STORAGE 
Steel Storage File Co., Cleve 
land, Ohio 


FITTINGS, PIPE 

American Chain & Cable Cc 
Inc., Bridgeport, Conn 

Crane Co., Chicago, II! 

Lunkenheimer Co., Cincinnat 
Ohio 

Murray Co., A. B., Brooklyr 
~~ Y. 

Pittsburgh Piping G Equipment 
Co., Pittsburgh, Pa 


FLOORING, NON-SLIP 


Norton Co., Worcester, Mass 
FORGINGS 
Kropp Forge Co., Chicag 


FORMS, PRINTED 
Sheppard Co., C. E., Long 
Island City, N. ¥Y 


FURNITURE, METAL 


Kewaunee Mfg. C Kewau 
nee, Wis. 

GAGES 

Starrett Co., L tl 
Mass. 


GAUGE GLASSES 


Jenkins Bros., New York, N. Y 


GIFT & PREMIUM 

MERCHANDISE 

Hagn Co., Joseph, Chicag 

Mayers Co., L. G&G C., New 
York, N. Y. 


GOGGLES 
Pulmosan Safety Equipment 
Corp., Brooklyn, N. Y 


GRINDERS & GRINDING 
MACHINES 
Norton Co., Worcester, Mass 


GRINDING WHEELS 

Chicago Wheel G Mfg. C 
Chicago, III. 

Norton Co., Worcester, Mass 

Simonds-Worden-White c 
Dayton, Ohio 


HAMMERS, INSPECTION 
Cunningham Co., M. E., Pitts- 
burgh, Pa. 


HOISTS 
American Chain & Cable Cc 
Inc., Bridgeport, Conn. 


HOSE 


Goodrich Co., B. F., Mechanical 
Goods Div., Akron, Ohio 
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INDEX TABS 

Cel-U-Dex Corp., Brooklyn, 
N. Y 

INSULATION, MAGNESIA 

Keasbey G Mattison Co 
Ambler, Pa 

JACKS 


Templeton, Kenly & Co., Chi 
cago, Ill 


JEWELRY 

Hagn Co., Joseph, Chicago, III 

Mayers Co., L. &G C., New 
York, N. Y 

KNIVES, MACHINE 

Atkins & Co., E. C., Indiana 
polis, Ind 

LABELS 


St. Louis Sticker Co., St. Louis, 
Mo 


LAMPS, ELECTRIC 
General Electric Co., Cleveland 


Ohi 


LEATHER GOODS 
Hagn Co., Joseph, Chicago, III 


Mayers Co., L C., New 
York, N. ¥ 

LUBRICATORS 

Lunkenheimer Co., Cincinnati 
Ohio 


Speedway Mfg. Co., Cicero, II 
MACHINES, BOOKKEEPING 


Underwood Elliott Fisher C« 
New York, N. Y 


MACHINES, NIBBLING 
American Chain & Cable Co., 
Inc., Bridgeport, Conn 


MOTORS 

Fairbanks, Morse G&G Co., Ch 
cago, Ill 

Graybar Electric Co., New 
York, N. Y 

Speedway Mfg. Co., Cicero, Ill 

PACKING 


B. F. Goodrich Co., Mechanical 
Goods Div., Akron, Ohio 


PAPER, BOND 

Crane & Co., Dalton, Mass 

Millers Falls Paper Co., Millers 
Falls, Mass. 

Valley Paper Co., 
Mass. 


PAPER, GUMMED 

Brown-Bridge Mills, Troy, Ohio 

Central Paper Co., Menasha, 
Wis 

McLaurin-Jones Co., Brookfield, 
Mass 

Moore & Thompson Paper Co., 
New York, N. Y. 


PAPER, LEDGER 
Crane & Co., Dalton, Mass. 


Holyoke, 


Valley Paper Co., Holyoke, 
Mass. 

PAPER, ONION SKIN 

Esleeck Mfg. Co., Turners 


Falls, Mass. 
Millers Falls Paper Co., Millers 
Falls, Mass. 
Valley Paper Co., 
Mass 


Holyoke, 
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PENS, STEEL 
Hunt Pen Co., 
Camden, N. J. 


PIPE 

Crane Co., Chicago, III. 

Murray Co., Inc., A. B., 
Brooklyn, N. Y. 

Pittsburgh Piping G Equipment 
Co., Pittsburgh, Pa. 

Youngstown Sheet & Tube Co., 
Youngstown, Ohio 


PUMPS 

Brown G Sharpe 
Providence, R. lI. 

Fairbanks, Morse & Co., Chi- 
cago, Ill. 

Roper Corp., Geo. D., Rockford, 
WI. 


RACKS, DRUM & BARREL 
Barrett-Cravens Co., Chicago, 
Wl. 


REAMERS 
Morse Twist Drill & Machine 
Co., New Bedford, Mass. 


C. Howard, 


Mfg. Co., 


REFRACTORIES 
Norton Co., Worcester, Mass. 
RESPIRATORS 
Pulmosan Safety Equipment 


Corp., Brooklyn, N. Y. 
RIBBONS, INKED 


Columbia Ribbon G Carbon 
Mfg. Co., Inc., Glen Cove, 
te ¥. 


Webster Co., F. S., Cambridge, 
Mass. 


RIVETS 
Clark Bros. Bolt Co., Milldale, 
Conn. 


Continental Screw Co., New 


Bedford, Mass. 


RUBBER GOODS, MECHANICAL 
Goodrich Co., B. F., Mechanical 
Goods Div., Akron, Ohio. 


SAFETY EQUIPMENT 
Pulmosan Safety Equipment 
Corp., Brooklyn, N. Y. 


SAWS, BAND & CIRCULAR 

Atkins & Co., E. C., Indiana- 
polis, Ind. 

Simonds Saw SG Steel Co., 
Fitchburg, Mass. 


SAWS, HACK 
Armstrong-Blum 
Chicago, Ill. 
American Saw & Mfg. Co., 
Springfield, Mass. 

Atkins & Co., E. C., Indiana- 
polis, Ind. 

Barnes Co., Inc., W. O., De- 
troit, Mich. 

Victor Saw Works, 
town, N. Y. 


SCALES 

Fairbanks, Morse G&G Co., Chi- 
cago, Ill. 

Jacobs Bros. Co., Inc., Brook- 
lyn, N. Y. 

Kron Co., Bridgeport, Conn. 

Triner Sales Co., Chicago, III. 


Mfg. Co., 


Middle- 


a's Wt 
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SCREENS, WIRE 


Ludlow-Saylor Wire Co., St. 
Louis, Mo. 

SCREW DRIVERS 

American Saw & Mfg. Co., 
Springfield, Mass. 

Apex Machine & Tool Co., 
Dayton, Ohio 

SCREWS 

American Screw Co., Provi- 
dence, R. |. 

Clark Bros. Bolt Co., Milldale, 
Conn. 

Continental Screw Co., New 


Bedford, Mass. 

Parker-Kalon Corp., New York, 
mM, ¥. 

SHAFTING 

Republic Steel Corp., Cleveland, 
Ohio 


SHARPENERS, PENCIL 


Hunt Pen Co., C. Howard, 
Camden, N. J. 

SILVER, NICKEL 

Seymour Manufacturing Co., 
Seymour, Conn. 

SILVERWARE 

Hagn Co., Joseph, Chicago, 
HI. 

Mayers Co., L. & C., New 
Yorn, WW. Y. 

SKIDS 

Barrett-Cravens Co., Chicago, 
Hl. 

SPRINGS 

Barnes Co., Wallace, Bristol, 
Conn. 


Yost Superior Co., Springfield, 
Conn. 


STAMPS, STEEL 


Cunningham Co., M. E., Pitts- | 


burgh, Pa. 


STAPLES & STAPLING 

MACHINES 

Ace Fastener 
Ht. 


STARCHES 


Corp., 


STEEL 
American Steel & Wire Co., 
New York, N. Y. 


Barnes Co., Wallace, Bristol, 
Conn. 
Frasse & Co., Inc., Peter A., 


New York, N. Y. 

Murray Co., Inc., A. B., Brook- 
lyn, N. Y. 

Republic Steel Corp., Cleveland, 
Ohio 

Ryerson & Son, Inc., Joseph T., 
Chicago, III. 

Scully Steel 
Chicago, Ill. 

Youngstown Sheet & Tube Co., 
Youngstown, Ohio 


STICKERS 


St. Louis Sticker Co., St. Louis, 
Mo. 


Products Co., 


At Kropp, “the world’s 
largest job forging shop,” 
you get service that gives 
meaning to a much abused 
word. Here every customer 
is a “preferred customer.” 
Three complete forging 
departments to serve you 
with upset, drop and steam 





& 









have dome dervice/ 





hammer forgings of any 
size, shape or quantity; 
complete facilities for heat- 
treating, bar straightening, 
hollow boring, cleaning, 
pickling and a machine 
shop equipped for every 
phase of metal working. 
Large stocks of specifica- 
tion steels carried on hand 
at all times—warehousing 
methods that effect econ- 
omies for customers by 
minimizing waste. 

“Have some service” with 
your next requirement for 
forgings. Send us your 
blue prints and let us 
quote on your forged parts, 





KROPP FORGE COMPANY 
World's Largest Job Forging Shox 
5315 W. ROOSEVELT ROAD, CHICAGO 


Representatives in Principal Cities 








Chicago, 





BARNES 


BL 


Just try Barnes Blades! Tell us your cut 


ting problem—let us suggest 
whip it economically. 


W. O. BARNES CO., INC. 








a blade t 


Detroit, Mich 





Stein Hall Mfg. Co., Chicago, | 





QUALITY: UTILITY: ECONOMY 


DARNELL CASTERS 


Casters and Wheels are 


Varne 


to give lasting and satisfac 


rvice—whether for light or 


y duty 


wearing parts are hardened and 
carbonized—all casters feature a 


double ball-bearing swivel which 


assures easy rolling. It wi 


you to thoroughly 








Patented Double 
Ball-Bearing 
Swivel Head 


Wearing Parts 
Hardened and 
Carbonized 


industrial use. Alf 


ll pay 


Investigate 


DARNELL CORP., LTD., LONG BEACH, CALIF. 


36 N. Clinton, Chicago — 


DARNELL CORP Of CANADA 






24 E. 22nd, New York 


LTD TORONTO ONT CANADA 
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How Thomas’ Register 
Serves American Industry 


OR over a quarter of a century 
F purchasing agents of every in- 
dustry in the United States have 
used Thomas’ Register as a guide 
to sources for supplies and mate- 
rials. The completeness and ac- 
curacy of the classifications have 
enabled them to receive informa- 
tion on all products which they use, 
and have made possible consider- 
able savings for them on their pur- 
chases. The geographical arrange- 
ment of all lists, and the capital 
ratings for each company, (both 
exclusive Thomas’ Register fea- 
tures), make Thomas’ Register the 
most complete Directory of Amer- 
ican Manufacturers ever published. 


Is Your Company Using 
Thomas’ Register ? 


F your company is not receiving the 

benefits of Thomas’ Register service, 
we will be glad to place a copy at your 
disposal for thirty days free trial, with- 
out obligation of course. Send today for 
details of our free trial offer. 


Thomas Publishing Company 
473 Eighth Avenue NEW YORK, N. Y. 
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STRAPPING, STEEL 


Signode Steel Strapping Cc 
Chicago, Ill. 


TAPE, GUMMED 
Brown-Bridge Mills, Troy, Ohi 


Central Paper Co., Menasha 
Wis. 

McLaurin-Jones Co., Brookfield 
Mass. 


Moore & Thompson Paper C 
New York, N. Y. 


TAPES, STEEL 
Starrett Co., L. S., Athol, Mas 


TISSUE, TOILET 
Victoria Paper Mills C Fu 
ton, N. Y. 


TOOL HOLDERS 
Armstrong Bros. Tool Co., Ck 
cago, Ill. 


TOOLS, LATHE 

Armstrong Bros. Tool Co., Ct 
cago, III 

McKenna Metals Co., Latrobe 
Pa. 


TOOLS, MACHINE 
Brown & Sharpe Mfg 
Providence, R. |. 


TOOLS, MACHINISTS’ 

Brown G&G Sharpe Mfg. C 
Providence, R. | 

Starrett Co., L. S., Athol, Ma 


TOOLS, PIPE THREADING 
Armstrong Bros. Tool Co., Ch 
cago, Ill. 


TOOLS, PORTABLE ELECTRIC 
Speedway Mfg. Co., Cicero, | 


TRUCKS, LIFT & WAREHOUSE 
Barrett-Cravens Co., Chicag 
Hl. 


TUBES, BOILER 

Murray Co., Inc., A. B., Br 
lyn, N. Y. 

Scully Steel Products C Ch 
cago, Ill. 
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TYPEWRITERS 

Smith &G Corona Typewriters, L. 
C., Syracuse, N. Y. 

Underwood Elliott Fisher Co.. 
New York, N. Y 


VALVES 

American Chain & Cable C 
Inc., Bridgeport, Conn. 

Crane Co., Chicago, III. 


Jenkins Bros., New York, N. ¥ 

Lunkenheimer Co., Cincinnati, 
Ohic 

Pittsburgh Piping G Equipment 
Co., Pittsburgh, Pa 


VISES 

Armstrong-Blum Mfg. C 
Chicago, III 

VISIBLE RECORDS 

Sheppard Co., C. E., Long Is- 


land City, N. Y 


WIRE 

American Chain & Cable C 
Inc., Bridgeport, Conn 

American Steel & Wire C 
New York, N. Y 

Graybar Electric Co.. New York, 
N.Y 


WIRE FORMS 
Yi st Superior C springfie 


Ohi 
WIRE ROPE 


American Chain & Cable C 
Inc., Bridgeport, Conn. 
American Steel & Wire C 

New York, N. Y 


WIRE CLOTH & SCREENS 


Ludlow-Saylor Wire Co., St 
Louis, M 

WRENCHES 

Apex Machine & Tool Co., Day 
ton, Ohio 

Armstrong Bros. Tool Co., Chi- 
cago, III 


PRIORITY COMMITTEE PLANNED 


Advice from Washington presages the appointment 











of a Government Priority Committee, with representa- 
tives from the State, War, Navy, Treasury and 
Justice Departments, created to safeguard the national 
defense program by assuring satisfactory fulfillment 
of Federal defense orders before foreign business is 
undertaken, thus taking over the functions of the 
present clearance committee of the Munitions Board. 
According to present plans, the new committee will 
have a status corresponding to that of the Munitions 
and Aeronautical Boards, being directly responsible 
to the President. It will presumably have no powers 
of compulsion, but will operate on a voluntary basis 
without interference with private business. It will 
serve as an information service, and one of its ac- 
tivities will be the effort to spread business equably 
among industries in various parts of the country. 
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REGULAR ORDERS . . . SPECIAL ORDERS . . . RUSH ORDERS ... 


they all get Scully 


ALLOYS 
ANGLES, HOT ROLLED and COLD 
ROLLED 
ARCHES (CORRUGATED 
BABBITT 
BANDS and HOOPS 
BARS, HOT ROLLED 
ALLOYS ( HR ead CF 
COLD FINISHED 
ELECTRIC HIGi' CARBON STEEL 
REINFORCING 
BEAMS and C. ?. SECTIONS 
BEEF RAIL 


BOLTS, NUTS, WASHERS, ALL KINDS 


BORING and TURNING BARS and 
GRINDERS 

BRACES, BOILER 

CHAIN, ALL KINDS 

CHANNELS 

CHISELS 

CHUCKS, STAYBOLT 

CLAMPS, BOILERMAKERS 

CLIPS, PATTERSON 

CLEANERS, FLUE 

CONDUCTOR PIPE 

COPPER and BRASS 

COUPLINGS, HOSE 

CRAYONS, SOAPSTONE 

CUTTERS 


DARDELET RIVET and MACHINE BOLTS 


DRILL RODS 

EAVE TROUGH and FITTINGS 
EXPANDERS, FLUE 
FERRULES, COPPER 
FLANGES, BOILER and TANK 
FLOOR PLATES 


GALVANIZED SHEETS, BARS, BANDS 


ETC. 
HANDLES, HAMMER 
HEADS, TANK and FLANGE 
HOISTS, HAND and POWER 
IRON, STAYBOLT 
LUGS, BOILER, TANK and SILO 
MACHINERY, HAND and POWER 
MANHEAD PLATES and FITTINGS 
NAILS 
PACKING 
PAINT STICKS 


PLATE STEEL, STANDARD QUALITIES 


ABRASION RESISTING 
COR-TEN and MAN-TEN 
PLUGS, FLUE 
RAILS and FITTINGS 
REAMERS 
SHAFTING 
SHEETS 
ABRASION RESISTING 
ELECTRICAL 
COR-TEN and MAN-TEN 
HOT ROLLED and UNIFORM BLUE 
WELLSVILLE POLISHED 
COLD ROLLED 
STAINLESS STEEL 
GALVANIZED and GALVANNEALED 
LONG TERNE 
CORRUGATED 
US'S COPPER STEEL 
SPRING STEEL BARS and SHEETS 
STAINLESS STEEL 
STRIP STEEL. CR and HR 
TEES 
TIRE, ROUND EDGE 
TOOLS, HAND and POWER 
for BOILER and IRON WORK 
TROLLEYS 
TUBES, BOILER 
TURNBUCKLES 
VALVES, BLOW-OFF 
WELDING ROD and WELDERS 
ZEES 


HE name “Scully” has become a 

synonym in the steel business for 
prompt, friendly service. A constantly 
growing list of customers—today totalling 
many thousands—has learned that no mat- 
ter how small or how large an order may be 
it will always get the same treatment from 
Scully. Each of our 8 conveniently located 
warehouses works on the principle that cus- 
tomers want friendly contacts and prompt 
deliveries. If you’re not one of our customers 


“ 


now, “Call Scully” the next time you need 


steel, steel products, copper or brass. And if 


you do not have a copy of our handy Stock 


List and Reference Book, be sure to ask for 


one—it’s free, of course. 


When you re-tube boilers 


Ne 
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“Tu ' 


t 


line to let you know how much we 


appreciate the handling of our above order 


number. This order was telephoned to your 


office late yesterday evening and the material 
was received at our plant about 1:30 P.M. 
today 


\ssuring you that this service is very 


much appreciated and one we will remember, 


we 


are 


remember Scully 


SCULLY STEEL PRODUCTS COMPANY 


Distributors of Steel, Steel Products, Copper and Brass 


Warehouses at 


CHICAGO NEWARK, N. J. : ST. LOUIS 


CLEVELAND - 


BOSTON ° ST. PAUL-~-MINNEAPOLIS 


PITTSBURGH 


For additional products see Buyer’s Directory, page 


BALTIMORE 
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give your valve investment 




















this 10-point protection 





1—Extra-Length, Stainless 
Steel Spindie* 


2—Firm-Grip Hand Wheel 


3—Simple, One-Piece Yoke 
Assembly 


4—Time-Saving, Rolled Steel 
Through-Bolts 


5—Handy, Cooling Chamber 
Plug 


6—Long-Life, Asbestos Yoke 
Gasket? 


7—Self-Aligning, Stainless 
Steel Wedge* 


8 — Renewable, Stainless Steel 
Seat Rings 


9—Husky, Cast Carbon Steel 
Body? 


10—Six Convenient Bosses 





sntntebotetete: 


Reet ec cer rer eere cme 
peer eecended 


SAGSSERA 


maeaeet 





Trim also available in bronze, monel or steel. 


tBody, Bonnet and Yoke also available in chrome 
molybdenum steel. 


{Corrugated Steel Gasket on Series 40 and 60. 
JENKINS Cast Steel Gate, Globe, Swing Check 


and Automatic Equalizing Stop and Check 
Valves are made in Series 15, 30, 40 and 60. Get 





complete details from your local distributor or 
direct from Jenkins Engineering Advisory Service. 
JENKINS BROS., 80 White St., New York, N.Y.; Bridge- 


port, Conn.; Boston; Chicago; Philadelphia; Atlanta; 
Houston. JENKINS BROS., Ltd., Montreal; London, Eng. 


b. | 
i 1 


FIG. 1010, Series 30, Carbon Steel Gate Valve, Stainless 
Steel trim, for 300 Ibs. steam, maximum temperature 
750°F.— 600 Ibs. non-shock Oil, Water, Gas at 100°F. 
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For additional products see Buyer's Director 





